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Fifty-eighth Year, No. 43 


Inter-Regional Ins. 
Conference Stresses 
Rate Level Changes 


Rate Adjustments Committee Re- 
vising Basic Principles, Study- 
ing Prospective Trends 


ANNUAL MEETING IN N. Y. 


Wide Activities Are Outlined by 
Mountain and Beckwith; Off- 
cers Are Re-elected 


Inter-Regional Insurance Conference, 
at its annual meeting held at the Plaza 
Hotel in New York City on October 17, 
received reports by Chairman H. M. 
Mountain, Treasurer Felix Hargrett, and 
Manager Royal M. Beckwith. 

An amendment to the constitution was 
acted upon, providing that actions of the 
executive committee require approval by 
two-thirds of the voting members and 
alternates present at any meeting of the 
executive committee. 

The following officers were re-elected 
for terms of one year: Mr. Mountain, 
executive vice president, Aetna Insur- 
ance Co., chairman; J. L. Erhardt, assis- 
tant U. S. manager, Royal-Globe Insur- 
ance Group, vice chairman, and Mr. 
Hargrett, vice president, Home Insur- 
ance Company, treasurer. 

Executive Committee 

J. L. Erhardt and A. L. Polley, whose 
terms as members of the executive com- 
mittee were expiring, were re-elected 
for terms of one year each and W. J. 
Christensen, executive vice president, 
Loyalty Group, was appointed to serve 
the unexpired term of W. B. Rearden; 
M. B. Baker, assistant U. S. manager of 
the North British and Mercantile, was 
appointed to serve for the unexpired 
term of W. L. Nolen; and M. W. Mays, 
vice president, America Fore Insurance 
Group, was appointed to serve for the 
unexpired term of J. V. Herd. 

_ Action previously taken by the execu- 
tive committee was ratified by the mem- 
bers with respect to the appointment of 
the following board of governors: 

Clarke Smith, U. S. manager, Royal- 
Globe Insurance Group; Kenneth F. 
Black, president, Home Insurance Co.; 
James C. Hullett, president, Hartford 
Pire; W. E. Newcomb, president, Great 
American; S. Dwight Parker, president, 
Springfield Fire & Marine; | 
Crafts, president, Fireman’s Fund; J. 
Victor Herd, president, America Fore 
Group ; William B. Rearden, president, 
Firemen’s Insurance Co. 


(Continued on Page 27) 
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IS YOUR CLIENT PROTECTED? 


More people — friends and 
strangers alike — are making more 
personal liability claims than 
ever before. Court records prove it. 
Here’s just another reason 
why your assured deserves the best 
in protection against a costly 
liability suit or expensive 
medical bills. 
Recommend the protection of 
a Comprehensive Personal Liability 
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Get your share. 


Lonpon & LANCASHIRE GROUP 


THE LONDON & LANCASHIRE INSURANCE COMPANY, LTD. 
by SAFEGUARD INSURANCE COMPANY 
Trrtiipas STANDARD MARINE INSURANCE COMPANY, LTD. (Fire Department) 
GROUP 20 Trinity Street, Hartford, Connecticut 
— 
NEW YORK e CHICAGO e SAN FRANCISCO 


A firm friend 
of the 
American Agency 
System 


Policy. It’s inexpensive, up! P ryrny an 
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A WELL-BALANCED COMPANY 


balance... 


essential to flight 


In man’s conquest of 
the skies, balance is fundamental 
to progress. Similarly 
essential in life insurance is a 
balance of tradition, product and 
management. Fidelity is 


a well-balanced company, 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA, PENNSYLVANIA 





$5.00 a Year; 25c. per Copy 


Actuaries Visit To 
Toronto Marked By 
Brilliant Banquet 


Visit Life Insurance Company Of- 
fices; Amazed at Toronto’s Size 
and Beautiful Buildings 


ANDERSON TOASTMASTER 


Visitors Had Come on From Wash- 
ington Where President Eisen- 
TT ho eeted Them 
ties 
Toronto—Hunttdreds of actuaries from 
Canada and foreign countries 


OCT 23) > to New York to attend the 


Actu- 
aries concluded their visits with a bril- 
Royal York Hotel, 


Toronto, on Tuesday night and a jour- 


15th International Congress of 


liant banquet at 


ney through the offices of three Cana- 
dian companies Wednesday. 

The actuaries arrived in Toronto in 
festive mood as many of them were 
among the 800 actuaries received by 
Eisenhower at the White 
made 


President 
House lawn and they had also 
a special trip to Niagara Falls 
Visit to Washington 
Albert 


chairman of Provident Mutual and one 


Accompanied by M. Linton, 
of chief figures of the Congress, Presi- 
dent Eisenhower arrived at the White 
House lawn where the actuaries had 
gathered in a semi-circle awaiting the 
Linton introduced hin 
With his most amiable 
manner the President told the actuaries 


President. Mr 
to the group 


how glad he was to meet them, said he 
did not know exactly what the duties 
of an actuary are but he felt they had 
considerable to do with making the 
great production furnished by the com- 
panies more scientific thus guarantee- 
ing that insurance contracts perform as 
faithfully as has been the case. The 
President posed for photographs with 
Mr. Linton and some others in the 
group. 

Toronto amazed the actuaries by its 
size, beautiful buildings and its progréss 
apparent on every hand. Toronto now 
has a million and a half population, is 
one of principal financial centers on the 
globe and is thinking of building a new 
north and south subway as its present 
subway running east and west has done 
much to aid the city’s growth. The 
insurance buildings visited Wednesday 
were those of Confederation Life, Manu- 
facturers Life and Crown Life. They are 
located on Bloor Street which has be- 
come a growing insurance center as two 
other large insurance companies are 
neighbors. : 

Banquet toastmaster Tuesday night 
was William M. Anderson, former 
president Society of Actuaries, vice 
president for Canada of International 
Congress of Actuaries and president 
North American Life of Toronto. Cn 


(Continued on Page 9) 
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The whole family 
is protected with 





John Haneocks 


family 





FEATURES 


@ Dad has permanent insurance. 
@ Mother has permanent insurance. 


@ Term Insurance? for the children. Convertible 
without medical examination at age 25 to any 
limited payment life or endowment plan up to 5 
times the original Term amount. New-born 
children automatically included at no extra cost. 
In event of Dad’s death, Term Insurance is 
fully paid up to age 25. 


@ Double Indemnity Benefits automatically included 


for both Dad and Mother. 


@ Waiver of Premium Disability Benefit automatically 


included for Dad. 
@ Mother’s insurance fully paid up at Dad’s death. 


@ Values of permanent insurance available for 
retirement or emergency use. 


ADDITIONAL RIDERS AVAILABLE 
TO MEET VARYING NEEDS 


@® For Dad’s insurance — 
Family Income — 12 variations available 
OR 

@ Level Term, 10, 15 or 20 years, for $3,000 up to 
% times his basic amount. 

@® For Mother’s insurance — 


Level Term to Age 65 for an amount from 1% to 
2 times the amount of her insurance. 









One unit of 
Family Policy provides: 


PERMANENT WHOLE LIFE INSURANCE 


For Dad $5,000 
For Mother $1,000 
TERM INSURANCE TO AGE 251 
For each child $1,000 


Policy available up to maximum of 3 units 


Tincludes all children under 18 years of age at date of 
insurance application. The full amount is provided from 
ages 6 months to 25 years and one-fourth of this amount 
from age 15 days to 6 months. 


The Select Ordinary Plan is described. There is also a 
Multiple Protection Family Plan with different features. 











ISSUE AGES 


Husband age 18-55 and Wife age 16-55 provided she is not 
more than 20 years younger nor more than 10 years older. 


PREMIUMS REDUCED FOR FIRST THREE YEARS 


First dividend payable at end of third year may offset 
premium increase at beginning of fourth year. Premium 
also reduces when Mother reaches age 65 or at her prior 
death. 

Available throughout the United States except in 


Massachusetts. 






Ca 
MUTUALJZ LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
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Malvin Edward Davis — 


President of International Congress of Actuaries Joined Metropolitan Life 
After Leaving College; Long a Leader on Industry Association Commit- 
tees; One of Most Widely Traveled Executives, Has Often Addressed 


Those of European Companies 


The XVth International Congress of 
Actuaries just held in New York, and 
with visits to Washington and Toronto, 
has been an extraordinarily successful 
conclave, both in nature of addresses, in 
widespread representation of countries 
have sent across the sea_ their 
greatest scientific insurance stars, but 
socially as well. Only regret is that Mal- 
vin Edward Davis, president of the Con- 
gress and its general chairman of com- 
mittee on arrangements, was unable to 
attend. As chief arrangement planner be- 
fore Congress convened, he had worked 
diligently for some weeks in the planning 
on details of organization of the affair, 
along with M. Albert Linton (chairman 
of Provident Mutual Life) who is chair- 
man of committee on arrangements; iq 
Gordon Beatty (vice president and ac- 
tuary, Canada Life,) vice chairmz an, and 
Valentine Howell (executive vice presi- 
dent, The Prudential) as _ secretary- 
treasurer. With these officers were a 
number of other prominent actuaries 
each of whom was made chairman of 
important division committees. 

Mr. Davis was unable to participate 
in the thrill growing out of the success 
in every detail of the Congress because 
on the eve of the Congress he entered 
Harkness Pavilion for a medical check 
up. Physicians advised him not to leave 
before he got a long physical rest. So 
he will be in the hospital a few weeks. 


1956-7 President of Society of Actuaries 
Mr. Davis, 


also president of 


who 


who until this month was 
the Society of Ac- 


tuaries, a post he held for a year, is one 
of the best known of all international 
actuaries and one of the most highly 


esteemed. No executive of an American 
or Canadian life insurance company has 
a larger acquaintance with the top 
echelon of European insurance com- 
panies. Contributing to reasons for his 
reaching that stature is the fact that 
he has spoken before numerous gather- 
ings of chief officers of European com- 
panies. Also, he is one of the most 
widely traveled of American life insur- 
ance men. In addition to European coun- 
tries he has visited the Near East, South 
America and North Africa. 

One of his most interesting trips was 
that made last year when in Europe 
he addressed insurance executives in a 
number of cities, subject of his talks 
being how home offices in the United 
States and Canada are making use of 
electronic installations. Cities where he 
spoke to these executives, (who included 
casualty as well as life insurance men,) 
were Paris, London, Munich, Lucerne 
and Oslo. In each of those cities the 
visit of Mr. Davis was regarded as an 
outstanding event in insurance and he 
was shown many social attentions. 

In 1954 he spent a month in Morroco 
and in another trip saw much of AI- 
giers, Incidentally, he has collected a 
number of etchings of artists in Algiers, 
Milan, Rome and Venice. 


Spent Boyhood in Berlin 


Until Mr. Davis was 11 years old he 
could only speak German. Here is 
how that happened: The father of Mr. 
Davis was with a large furniture manu- 
facturing establishment in Pennsylvania 
which had assigned him to Europe to 
be manager there of a branch of its 
plant. This was the American Furniture 
Co. In his capacity of London manager 
he had been so successful that he sold 
to King Edward VII furniture for a 
British hospital. American Furniture 


Co. had branches in London, Paris and 


By Crarence AxMAN 


Sweden. It was decided to merge those 
branches with main business operations 
in Berlin. 

In the German metropolis Malvin at- 
tended the gymnasium (German name 
for a school preparing students for uni- 
versity) where he received a fundamen- 
tal German education including two 
years of Latin. It is generally agreed 
that the German preparatory school 
system is considerably superior to cor- 
responding ones in the United States, 
not only because in Germany the stu- 
dents take their tasks more seriously, 
it also being true that unless the German 
students get good marks they lose pres- 
tige with the other fellows in the school. 
This does not mean that German stu- 
dents have few social activities because 
in the latter category must be included 


was even beginning to think of enter- 


ing a Hartford business school. Noting 
this, one of his professors said: 

‘a 

Because of the ability you have 


demonstrated for mathematics you might 
possibly save time if you did some work 
in the actuarial department of an in- 
surance company. Hartford has a num- 
ber of strong life insurance companies 
each of which has a very fine actuarial 
department.” 
How He Joined Metropolitan 
re this advice Davis went to 


see Cammack, then chief actuary 
of Petes Life, who informed him that 
although there was no opening then 


available he felt sure the company would 
be able to find a place for another young 
man in the actuarial department about 
the end of November. 


As Val Howell Sees Mal Davis 


Valentine Howell, executive vice 


Congress of « 


president, 
Underwriter how the actuarial world regards 
Actuaries, and for his own personal estimate, 


The 
M.E. 


Prudential, asked by The Eastern 
Davis, president of International 


said : 


To achieve the position of vice president and chief actuary of the Metropolitan 


is in itself a guarantee of outstanding personality and ability. It 


is also true that 


it means top prestige among the fraternity of actuaries. Mal Davis, however, is 
entitled to the admiration of the life ray sag ee world solely on the basis of his 
achievements in advancing the cause of life insurance in general and the Metro- 


politan Life in particular. 
Two instances of this are furnished: 
of the International Congress of 


Actuaries, 


First. by his unstinted help in the planning, 


and, second, his leadership in the pro- 


gress Metropolitan Life has made in the application of electronic m: achinery to the 
tremendous mass of detail inherent in the running of a large life insurance company. 


There is another side of his character which should be also kept in mind. 


Mal 


Davis does not believe in company progress made by limiting the benefit of his ideas 


solely to his own company. 


All those who have dealings with him have been con- 


tinually impressed with his generous cooperation with other companies both small 


and large. 
the 
companies. 
“know-how” of 
ance business. 


the 


week folowing the Congress for the benefit of both foreign and 
He has given his time unstintingly to the seminar in arder to make the 
Metropolitan in this field available to all others in the insur- 


This is exemplified by the seminar in electronic machinery scheduled for 


American 


All of which means that Mal is not only smart, he is a good egg. 


the hours they spend in the large beer 
drinking restaurants there. However, 
the main objective of schooling in Ger- 
many is to acquire academic knowledge 


A Year In the Ministry 


The family returned to this country 
and made its home in Pennsylvania, Mal 
Davis attending Wyoming Seminary and 
then Connecticut Wesleyan University 
where he expected to prepare for the 
Methodist ministry. He was graduated 
from Wesleyan with a B.A. degree in 
1924 after being three years with the 
college and being elected a member of 
Phi Beta Kappa. 


During summer vacations he engaged 


in a number of activities at a plant 
where leather goods were made. It was 
a tannery near Kingston, Pa. He got 
a job as a carpenter using some tools 
of his father who had a number of 
mechanical hobbies one of which was 
watch making. During another summer 


he opened and operated a chain of ice 
cream parlors. He further increased his 
income by tutoring during his second 
and third year of college. Furthermore, 
he did start on a ministerial career by 
becoming pastor of a Methodist Church 
in Essex, Conn. s, 
While his thoughts of a future career 
were with the ministry in mind, he did 
not follow that career except for a year. 
He could not fail to realize that he 
had a real flair for mathematics, and 


About this time Davis attended Co- 
lumbia summer school in order to meet 
some requirements of Wesleyan for 
more scholastic work before he got his 
degree as he was only at the college 
three vears. At Columbia a newly form- 
ed friendship was that with a man 
named Edwin A. Tomlinson who was 
with the Metropolitan’s Group division 
Tomlinson suggested that, Davis accom- 


pany him to a fraternity’s weekly lun- 
cheon. At this affair the students were 
asked to stand and tell something of 
their ambitions and experiences. Davis 
told the students of his plan to enter 
the Aetna in the fall in its actuarial 
department. 

When the lunch was finished Tomlin- 
son said to him: 


into the Met- 


“I think you would fit 
Come on 


ropolitan’s Group operation. 
down and I'll introduce you. 

It was the first Davis had heard of 
the name Metropolitan Life and_ his 
naive reply was this: “Thanks so much 
for your kind offer, but I would orefer 
not to go with a small company. 


Smiling, Tomlinson said: “Come on 
down anyway and look the situation 
over.” 

When they reached the building at 
One Madison Avenue Davis asked on 
what floor the Metropolitan was _ lo- 
cated. Tomlinson introduced him to 


Raymond Carpenter, then of the Indus- 
trial actuarial department and later one 





MALVIN E. DAVIS 


of the leading officers of the company. 


In turn Carpenter presented him to 
James D. Craig, then actuary of the 
Ordinary Department. Also, he met 
Horace R. Bassford of the Metropolitan, 
later to become one of the chief figures 
in the actuarial world. 


Started As An Actuarial Clerk 
that Davis joined the 
Metropolitan in August, 1923. Later, 
linson became European manager of 
the company’s Group division at a time 
the Metropolitan operating for 
Group in all countries where American 
large Group policyholders had European 
branches. After Metropolitan retired 
from operations outside of the United 
States and Canada Tomlinson returned 
to this country and for years, until 
last October, served as chief of Metro- 

politan’s Group operations in Detroit 
Mr. Davis’ first work with Metropoli- 
tan was as a valuation clerk in the com- 
pany’s actuarial division. He engaged 
in studies of the actuarial sciences, suc- 
eesstully completing the examinations in 


Thus, it was 





Was 


some 








three years — the shortest possible 
time and in 1926 became a Feliow of 
the Actuarial Society of America. 

After advancement through several 
clerical supervisory assignments in the 
actuarial division he was appointed an 
officer with the title of assistant actuar 
in 1930. He was appointed assoc! 
actuary in 1939 and actuary in 1945 
Upon the death of H. R Jasst ho 
was vice president and chief actuary, 
Davis was elected vice pre and 
chief ofents in charge of personal 





us was elected 


insurance and R. A. H 
actuary in 


vice president and chief 
charge of Group insurance 
Became a Specialist in Industrial 


Insurance 
Early in his career Mr. Davis spe- 
cialized in Industrial life insurance and 
attained wide recognition as an out- 
standing authority on that subject 


attained 


Shortly before World War IT he 


life insurance 


major prominence in the 
business for his testimony and other 
activities, mostly to Industrial life insur- 


insurance 


National 


ance, in connection with the 
hearings of the Temporary 
Economic Committee 

Mr. Davis is author of the book, “In- 
dustrial Life Insurance.” a volume ot 
the McGraw-Hill Co.’s insurance series 
It deals with this branch of the life 
insurance business. A serious, enthus: 
astic student of the business. this book 
took several years of Mr. Davis’ tim 
in its preparation. Its value as 
tribution to insurance literature was 


quickly demonstrated by its popularity 
It was publicly acknowledged by the 
American Association of University 
Teachers of Insurance with the award 
of the first Elizur Wright Literature 
Prize for the best insurance hook, ar- 


ticle or report published in 144. The 
(Continued on Page 4) 
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Foreign Actuaries Examine Electronic Equipment 





Among the insurance companies visited by foreign actuaries here attending the 
International Congress of Actuaries was the New York Life. In the accompanying 
picture some of these actuaries are shown visiting the educational exhibit and 
installation of electronic data processing equipment at the company’s head office. 
Manuel R. Cueto (second from left) is shown as he described the system’s drum 

, 


storage unit which increases fourfold the equipment’s “memory” capacity. 


Those in picture, from left to right, are F. M. Ibrahim, Cairo; Mr. Cueto; 


E. Marchand, Zurich, and S. Rode, Copenhagen. 


Malvin FE. Davis 


(Continued from Page 3) 


award was named after the father of 
insurance supervision, Elizur Wright of 
Massachusetts. 

The TNEC Inquiry 

Mr. Davis was one of the important 
witnesses at the TNEC inquiry at the 
national capital. Popularly designated 
“The O’Mahoney Committee,” it got that 
designation from the name of its chair- 
man, United States Senator Joseph C. 
O’Mahoney of Idaho. Objective of 
TNEC (Temporary National Economic 
Committee) was an investigation into 
the financial power of great financial 
institutions, especially life insurance 
companies, objective being to ascertain 
whether the power was abused. Many 
of the most important insurance officials, 
including executives, administrators, 
lawyers, investment men, agency officers 
and actuaries, appeared as witnesses. 

The first situation having the attention 
of TNEC was an inquiry into extent of 
control of companies exercised by their 
directors. Initial witnesses were Pres- 
idents Frederick H. Ecker of Metro- 
politan and Thomas A. Buckner, New 
York Life. While TNEC investigation 
lasted a number of months the news- 
papers quickly lost interest as they saw 
nothing being disclosed of a sensational 
nature. Report of Chairman O’Mahoney 
following the hearings took the form 
of a eulogy to the life insurance busi- 
ness with acknowledgment of the splen- 
did protection being given the public by 
the life companies. 

Mr. Davis has been a member of a 
large number of committees pertain- 
ing to life insurance matters and was 
chairman of a committee which for sev- 
eral years made a special study of elec- 
tronics and whose report was carefully 
studied by life insurance companies 
throughout the nation. 

He is also chairman of the Actuarial 





THE LEE NASHEM AGENCY 
BUSINESS INSURANCE? 
ESTATE PLANNING? 


Our experienced Brokerage Staff is 
ready and anxious to serve you. Call 
us at OXford 7-2950 for quick depen- 
dable service. 








LEE NASHEM AGENCY 


East 42nd reet 


} 
17 


New York 


Mutual Benefit Life Insurance Co. 
of Newark, N. J. 





Advisory Committee to the U. S. Vet- 
erans Bureau on its insurance matters. 


His Wife and His Hobbies 


Mrs. Davis was Mildred Lamb whom 
he met when he was a student at Wes- 
leyan and she was a teacher in the 
Central School of Middleboro, Conn, 
They were married in October, 1932, 
Mrs. Davis accompanied him on their 
travels. These journeys he planned with 
almost as much care as he did his in- 
surance work. Before going to a country 
he would study up on it, especially 
learning all about the cities he intended 
to visit. He kept notes of these travels, 
not for publication, but frequently to 
read to friends in America. 

Mr. and Mrs. Davis have a home in 
Bermuda called Villa Malmil, the latter 
consisting of the abbreviated front 
names of himself and his wife. This 
home is located near the fairway of 
the Belmont Manor Hotel’s golf course. 
He has been painstaking in the decora- 
tion and furnishings of this home, buy- 
ing imported door knobs, for instance, 
and also an unusually large mirror which 
is a feature of the living room. 




























QUESTION: 


ANSWER:  eaSTERN LIFE’S 


commission! 


diately. This means that your prospect can get high-dollar protect 
with little cutlay of cash. 


in the cash or loan value of the policy during the first 20 years. 


the loans and the death benefit will be at least the face amount 
the policy. 


years after the first year commission. 


ANOTHER EXAMPLE OF LFP (LIBERAL. FLEXIBLE, PROTECTION) By 


HOME OFFICE: 


This is the type of policy that should enable you to sell, on the aver- 
age, from $50,000 to $100,000 per sale. Think what this means in 


Under the terms of Eastern’s Executive Preferred Policy, the insured 
may borrow up to 95% of the first year’s very high cash value imme- 


A supplemental rider may be added providing additional insurdnce 
which increases each year approximately in proportion to the increase 


other words, in event of death within 20 years, the rider will repay 


Examine this wonderful opportunity to write a large volume of new 
business fast with prospects who want high coverage. What an oppor- 
tunity! And for YOU — ten percent renewal commissions for nine 


INSURANCE COMPANY OF NEW YORK 


386 FOURTH AVENUE, NEW YORK 


MAXIMUM PROTECTION AT LOW COST! 





EXECUTIVE PREFERRED 
@ Life Paid Up at Age 90 @ 
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with the increasing need to get More-for-the-Dollar 
WHAT DO COST-CONSCIOUS PROSPECTS SEEK? 


POLICY IS 


FOR BUSINESS MEN, EXECUTIVES, PROFESSIONAL MEN 
TAILOR-MADE EMPLOYERS, PARTNERSHIPS! + » « MADE-TO-ORDER FOR SPLIT-DOLLAR COVERAGE 
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James Elton Bragg Dies At 64 


Chief Professor of Insurance at New York University and 
General Agent of Guardian Life; One of Country’s 
Most Able Educators in Insurance 


By Juxian S. Myricx 
Chairman of Board, American College of Life Underwriters 


The business of life insurance lost one 
of its ablest educators when James Elton 
Bragg died last week at age of 64. A 
born teacher he also was a much be- 
loved one. The greatest satisfaction he 
had in his career was transforming 
students of his life insurance courses at 
New York University, and also those 
he taught in other cities, into career 
enthusiasts in life insurance salesman- 
ship. 

In addition to his post as chief pro- 
fessor of insurance at New York Uni- 
versity’s School of Finance and Insur- 
ance, he was general agent of Guardian 
Life with which company he had been 
since 1933. He personally wrote a sub- 
stantial amount of insurance every year 
and in recent years his personal sales 
largely were pension cases. He had ar- 
rived at his desk in his agency in the 
company’s home office at Union Square 
feeling some pains in his stomach. A 
company doctor was called but the pains 
became worse and at noon he died. 


Held Many Posts In Insurance Industry 


Elton Bragg regarded it as one of his 
responsibilities to belong to organiza- 
their 


tions and movements having as 
objective elevation of standards and 
ethics in the life insurance field and 


to them he devoted considerable time 
over the years. His first activity in this 
direction was with the Life Underwriters 
Association of New York. In 1927 when 
I was elected president of National 
Association of Life U nderwriters he was 
elected secretary. It was in that same 
year that the American College of Life 
Underwriters was founded. He was 
chairman of the programming committee 
of NALU at the convention held in De- 
troit in 1928 at which time the theme 
was “Institutional Advertising.” Elton 
had been a member of board of trus- 
tees of the American Society of CLU 
after being vice president. He also was 
a director of Insurance Society of New 
York and chairman of educational com- 
mittee of its School of Insurance. In 
1956 he was made a member of the 
newly-organized governing committee of 
David McCahan Foundation. 


Started with Provident Mutual 


Elton entered the life insurance busi- 
ness immediately after leaving the Army 
in World War I. He joined the Provi- 
dent Mutual Life with the Mellor & 
Allen agency in lower Broadway. Si- 
gourney Mellor of that agency was an 
en ent and colorful general agent 
who came here from Philadelphia and 
had attracted considerable attention by 
writing life insurance on some Detroit 
brothers named Book. The Books built 
a center of large buildings in that city, 
one of which was a deluxe hotel called 
the Book-Cadillac name of which was 
more recently changed to Sheraton- 
Cadillac and at which hotel NALU held 
its annual convention last September. 
This insurance ran into the millions. As- 
sociated with Mellor & Allen in lower 
Broadway were a number of unusually 
successful agents. 

Elton had first met Sig in Washing- 
ton, formed a close friendship and had 
joined the agency. He started out in- 
specting some business and doing cold 
canvas. 

A born student he got some books on 
the actuarial science, found himself over 
his head and then called on the Insur- 
ance Society New York for advice. 
Secretary E. R. Hardy of the Society 
advised that he read a book on life 
insurance by Professor S. S. Huebner, 
then and still a work of much popularity. 


Following Hardy’s advice he began to 
write insurance satisfactorily. 

The big kick he got during his first 
year in the business was meeting John 
A. Stevenson, Griffin M. Lovelace and 
Dr. E. K. Strong, Jr.. of the faculty of 
the Carnegie Institute’s insurance school 
at Pittsburgh. Strong was a_ psycholo- 
gist, a fine student of human _ nature. 
Elton was happy he took this course. 

Later, he told me it was a wonderful 
group of teachers who proved a mar- 
velous inspiration to all young students 
and he imbibed ideas and stimulus there 
which forever after influenced his 
thinking. 

No young man with an insurance ca- 
reer in mind was a more serious student. 
Elton studied far into the night, some- 
times falling asleep on a chair or flop- 
ping into bed with his clothes on. In 
his studies he got a continuous number 
of A marks. 


How He Joined N. Y. U. 


Bragg returned to New York in the 
fall of 1922 going with the Charles B. 
Knight agency, Union Central Life 
where he remained until 1925 when he 
joined Manhattan Life as a vice presi- 
dent. 

In 1922 Lovelace was persuaded by 
New York University to join its depart- 
ment of finance faculty and set up an 
insurance curriculum and methods simi- 
lar to those at Carnegie Institute. He 
accepted the position of director of the 
school and professor of insurance. Love- 
lace invited Bragg to teach fundamen- 
tals of practical insurance selling, but 
said the latter would have to undergo 
an apprenticeship of about a year before 
taking over the job. As a starter he 
accompanied Lovelace to University of 
Oklahoma to conduct insurance courses 


there. When he arrived the dean said 
to Elton: “You are rather young toe 
undertake this responsibility.” Elton’s 


reply was that Lovelace and Stevenson 
thought he would be capable of doing 
the job. Elton had as his assistant at 
Oklahoma Loren Stark of Houston, Tex. 


Some Outstanding Students 


Elton spent three years under Love- 
lace in teaching practical selling. An 
outstanding N.Y.U. student at the time 
was Joseph D. Bookstaver, then general 
agent of The Travelers. Another stu- 
dent was William P. Worthington (now 
president of Home Life), a young man 
from the agency department of Con- 
tinental American in Wilmington, Del., 
who had been sent to N.Y.U. by his 
company. Still another student was 
John A. McNulty, now manager of 
The Prudential in the Times Square 
area. 

In the summer of 1923 Lovelace 
Elton taught a course in St. Louis, one 
student being Frank See, who later 
became general agent of New England 
Life there and also was a star speaker 
before life insurance conventions. In 
the next summer Lovelace and Elton 
taught insurance at University of Buf- 
falo where Harrison L. Amber, now 
chairman of Berkshire Life, was a stu- 
dent. Also, at that period the two edu- 
cators taught insurance at University of 
Rochester. Bragg left the university to 
devote all of his time to insurance sales- 
manship. 


and 


Rejoins N. Y. University Faculty 


New York University in 1929 asked 
Elton to rejoin the faculty. Griffin 


Lovelace had gone with New York Life 
as vice president and director of train- 
ing. Griffin was succeeded at N.Y.U. 


Affiliated Photo—Conway 


JAMES ELTON BRAGG 


now senior vice 


Mutual. Elton 


by Vincent B. Coffin, 
president, Connecticut 
succeeded Coffin and after a time re- 
signed again to pay more attention to 
his duties as a company executive and 
personal writer. 

Sometime after this Elton again be- 
came professor of insurance, holding 
that post at time of his death. 

Recently, New York University has 
been considering expansion of the insur- 
ance course with an objective of having 
the school patterned more after Whar- 
ton School and several others which 
devote so much time to insurance. N. Y. 
University has more than 6,000 students 
taking its insurance courses. In the 
changes contemplated by N.Y.U. advis- 
ory conferences are being held with 
some of the most noted directors of 
college insurance schools. 

In a talk I had this week with Griffin 
Lovelace, now living in retirement in 
West Hartford. Conn., he said of James 
Elton Bragg: “I regarded him from the 
start as a model teacher. born to teach 


others, and always gr ratified with their 
success later in the field. He was one 
of the most modest men I ever have 


met, his keen interest in and helpfulness 
to young men winning him their deepest 
and most grateful esteem.’ 


Many At Funeral 


Elton Bragg lived in Chappaqua, 
N. Y., and the four hours a day spent 
in commuting to and from his office 
finally became a_ considerable chore 
when considered in connection with his 
work at the university and in his agency 
activities for the Guardian. In that town 
he was a member of its Council. He 
also had heen active in fund raisine work 
in this city and in January, 1957, was 
appointed chairman of the life insur- 
ance division of the Muscular Dystrophy 
Association. 

A large number of insurance men at- 
tended his funeral in Chappaqua. In 
addition to executives of the company 
there were representatives of American 
College of Life Underwriters, and other 
groups, including a large delegation from 
The Round Table of New York general 
agents and managers. 


JOHN F. SMITH DEAD 

Smith, 35, agent in 
Bankers Nebraska, 
Mr. 
and six 
Life of 


general 
Life of 
heart 
survived by his 
He joined Bankers 
following 2% 


John F. 
Omaha _ for 
died recently of a ailment. 
Smith is 
children. 
Nebraska 
Army was 
named Omaha 1951 
and was elected to the general agent’s 
advisory committee in 1955. 

Mr. Smith was a Nebraska native and 
Creighton University in 


wife 


years service 
1946. He 


agent in 


as an officer in 


general 


a graduate of 
Omaha. 











WEST COAST 
PERSONNEL DIRECTOR 
$12,000 
Excellent Life company, operating in 
large number of states, established 25 


years ago, housed in very desirable area 
Position: responsibility for entire personne! 
department — interviewing, testing, job 
evaluation, etc. 

Employers specifications: Age— maximum 
of 38 years (will not consider men beyond); 
college degree mandatory. At least five 
years' insurance home office experience 
with background that has encompassed all 
areas of personnel adminstration. 
EMPLOYER PAYS SERVICE CHARGE & 

MOVING EXPENSES 
CONFIDENTIAL HANDLING ALL 
INQUIRIES. . 
Write for HOW WE OPERATE, complete 
information about our personnel service— 
no obligation to register. 


FERGASON PERSONNEL 


INSURANCE PERSONNEL EXCLUSIVELY 
330 S. Wells St., Chicago 6, Ill. 
HArrison 7-9040 














Continental Assur. Names 


Dara, Walsh and Stanley 


Continental Assurance’s Group de- 
partment has announced three appoint- 
ments as a further step in the enhance- 
ment of the complete line of services 
offered by its eastern department. Jo- 
seph F. Dara and Bernard G. Walsh 
have been named associate Group sales 
managers, and Matthew M. Stanley has 
been appointed manager of administra 
tion. 


In the insurance field since 1951 as 
personal producer and manager, Mr. 
Dara joined Continental Assurance’s 


Group department last year as a Group 
account executive for its New York 
office. He is a member of the Group 
Supervisors and Life Underwriters As- 
sociation of New York. 


Mr. Walsh began his life insurance 
career in 1941. His experience includes 
sales, recruiting and training, and super- 


visory work in all phases of life insur- 
ance selling. He joined Continental As 


surance in 1949 as Group sales sup¢r- 
visor, later advancing to assistant 
regional manager. He is currently tak- 
ing studies leading to the CLU desivc- 
nation, having completed Parts I and II 
of the five-part series. 

In the administrative end of life in- 
surance since 1949, Mr. Stanley has 
worked as both office supervisor and 


Group supervisor. He holds a certificate 
from the Life Office Management Asso- 
ciation Institute and is a member of t! 
New York Group Supervisors Ass 
tion 


Medical Directors Meet 
This Week in New York 


The Association of Life Insurance 
Medical Directors of America held its 
66th annual meeting at Hotel Statle 


New York this week. The 275 shai. 
cians represented life insurance com- 
panies in the United States and Canada 
Most of the program was devoted to 
scientific reports by widely-known au- 


thorities in their fields. Among the 
subjects covered were radiation safety, 
hematologic disorders, high blood pres- 
sure, heart disease and heart surgery. 
The entire session on Friday will be 
devoted to two panels, one on “Profes- 
sional and Public Relations.” and the 


other on “Economics of Health Care.” 


Now In Eight States 
The American Income Life, Indian- 
apolis, has entered New Mexico, wh 
Richard E. Hartley has been 





appointed 


resident vice president Mr. Hartley 
joined American Income Life in Janu- 
ary, 1955, and has been director of agen- 
cies for Southern Indiana. Formerly, 
he was affiliated with the Goodyear 


Tire and Rubber Co. 

American Income Life, which two 
years ago operated only in Indiana, now 
offices in Texas, Louisiana, Ohio, 


has s . 
New Mexico and Indiana. 


Arkansas, 
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State Mutual Sans 
¥ Billion Treasure 


2 MILES THROUGH WORCESTER 


Security Measures Involved in Transfer 
of Stocks and Bonds to New 
Home Office 


Worcester, Mass., Oct. 20—A quarter- 
billion-dollar treasure in stocks and 
bonds took a two-mile trip in Worcester 
today, in what was probably the biggest 
single transfer of wealth in the form 
of securities in the history of New 
England, and one of the largest in the 
nation. 

Between 6 am. and early evening, 
more than $265,000,000 worth of secur- 
ities had been transported by the State 
Mutual Life Assurance Co. of America 
from the vaults in its old building at 
340 Main St. to a new home office at 
440 Lincoln St., first part of a coming 
three-day move of the rest of the com- 
pany this week-end. 

The $265,000,000 moved was in stocks 
and bonds (one package carried by a 
State Mutual executive was worth $30,- 
000,000 alone) and presented major se- 
curity problems. The exact day of the 
move had been kept secret until the 
last moment. 

Worcester 
Deputy Chief Jeremiah O’Leary and 
Lieut. Walter Roach, and the Worcester 
fire department, under Chief Herbert 
A. Travers, provided constant armored 
and fire guard for the huge treasure as it 
traveled, in nine separate convoys, from 
the alley between State Mutual’s down- 
town building through Worcester’s main 
street to the 3l-acre site of the multi- 
million dollar new building. 

ong before dawn, the close to 100 
people involved in the move assembled 
for an operation of which most of State 
Mutual’s nearly 1,000 employes were 
totally unaware. 


police, under command of 


Secretary Skog In Charge 
Among the first to arrive was Hjalmar 
H. Skog, State Mutual’s secretary, who 
was in charge of the maior logistic op- 
eration He posed briefly, surrounded 
by alert police, for photographers with 
the “prize package” of the day’s preci- 


ous cargo a mere double handful of 


securities worth $30,000,000. 

There was no other visible evidence 
of the value of the financial freight as 
it was loaded or unloaded. Each truck- 
load consisted merely of several bie 
stainless-steel strong-boxes, with their 
individual combinations locked and 
sealed, which were taken as they were 
from the old vaults and installed in their 
assigned places in the new, their con- 
tents unseen and untouched. 

Physically, of course, Mr. Skog ex- 
plained, it would have been quite pos- 
sible to have transported everything in 
a single trip on a single large truck. 
But security precautions sternly dictated 
otherwise. Dividing the load into nine 
truckloads worth approximately $30,- 
000,000 each lessened just that much the 
risk of loss by theft or holdup — a 
fact recognized by State Mutual’s casu- 
alty insurors who forbade the hauling 
of any larger amount in any single load 

The result was a day-long series of 
convoys — each led by a motorcycle 
policeman, followed by a State Mutual 
security vehicle, a police cruise car and 
a Fre Department emergency squad car 
in the unlikely event that a collision 
might endanger the securities through 
the peril of a gasoline fire. While one 
convoy was en-route to the new build- 
ing, the next was being loaded at the 
old structure. A squad of 12 policemen 
was on constant guard at the loading 
point. 

Accompanying each convoy was a 
group from both the control division of 
the company — headed by Herbert A. 
Lumbra, assistant controller and auditor 





—and the financial division, whose unit 
was headed by State Mutual’s Treas- 
urer A. George Bullock. 

To have divided the load, Mr. Skog 
pointed out, would have meant the ne- 
cessity of dividing the contents of the 
permanent steel vault containers into 
smaller lots. This, in turn, would have 
necessitated the auditing, by State Mu- 
tual’s auditors, of the physical presence 
of thousands of individual bonds and 
stock certificates following the move — 
a job that would have required weeks 
of work now totally eliminated. 

Boxes Always In Sight 

As it was, the presence of State Mu- 
tual control and financial officers in the 
successive processions was far from 
honorary. Theirs was the responsibility 
of certifying that every one of the steel 
containers — locked and sealed before 
the move — arrived at its new place 
in the vaults on Lincoln St. still locked 
and sealed and, therefore, with its con- 
tents intact. 

Security precautions went far beyond 
what was visible to the casual Sunday 
passer-by. Deputy Chief O’Leary had 
14 additional cruise cars — in addition 
to the four used with the shuttling con- 
voys — on an all-day alert, ready to 
respond to radio alarm, either from a 
convoy or from headquarters, and to 
converge on any point of trouble with 
sirens screaming. 

The special details from State Mu- 
tual’s control and finance divisions num- 
bered 26 men. All members of the 
company staff engaged on the move, as 
well as the press, were required to 
wear specially numbered identification 
badges. No one unidentified was per- 
mitted near either the loading or un- 
loading point. 

This week-end’s quarter-billion-dollar 
move will be followed next week-end 
by the transfer of all the company’s 
furniture, office machines and _ equip- 
ment to the new building — an opera- 
tion requiring many times the mz anpower 
and truck capacity but involving no such 


HOME LIFE APPOINTMENTS 


K. W. Otterbein Heads Agency in 
Pasadena; B. S. Selberg Made 
Portland, Ore. Manager 


The opening of two new agencies in 
Pasadena, Cal., and Portland, Ore., has 
been announced by John H. Evans, vice 
president-sales, Home Life of New York. 
Keith W. Otterbein and Burton C. Sel- 
berg, CLU, have been named managers, 
respectively. 

The openings bring to six the number 
of new agencies established under Home 
Life’s western sales division since the 
inception of the company’s ten-year 
expansion plan in 1955. John F. Walsh, 
vice president, is in charge of thre west- 
ern sales division. 

Mr. Otterbein be gan his life insurance 
career in 1949 as a field underwriter in 
Home Life’s Detroit agency. After a 
period of successful client building, he 
was named assistant manager there in 
1952. He became agency field assistant 
in the western sales division in 1955, 
working closely with Mr. Walsh in the 
development of the company’s West 
Coast agencies. 

Mr. Selberg assumes his post as man- 
ager of the new Portland agency with 
12 years of life insurance sales and 
management experience in the Portland 
area, where he served most recently as 
assistant manager for a1 1other leading 
life insurance company. He is a_ past 
president of the Portland Life Under- 
writers Association, and current presi- 
dent of the local CLU organization. 





security precautions. Included in the 
conventional movers’ job, beginning 
next Thursday night, will be the re- 
mainder of the company’s half-billion- 
dollar store of investment documents — 
its portfolio of mortgage notes, no less 
valuable than the stocks and bonds just 
ave out, but involving far less se- 
curity risks since all notes have been 
microfilmed. 
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Agency service throughout North America 
with branch offices in 100 key centers from 
coast to coast. 


$7 BILLION INSURANCE IN FORCE 


SUN LIFE OF CANADA 


Head Office — Montreal 








Great-West Ad Campaign 

An unusual life insurance advertising 
campaign has been conducted for the 
past ten months by Great-West Life in 
the daily newspapers of Winnipeg, 
Manitoba. Purpose of the series is bet- 
ter public relations — each advertise- 
ment being designed to show the com- 
pany as a “good neighbor” to the citi- 
zens of its head office city by pointing 
up various aspects of its oper ations and 
showing their beneficent effect in the 
life of the community. 

Entitled “Life at Great-West,” the 
series, which began in Winnipeg dailies 
in January, features 900-line two-color 
ads, combining dramatic use of photog- 
raphy with line sketches, and informal 
“chatty” copy. Each ad ‘tells the story 
of an actual member of Great-West’s 
head office staff of 1,000 men and wo- 
men — using this personal story as the 
basis for an interpretation of a pi irticu- 
lar phase in a life insurance company’s 
operation. 


Wikler to Talk on Industry 
Problems at YMBT Luncheon 


As announced in The Eastern Under- 
writer last week Julius S. Wikler, First 
Deputy Superintendent of Insurance, 
New York Insurance Department, will 
be the luncheon speaker at the awards 
luncheon October 31 of the Young Men’s 
Board of Trade at Hotel New Yorker, 
N. Y., ‘thonoring certain designated 
“young insurance men of the year.” Mr. 
Wikler, who will talk on industry prob- 
lems, will be introduced by Alfred W. 
Friedrichs, Knickerbocker agency of 
The Prudential, who is the luncheon 
committee chairman. 

Prior to taking his present post in 
March, 1955, Mr. Wikler served two 
years as director of the New York Dis- 
trict of the Office of Price Stabilization. 
He has practiced law for over 25 years, 
being a member of the law firm of Klein, 
Wikler & Gottlieb in New York City, 
and is a member of the City, County, 
State and Federal Bar Associations. He 
was admitted to the Bar of State of 
New York in 1931 and admitted to prac- 
tice before the United States Supreme 
Court in 1942. 

Mr. Wikler obtained his B.S.S. degree 
from the College of the City of New 
York in 1927 and his LL.B. degree from 
Harvard Law School in 1930. He also 
holds the Phi Beta Kappa key. Two 
awards presented to him are the Ward 
medal for proficiency in Government and 
the Congressional Selective Service 
medal, 

Currently Mr. Wikler is campaigning 
for Justice of the New York Supreme 
Court, 9th Judicial District, and his 
candidacy has been endorsed by both 
the Democratic and Liberal parties. 


Conn. General Revises 
Annuity Program Rates 


Connecticut General Life announced a 
complete revision of its single premium 
annuity program, reflecting improved 
rates for single premium immediate an- 
nuities. In addition the company now 
offers a new contract with an optional 
retirement date. 

Under the improved rates for a single 
premium immediate installment refund 
annuity, the premium required to pur- 
chase an income of per year for 
a man at age 65 has been reduced by 
nearly $250. Rates for other types of im- 
mediate annuities at all ages, both for 
men and women, have been reduced pro- 
portionately, 

The new single premium retirement 
annuity contract with an optional re- 
tirement was designed to meet public 
demand for greater flexibility in plan- 
ning. Under the new contract the pur- 
chaser may change his retirement date, 
electing to begin payment immediately 
or at any future date, so long as the 
annuitant’s age at the retirement date is 
between 50 and 80. The standard option 
available under the contract will be ten 
years certain and life. The annuité int 
may elect to surrender and receive pro- 
ceeds under other options provided in 
the contract. 
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PEREFHCT PROSPECT 


for Atdtna Life’s 


ESTATEH ANALYSIS 














He's Sam Ballard... active sportsman and collector... owner 
of a prosperous business... secure in the thought that he has 
enjoyed good financial success—and has accumulated a sub- 
stantial estate for his family... BUT... 


All of his efforts and energy have been devoted to building 
up his estate ... little, if any, attention has been given to its 
conservation and distribution. He has not, for example, con- 
sidered the fact that his death could bring a 20-50% loss in the 
value of his estate. Consequently, he has not taken necessary 
steps to minimize this loss. He’s a perfect prospect for Atna 
Life's Estate Analysis Service. 


Undoubtedly, Mr. General Insurance Man, you have among 
your clients men like Mr. Ballard with estates—or potential 
estates—of $150,000 and more. They will gain immeasurably 
from this service. You will, too—through large life insurance 
sales that frequently result in such cases. Why not get in touch 
with the A&tna Life General Agency in your area today? Their 
skill and experience are at your clients’ service in your behalf. 


AETNA LIFE 


INSURANCE COMPANY 


Affiliates: 


Atna Casualty and Surety Company °* Standard Fire Insurance Company 


HARTFORD, CONNECTICUT 


SERVICE TO GENERAL INSURANCE MEN 

“Compass” is a monthly Atna Life service publica- 
tion written especially for general insurance men 
and brokers. It points out unusual opportunities for 
building commissions and for cementing client rela- 
tionships. To receive your copy regularly write: 
“Compass,” Attna Life Insurance Co., Hartford 15, 
Connecticut. 
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SEC Appeals VA Case 


Washington—The Securities and Ex- 
change Commission this week announced 
that it has appealed from the Federal 
District Court order dismissing its com- 
plaint against the Variable Annuity Life 
Insurance Co. and the Equity Annuity 
Life Insurance Co. Its appeal, said the 
SEC, will permit the U. S. Court of 
Appeals to rule upon the applicability 
of the Securities Act of 1933 and the 
Investment Company Act of 1940 to the 
contracts sold by the two District of 
Columbia variable annuity writers. 

The Commission contends that variable 
annuities are “securities” within the 
scope of the Securities Act of 1933 and 
the offer and sale of such contracts are 
subject to the registration provision of 
that Act. The SEC suit also alleges that 
the two companies are primarily engaged 
in the business of investing, reinvesting 
and trading in securities within the defi- 
nition of an “investment company” con- 
tained in the Investment Company Act 
of 1940, and therefore are subject to the 
registration provisions of that Act. 

Th Federal District Court, however, 
held that, because the Insurance Com- 
missioner of the District and of other 
states where the defendants were doing 
business, had assumed regulatory power 
over variable annuities and the com- 
panies, Public Law 15 prohibits federal 
regulation. The Court, therefore, ordered 
the SEC complaint dismissed. 


New LIAA Members 


Liberty Life of Greenville, S. C., and 
Washington National, Evanston, Il. 
were elected to membership in the Life 
Insurance Association of America by 
the organization’s board of directors at 
its recent meeting. 

President of Liberty Life is Francis M. 
Hipp. The company’s assets at the end 
of 1956 were $92,284,068 and its insurance 
in force at that time amounted to $817,- 
649,814. 

President of the Washington National 
is P. W. Watt. The company’s assets at 
the end of 1956 were $229,621,560 and its 
insurance in force at that time amounted 


to $1,489,273,243. 


Hear Lee Tracy 

Lee Tracy, associate director of agen- 
cies for The Prudential, spoke at a re- 
cent luncheon meeting of the West- 
chester Life Underwriter’s Association at 
Bill Rieber’s Farm. His topic was Acci- 
dent and Sickness Insurance. 

Mr. Tracy called attention to the im- 
portance of disability insurance in a 
man’s financial planning, and stated that 
it is the responsibility of life insurance 
agents, in advising their clients, to also 
take into consideration the hazard of a 
prokonere disability which might possi- 

y defeat a life insurance program un- 
<4 proper coverage is provided. 





OUR OBJECTIVE- 
TO SERVE THE PEOPLE WELL 


At MANUFACTURERS LIFE “serving well” includes the obligation to give 
to policyholders the highest possible return for their premium dollars. 
In meeting this obligation throughout the years we have gained a reputa- 
tion for leadership in the marketing of low outlay life insurance and high 


return annuities. 


Here (and on the opposite page) are a number of 
recent changes made in this tradition of leadership. 


NEW LOW NET OUTLAY LIFE PLAN 


Preferred Whole Life Participating is a $25,000 minimum 
plan which features low guaranteed annual premiums per 
$1,000. These rates combined with a liberal dividend scale 
result in an extremely low net outlay per $1,000 starting from 
the first year. This plan provides still lower guaranteed rates 
for female lives but with no corresponding decrease in cash 


values and dividends. 


20 YEAR SUMMARY PER $1000 — ILLUSTRATING LOW NET PAYMENTS (MALE) 


Assuming dividends taken in cash 

















Age Premium Average Annual Average Annual 
at issue Premium less 1st net payment net payment 
dividendt over 5 yearst over 20 yearst 
35 $22.32 $19.03 $18.60 $16.84 
45 32.02 27.64 27.05 24.83 
55 48.79 42.50 41.73 39.02 














+This is not a guarantee, estimate or promise of dividends or results. 
It is an illustration based on dividends approved for distribution in 1958. 
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Hancock Statistics on 
Its Family Policies 


AVERAGE BUYERS ARE YOUNG 





Two-Child Families Account for 29%; 
14% of Policies Have No Children 
Covered 





Boston — Statistics on the first three- 
months’ sales of John Hancock Mutual 
Life’s new Select Ordinary Family Pol- 
icies reveal that in 14% of all family 
policies written so far, no covered chil- 
dren are included. The company attri- 
butes this to the fact that many young 
married couples are buying the policy. 

The average number of children cov- 
ered at issue of the policy is 2.1, and 
families with one child or with three 
children each account for 21% of the 
policy distribution thus far. Two-child 
families account for the largest pro- 
portion, 29%, while families with four 
or more youngsters fall to 15%. 

The average husband-buyer of the 
Family Policy was 29 years old and his 
wife was 27 years of age. Hancock 
statisticians found that this age differen- 
tial between husband and wife varied 
considerably, however. On the average, 
for very young husbands. 18 or 19 years 
old, there was no age difference between 
husband and wife. Twenty-two family 
policies sold record the wife’s age as 16, 
however. For older husbands, the age 
differential is 11 years. The company 
finds that the average 40-year-old hus- 
band buying the John Hancock Family 
Policy is four years older than his wife, 
while the 50-year-old spouse is seven or 
eight years older. 

The Family Policy sold where the wife 
was 20 years junior to her husband is 
on one extreme, while on the other ex- 
treme are five policies written where 
the wife was 10 years older than her 
husband. 

Ninety -eight per cent of the com- 
pany’s Select Ordinary Family Policies 
during July, August and September, 
were written for age combinations under 
which the wife was not more than 11 
years younger nor more than seven 
years older than her spouse. 


Security-Conn. Appoints 
D. J. Robertson Manager 


David J. Robertson, formerly general 
agent in Oakland, Cal., for Security- 
Connecticut Life, has been appointed 
manager of the San Francisco-Oakland 
Agency according to an announcement 
by Robert E. Aker, vice president. 

Mr. Robertson started his insurance 
career as an agent and assistant broker- 
age manager with an Oakland agency 
in 1946. From 1955 to January 1957 he 
was associated with the Northern Life 
as an agent and_ supervisor. 

Mr. Robertson is a graduate of the 
University of California, and has also 
done graduate work there and at UCLA. 
He has completed a number of special 
courses in life underwriting. 


Miss Teegarden Joins Walker 


Elizabeth (Betty) Teegarden, formerly 
executive assistant to William T. Earls, 
Cincinnati general agent, Mutual B enefit 
Life, has become a special agent for Roe 
Walker, general agent for Northwestern 
Mutual Life. 

Miss Teegarden, a graduate of West- 
ern College for Women, Oxford, Ohio, 
has been in life insurance since gradua- 
tion from college. For the past 17 years 
she has been engaged with the Earls 
Agency in an administrative capacity, 
specializing in pension, estate planning 
and tax work. 

In her new association with the 
Walker Agency, Miss Teegarden will 
have offices at The Walker Tower, 2133 
Luray Ave. at Eden Park, Cincinnati, 
Ohio. 


Shortall President 

Of Capitol Life 
CLARENCE DALY NOW CHAIRMAN 
Thess F. Jones Chisl Exscative 


Officer; Linwood Meacham Mad- 
Vice President 








Clarence J. Daly has been elected 
chairman of Capitol Life of Denver of 
which the has been president since 1921, 
The company was founded by Daly’s 
father, Thomas F. Daly, in 1905. 

Elected president of Capitol Life is 
Thomas F. Shortall of South Bend, now 
a Capitol Life director and executive vice 
president of Alinco Life Insurance and 
Emmceo and Excel insurance companies, 
wholly owned subsidiaries of Associates 
Investment Co. Associates acquired all 
outstanding stock of Capitol Life earlier 
this year. Capitol will continue to oper- 
ate from its present home office building 
in Denver. 

Mr. Daly announced that his plans for 
the immediate future include the expan- 
sion and development of various private 
interests, including The Thomas F. Daly 
Agency Co., Daly General Agency, Inc., 
The Independent Investment Corp., The 
Daly Investment Co. and the Daiy 
Fund. He added that plans are now 
being drawn for a new building to house 
the Daly companies. 

William F. Schmausser, associated 
with The Capitol Life since 191 2, retires 
as vice president, but will remain as a 
director and financial consultant. He 
will also be associated with Daly in the 
management and operation of the Daly 
interests, 

Jones Chief Executive Officer 

Thomas F, Jones, executive vice pres- 
ident, will continue as chief administra- 
tive officer of Capitol Life. The com- 
pany’s expansion program, under Jones’ 
direction, calls for active expansion of its 
agency force and entry into additional 
states. Capitol is now active in 16 states 
and Hawaii, having recently entered 
Illinois and Indiana. 

Linwood Meacham, director of agen- 
cies, has been elected vice president of 
Capitol Life and director. Meacham 
and Dr. John M. Foster, Capitol’s med- 
ical director, have been added to the 
executive committee. 

Melvin J. Roberts, vice president and 
treasurer, will assume the responsibility 
for Capitol’s investment portfolio. 


Northwestern Mutual Holds 
Meeting in French Lick 


Over 100 agents and wives attended 
the annual fall meeting recently of three 
Indiana and Kentucky general agencies 
of Northwestern Mutual Life, held in 
French Lick, Indiana. They represented 
the W. H. Honeycutt agency, Lexing- 
ton; H. M. Johnson, Jr. agency, Louis- 
ville; and B. A. Million agency, Evans- 
ville, Ind. General Agent B. A. Million 
was chairman of the meeting. 

The Honeycutt agency was announced 
as the 1957 winner of the tri-agency 
Kentuckiana Kontest, which is based on 
business paid for during the months of 
August and September. 

William C. Roeder, general agent in 
Aurora, Ill. was a featured speaker at 
the tri-agency meeting. Home office 
featured speakers from Milwaukee, 
were: Willard H. Griffin, superintendent 
of agencies; G. F. Tegtmeyer, M.D 
medical director; and Taylor French, 
assistant director of agencies. 

In addition, the three sales leaders 
from each attending general agency 
were honored at the meeting. They 
are: 

Honeycutt associates: Waller Jones 
and Jackson Parrent of Lexington, and 
Tom Redford, Bowling Green, Ky. 

Johnson associates: R. W. Keithley, 
Louisville; S. Sloan, Jr., and J. C. Dud- 
ley, Paducah, Ky. 

Million associates: B. E. Frederick, 
Terre Haute, Ind.; John Givens, New 
Albany, Ind.; and C. C. Schroeder, 
Evansville, Ind. 
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Shanks Blasts False 
Inflation Theories 


OUTLINES SOUND FORMULA 





Prudential President Tells Group at 
Washington Violent Adjustment 
Can Be Avoided 


What is needed in this country today 
is a real determination to apply the 
economic tools which we already have at 
our disposal in a continuing effort to 
secure and maintain high employment 
and stable prices, Carrol M. Shanks, 
president of the Prudential, told the 
National Assn. of Food Chains at Wash- 
ington this week. Mr. Shanks was 
answering the argument that inflation 
necessarily accompanies prosperity and 
that although admittedly an evil we 
must accept it if high employment is to 
be maintained. He declared both of 
these beliefs false. 

Two Essential Steps 

“There are many steps which could, 
and should be taken to improve the 
responsiveness of our economy,” said 
Mr. Shanks “but the two immediate and 


essential steps are simply that fiscal 
policy and monetary policy be coordi- 
nated and both directed toward the 


primary goals of high employment and 
stable prices. 

“The year ahead provides an excellent 
opportunity to test our ability to achieve 


these two goals. I have a firm con- 
viction that, if Federal Government 
spending is kept in check and the 
Federal Reserve maintains its present 


policy of restraint in the months ahead, 
the current rise in the cost of living 
will be brought to a standstill. We 
should, in my opinion, do anything in 
defense spending or economic aid abroad 
necessary to win in the armament and 
cold war contest. But we should have 
the national will to cut down other 
enticing domestic projects in order to 
preserve our dollar and our stable pros- 
perity. If we lose in this field we 
likely will lose also the cold war. 


Can Avoid Violent Adjustment 


“The credit restraint of the past year 
has given us a catching- up period, with 
productive capacity growing up to the 
level of monetary demand. Because of 
this policy of restraint, I think it prob- 
able that the coming transition from 
inflation to reasonably stable consumer 
prices can be accomplished to the ac- 
companiment of a steady growth in 
employment, instead of the violent re- 
adjustment which would inevitably have 
followed had inflation been allowed to 
run unchecked. 

“Inflation is not a good thing; it is 
not a necessary companion to prosperity. 
The goal of our national economic pol- 
icy should be to secure both high em- 
ployment and stable consumer prices. 
This goal can be secured if we are will- 
ing to put it to the test. Inflation can 
be stopped without sacrificing pros- 
perity.” 


Actuaries Visit Toronto 


(Continued from Page 1) 


dais were presidents of four of the prin- 
cipal professional insurance scientific 
bodies. They were Norton E. Master- 
son, vice president and actuary of Hard- 
ware Mutual Casualty and president of 
Casualty Actuarial Society; Francis 
McGregor, Faculty of Actuaries in Scot- 
land; Charles F. Wood, Institute of 
Actuaries of Great Britain, United 
Kingdom manager of Manufacturers 
Life, and Henry F. Rood, president 
Society of Actuaries and vice president 
and actuary Lincoln National Life. 
Presidents or general managers of all 
Canadian life companies attended as did 
President Walter O. Menge, Lincoln 
National Life. Ballroom of the hotel had 
every seat taken. Dinner opened with 


Retirement Planning 
Lectures at N. Y. Univ. 


The first in a series of five lecture- 
forums on retirement planning for New 
York University faculty and staff mem- 
bers took place October 17 at NYU’s 
Washington Square Center. They will 
be held on Thursday nights through 
November 17. Organized at the request 
of the University’s president, Dr. Car- 
roll V. Newsom, and sponsored by the 
all-university committee on problems of 
the aging, the lecture-forums are under 
supervision of Professor Alonso F. 
Myers, director of Retirement Counsel- 
ing Center at NYU 

Executive vice president John E. 
Ivey, Jr., was chairman of the October 
17 program. Dr. Margaret Benz, asso- 
ciate professor of sociology at Wash- 
ington Square College of Arts and Sci- 
ences, discussed a survey she had made 
among NYU people who retired during 
the last 10 years, and Henry Sellin, 
executive director of the University’s 
Institute on Federal Taxation, reported 
on his study of retirement policies in 
selected American universities. 

A panel of physicians from the NYU- 
Bellevue Medical Center led the discus- 
sion on retirement planning at the sec- 


ond session. The third and fourth ses- 
sions will focus on financial aspects. 
Dr. Harry M. Kelly, vice chairman of 


banking and finance, will be a speaker 


at other sessions. 


Harry V. Cohen Dead 


Harry V. Cohen, for many years 
brokerage supervisor of the James G. 
Ranni agency of Manhattan Life, died 
of pneumonia last week at the Veterans 
Hospital in Albany. He was 61 years old. 





Mr. Cohen, who had been in the 
insurance business since 1931, is sur- 
vived by his widow, the former Agnes 
Siff; a son, Jack Cobrandt; two brothers, 
David and Morton, and four sisters, 
Matilda, Birdie, Florence and Ruth. 
an invocation by J. Gordon Beatty, vice 
president and actuary, Canada Life and 


a leading figure in both International 
Congress and Society of Actuaries. 
Walter Klem, vice president and actuary 
Mutual of New York and who presided 
at International Congress in New York 


last week as vice president of the 
Congress, was also on dais. He pinch- 
hitted for Malvin E. Davis, vice presi- 


dent and chief actuary of Metropolitan 


Life, unable because of illness to deliver 
the address of welcome before the In- 
ternational Congress at New York. A 


message of sympathy was sent to Mr. 
Davis by the dinner guests. 

From Ottawa to address the banquet 
came Superintendent K. R. MacGregor 
of Canada’s Insurance Department, who 
talked on the role played by Congress of 
Actuaries in building international amity. 
The dinner ended with entertainment 
largely provided by the Leslie Bell 
Singers, a group of 27 attractive girls 
from all parts of Canada, who sang 
Canadian folk songs and Negro spir- 
ituals. 


Asked by The Eastern Underwriter 
for his size-up of the visit of the actu- 
aries from 32 countries, Charles F. 
Wood, Institute of Actuaries of Great 
3ritain said: 

“It was a success in every aspect, 
both in character of papers and dis- 
cussions and in journeys made to the 
insurance offices where studies were 
made of the great electronic machines. 
We were much gratified by the courtesy 
of the insurance companies and _ their 
willingness to go all out to make these 
visits not only educational but enjoyable. 

“We also were greatly impressed by 
the Bloor Street insurance center of 
Toronto and by the progress being made 
by the Canadian companies. Naturally a 
high spot was the reception of the actu- 
aries by President Eisenhower, a splen- 
did tribute to insurance as we know 
he was doing us a special honor. We 
will long remember the courtesies ex- 
tended to us throughout our visit to 
America and Canada.” 


Fidelity Mutual Scores 
100% Fund Participation 


Considerable newspaper and television 
publicity for Philadelphia‘s 1958 United 
Fund was gained by the novel method 
by which Fidelity Mutual Life launched 
its 1958 United Fund Campaign. The 
company exceeded its quota by 13% 
and registering 100% employe participa- 
tion for the 10th consecutive year. It is 
the first company in Philadelphia to 
register 100% participation in the drive. 
This year, a make-believe “Red” raid 
upon the Fidelity Mutual home office 
building by U. S. Marines opened the 
company’s United Fund drive. Without 
warning, squads of Marines marched 
through Fidelity’s home office building, 


rounding up employes and officers, and 
herding them into the building’s audi- 
torium. A_ special detail invaded the 


President E. A. Roberts who, 
national chairman of Commun- 
ity Chests and Councils, Inc., and na- 
tionally prominent in United Fund 
affairs, was a willing prisoner for the 
occasion. 

Once assembled, with all exists guard- 
ed by Marines, the home office employes 
were subjected to a speech by Oscar 
Petronis of the Administration depart- 
ment, who dressed in mufti of a totali- 
tarian Commissar, demonstrated to the 
audience how “voluntary” contributions 
were collected behind the iron curtain. 


office of 
as past 


Midland Mutual Life Holds 


2nd Programming Seminar 


Ideas and methods used in successful 
program selling were explored at a 
seminar this week at the home office of 


Midland Mutual Life. Representative 
from several Midland Mutual agencic 
participated in an intensive discussio1 


and demonstration of * ‘The Full Circle of 
Security,” the company’s personal insur- 
ance programming service which won an 
Award of Excellence at the 1956 meet- 
ing of the Life Advertisers Association. 
It was the second such seminar since the 
introduction of the “Full Circle” mate- 
rial in June, 1956. 

In charge of the seminar'was E. R. 
Dare, CLU, director of education and 
agency finance, and Howard Prout, as- 
sistant director of agencies. 


LOMA Graduates to Meet 


J. F, Allen, vice president and secre- 
tary of Home Life of New York, will be 
the guest speaker at the first fall meeting 
of the Society of LOMA Graduates, to 
be held at the home office building of 
Home Life on October 29, following 
dinner in the company’s cafeteria. 

Mr. Allen will discuss ‘ ‘Some Current 
Challenges to Management.” At this 
meeting a welcome will be extended by 
William W. Eitel, methods manager of 
Home Life, the Society’s president. 





NEW LOW RATES 
$25,000 MINIMUM NON-PAR 


Rates for our famous G.M.P. plan have been substantially reduced. This 
is a $25,000 minimum non-par contract available to all ages to 80; 
standard and substandard. Commissions for this plan and the one 
announced on the opposite page are at the regular rate. 


SAMPLE ANNUAL PREMIUMS PER $1,000 G.M.P. 





AGE 35 45 





PREMIUM $17.95 $26.59 | $41.64 $68.18 $115.78 | 


55 6 | 75 








HIGH CASH VALUE PAR PLAN 


To round out its versatile family of life plans Manu- 
facturers Life announces the introduction of a Life 


at 90 Participating contract. 


With cash values equal 


to the full net level premium reserve from the first 
year on, the plan is designed to meet split dollar and 
other special market needs. ($25,000 minimum.) 


A 
“A 


ss? 


Whatever the need in life plans — low guaranteed premium non-par 
or low net outlay par; amounts exceeding $25,000 or amounts less 
than $25,000 — you'll find Manufacturers Life has one to fit your 


client’s requirements. 


For more information contact one of our 


brokerage men at the offices listed below or write direct to our Head 


Office in Toronto, Canada. 


BALTIMORE ¢ BOISE « CHICAGO ¢ CINCINNATI ¢ CLEVELAND « COLUMBUS « DETROIT 

HARTFORD ¢ HONOLULU « LANSING e LOS ANGELES « MIAMI ¢ MINNEAPOLIS « NEWARK 

PHILADELPHIA ¢ PITTSBURGH ¢ PORTLAND « SAGINAW e« SAN FRANCISCO « SEATTLE 
SPOKANE ¢ WASHINGTON, D.C. 


Also licensed in Alaska, Arizona, Delaware, 


Indiana, 


Kentucky, Nevada, Utah, Virginia and West Virginia 


THE 


MANUFACTURERS 
| =e eS 


INSURANCE 





HEAD OFFICE: TORONTO, CANADA 


“ . 


468-57 
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London Life Advances 
3 on Actuarial Staff 


R. E. MUNRO HEADS DEPT. 





C. A. Naylor Made Associate Actuary; 
_M. C. Pryce Becomes Associate 
Group Actuary 





London Life of London, Ontario has 
announced that R. E. Munro, FSA, asso- 
ciate actuary, is taking over the ad- 
ministration of actuarial department 
activities. C. A. Naylor, FSA, formerly 
associate Group actuary. is now asso- 
ciate actuary, with the responsibilities 
formerly held by Mr. Munro. M. C 
Pryce, FSA, assistant actuary, has been 
appointed associate Group actuary. 

Mr. Munro joined London Life in the 
actuarial department in June 1929, upon 
graduation in mathematics and physics 
from University of Western Ontario. In 
1942 he became supervisor of the valua- 
tion division. He earned his Fellowship 
in the Society of Actuaries in 1947 and 
was appointed assistant actuary in the 
same year. Between 1948 and 1950 he 
headed, in succession, the policy con- 
tract, Group annuity, and mathematical 
divisions. In 1950 Mr. Munro assumed 
broader over-all responsibilities in the 
direction of the actuarial department 
and in 1954 was appointed an associate 
actuary. 

Mr. Naylor, a gold medalist in mathe- 
matics and physics at University of Tor- 
onto, first joined a Life in June 
1933. Between 1938 and 1940 his asso- 
ciation with this company was _ inter- 
rupted when he served as secretary and 
actuary of Canadian Life Insurance Of- 
ficers Association. Mr. Naylor qualified 
as a Fellow of the Society of Actuaries 
in 1940. In 1941 he was appointed assis- 
tant actuary of the London Life; in 1948 
he assumed direction of the Group 
insurance division, and in 1951 was made 
associate Group actuary. 

Mr. Pryce, an honor mathematics and 
business graduate of University of 
Western Ontario, joined London Life 
in the actuarial department in June 1936. 
In 1948 he attained his Fellowship in 
Society of Actuaries. Two years later 
he was appointed an assistant actuary, 
and assumed direction of the _ policy 
contract division, embracing Group an- 
nuities and the drafting of policy con- 
tracts and special settlement agreements. 


United States Life Has 
Steady Nine Months’ Gain 


Steady gains in new paid business for 
the Ordinary and accident and health 

sales divisions have been announced for 
the first three quarters of 1957 by United 
States Life 

In the Ordinary division, both domestic 
at foreign paid business is up. The 
combined increase is 18.2% over the first 
nine months of 1956, stated President 
Raymond H. Belknap. The company is 
continuing to expand present agencies 
and appointing new sales offices in stra- 
tegic cities. 

The accident and health division has 
reported an 18% gain for the year to 
date in gross paid premiums. 

Just a year ago United States Life 
became a publicly owned corporation, 
and in the first quarter of 1957 the com- 
pany passed the billion-in-force mile- 
stone. Total life insurance in force at 
the end of September exceeded $1,095,- 
750,000, of which more than $500 million 
is on individual policyowners. 





HAIGHT, DAVIS & HAIGHT, Inc. 


INDIANAPOLIS OMAHA 


Consulting Actuaries 


BMA Increase Reported 


3usiness Men’s Assurance announced 
a continuing increase in company opera- 
tions for the first nine months of 1957. 
Two new services to policyowners intro- 
duced by BMA during the third quarter 
had a favorable effect on the results 
for the period. 

The new automatic renewal plan, 
which uses pre-authorized checks for 
payment of premiums through the pol- 
icyowner’s bank, was made _ available 
early in the third quarter of activities. 
The BMA family plan of life insurance, 
which protects the family in one policy 
with one premium, also was recently 
introduced. ; 

BMA’s quarterly report on business 
during the first nine months of 1957, 
showed new life insurance paid for dur- 
ing the period amounting to $248, 185,033, 
which represented an increase of 21% 
over the $205,109,101 paid for in the 
same period last year. Life insurance 
in force with BMA as of September 30, 
totaled $1,286,966,080, as compared with 
$1,159,533,294 in force on December 31. 
This represents an increase during the 
first nine months of 1957 of $127,432,786, 
or 25.4%; the 1956 increase for the same 
period was $101,622,274. 





Announcing — 


$170 Million in Force in Less Than 5 Years 


GENERAL AGENTS WANTED 


Over 200% Commissions During First 20 Years 
Plus Lifetime Renewals 


Our Three Newest Money Making Plans: 
1. FAMILY GROUP ECONOMY PLAN 


Maximum Protection-Lowest Cost. 
Father Age 30-$5,000; 
All Children and New Arrivals-$1,000. All this for one 


LOW PREMIUM OF LESS THAN $6 PER MONTH. 
2. INCREASING PROTECTION PREFERRED 
WHOLE LIFE 
An Exclusive Contract—Originated by Us. 


You'll Hardly Believe It But Here Are 
Two Examples of How the Plan Works 


Horton Heads Kansas City 
Risk Selection Club 


Kansas City—Jack D. Horton, chief 
underwriter, reinsurance, of Business 
Men’s Assurance, has been elected pres- 
ident of the Kansas City Risk Selection 
Club, which includes members from 
some 30 insurance companies in the 
Kansas City area. The other new offi- 
cers: First vice president, Kenneth 
Miller, National Fidelity Life; second 
vice president, Gloria Burns, National 
Fidelity; secretary-treasurer, William 
Donnelly, Old American Life. It was 
voted to hold quarterly underwriting 
seminars next year instead of monthly 
meetings as heretofore. 


MUTUAL LIFE LEADER 

Sales of individual Ordinary life pol- 
icies by Mutual of New York ‘during the 
first three quarters of 1957 were a 
record-breaking $498,728,268—23.4% over 
the corresponding period in 1956, the 
previous high — it was announced by 
Stanton G. Hale, vice president for sales. 
The Richard E. Myer agency in New 


York City, led the company’s 120 agen- 
cies. 























Mother Age 30-$1,000. 









































Issue Age-30 100 Units Issue Age-40 
Initial Initial 
Annual Annual 
Premium Premium end Premium Premium end 
$6,764 20 yrs. $1,764 $7,558 20 years $2,558 
End Paid- Cash Paid- Cash 
Year Death up or Death up or 
Policy Benefit |Insurance| Loan Benefit Insurance| Loan 
1 105,000 13,900 5,000 105,000 11,100 5,000 
5 159,800 78,600 31,134 148,200 67,000 33,121 
8 228,300 156,400 69,387 202,200 133,200 73,110 
15 279,300 224,300 111,006 244,200 191,900 116,002 
20 330,300 284,900 156,356 286,200 244,400 | 161,422 
































ALL GUARANTEES 
(a) Guaranteed Permanent Increasing Protection for 20 Years; (b) Guaran- 
teed Increasing Insurability; (c) Guaranteed 4% Interest Rate on Loans of 
$5,000 or More; (d) Guaranteed Paid-up Values 3% C.S.O. Table; (e) Guar- 
anteed 3% Discount Advance Premiums; (f) Guaranteed Conversion to Lower 
Premium without Evidence of Insurability; (g) Guaranteed Reduced Premium 
in 20 years with the Increasing Amount of Insurance on a Permanent Basis. 


3. WIFE 20-YEAR TERM RIDER 
Issued up to $250,000—50% of Husband's Insurance. If 
husband dies wife's premium is waived. If husband is dis- 
abled wife's premium is waived. ALL THESE BENEFITS— 
WIFE AGE 30—$7 per $1,000 ANNUALLY. 

Also complete line of very competitive policies! 
Attractive Franchises 
in Illinois, New Jersey — Pennsylvania — Maryland — District of 
Columbia — Ohio — Missouri and 26 Other States 


Write or wire: LEO SEXTON, Agency Vice President 
AMERICAN BANKERS LIFE OF FLORIDA 


600 Brickell Ave., Miami 32, Fia. 
JAMES G. RANNI, PRESIDENT 















United States Life Names 
J. L. Gartlan as Auditor 


Appointment of John L,. Gartlan as 
auditor of United States Life has been 
announced by President Raymond H., 


Belknap. Mr. Gartlan, former resident 
secretary and general manager for the 
Philippines of United States Life, as- 
sumed his new duties at the New York 
City home office of the 107-year-old firm. 

Since joining United States Life in 
1948, Mr. Gartlan has been responsible 
for servicing existing company business 
in the Philippines. During a home leave 
while residing in the Philippines, Mr. 
Gartlan traveled to Cuba to set up the 
accounting system at the Havana 
branch office of United States Life. 

Prior to this affiliation, Mr. Gartlan 
directed the installation ‘of accounting 
systems in various enterprises for C. 
Starr & Co. in Manila. 

A graduate of the Fordham University 
School of Business Administration, Mr. 
Gartlan had an impressive record in the 
public accounting field before he went 
into insurance work. His previous ex- 
perience includes the establishment and 
supervision of entire accounting systems, 
cost studies of operational and labor pro- 
grams, the preparation of financial state- 
ments and tax returns, as well as a 
knowledge of the accounting procedures 
of several of the country’s largest insur- 
ance firms, 

Mr. Gartlan’s foreign background in- 
cludes several years as treasurer and 
comptroller of a corporation at Port-au- 
Prince, Haiti. At one time he also 
traveled extensiv ely between New York, 
Santo Domingo, Cuba and Puerto Rico 
auditing accounts in those areas. 


Northwestern Mutual Life’s 
Third Quarter Report 


Sales of $559,892.000 by the North- 
western Mutual Life in the first nine 
months of 1957 were announced by Ed- 
mund Fitzgerald, president. as part of 
his third quarter report to the board of 
trustees. This is $40.331.000, or 7.8%, 
above the all-time high sales figure for 
the same period in 1956. 

Other nine-month 1957 figures re- 
ported include: 

Assets stood at $3,683,420,000 on Sep- 
tember 30, $154,339,000 higher than at 
this time last year. 

In the assets figure were bond hold- 
ings totaling $2,114,586,000 and mortgage 
as and real estate totaling $1,205,889, - 

New investments in mortgage loans, 
ai estate and securities came to $297,- 
920,500 in the first nine months of 1957. 
Nearly 56% of this represented mort- 
gage loan and real estate acquisitions 
for residential and commercial proper- 
ties. Interest rates on new investments 
continued favorable in 1957, somewhat 
above the 4.62% earned in the first nine 
months of 1956. 

Income in the first nine months was 
$398 million; disbursements were $2844 
million. The largest single section in 
disbursements was $171,918,000 paid to 
policyholders and_ beneficiaries, more 
than three-fourths of this being death 
benefits, endowment and annuity pay- 
ments, and dividends. 

Dividends paid through September 30 
were $48,066,611, 9.1% greater than in 
the first nine months of 1956. 

As of September 30, there was $8,772,- 
791,340 insurance in force with the 
Northwestern Mutual —5.9% over the 
dollar value on September 30, 1956. 

The number of policies in force 
reached 1,614,045. The average size of 
new policies written in 1957 was $10,140, 
compared with $9,039 at the same time 
last year. The average size of all poli- 
cies in force reached $5,435. 
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Colonial Life Marks 60th Anniversary 


Among Guests at Anniversary Dinner Were Governor 
Meyner, Commissioner Howell, President Chubb, Federal 
Insurance Co., President Johnson, Institute of 1.ife Insurance 


Colonial Life marked its 60th anni- 
versary with a meeting of its field force 
topped by a banquet at Hotel Statler, 
New York, October 2-4 attended by a 
number of prominent guests among them 
Governor Robert B. Meyner of New 
Tersey; New Jersey Commissioner of 
Janking and Insurance Charles R. 
Howell; Percy Chubb 2nd, president of 
Federal Insurance Co., which has ac- 
quired control of Colonial Life; Holgar 
J]. Johnson, president Institute of Life 
Insurance; Frederic M. Peirce, man- 
aging director Life Insurance Agency 
Management Association. 

“In joining with the Federal Insur- 
ance Company, Colonial has become af- 
filiated with a company of strong 
heritage built on the same foundation 
of quality,” Richard B. Evans, Colonial 
Life president told the field force. 
“Federal’s management has also em- 
braced the same principles of quality 
as Colonial during their years of growth. 
The management of both companies 
think alike and share the same objec- 
tives. I can assure you that Colonial 
will not lose its heritage and identity 
through its affiliation with Federal. On 
the contrary, Colonial will grow in 
importance in the life insurance business 
through expanding services which will 
gradually become national in scope. This 
will require much_ plz anning and hard 
work but Colonial’s team has always 
thrived on this combination of assign- 
ments. 

Expansion Program 


“While much of our planning right 
now is in connection with the expand- 
ing of our Ordinary agency facilities to 
accommodate the life insurance under- 
writing services to Federa] agents and 
brokers, it may be of interest for you 
to know that Colonial has pending ap- 
plications for admission to nine addi- 
tional states and the District of 
( columbiz a. 

“Operations have already been set 
up in New York City with the appoint- 
ment of two regional superintendents 
operating out of both the downtown and 
midtown offices of Federal. Soon, an- 
other regional superintendent will be ap- 
pointed for the Philadephia Federal 
office. In all probably we will be estab- 
lishing similar set-ups in Hartford, Bal- 
timore, Pittsburgh and points west and 
south. All of this will take time for 
preparation. 

“The Colonial Life was founded 60 
years ago on the debit agency basis of 
operation and we have grown and pros- 
pered through this system. We are 
dedicated to the debit agency system 
and we plan to continue its gradual 
expansion. 

“Growth in volume of business will 
require an expanding home office staff 
providing broader services and permit- 
ting further mechanization of certain 
opere ations In our new exp< ansion pro- 
gram, the versatile talents of many of 
our debit men may be better utilized and 
most certainly their effectiveness can 
be more: directly applied to the results 
which will be most profitable to them.” 

Prior to the general sales meeting, a 
seminar for managers was conducted 
by Mr. Evans and James G. Bruce, 
CLU, vice president and secretary, at 
which Colonial’s plans for the future 
were reviewed and discussed. 

Robert E. Wallace, partner of Chubb 
& Son and Federal vice president, ad- 
dressed the managers and outlined the 
history and character of the Federal 
Insurance Co. He traced the early be- 
ginning of the Chubb organization and 
related several interesting stories about 
its initial underwriting problems. 

Dr. George A. Simpson, Colonial’s new 
medical director, presented some inter- 
esting underwriting facts and figures, 


showing a decrease in the number of 
physical exams and _ requirements in 
spite of an increase in business. He 
assured the managers that his depart- 
ment would cooperate wholeheartedly 
with the field in working as a team. 

Frederic M. Peirce, managing director 
of the Life Insurance Agency Manage- 
ment Association, spoke on the selection 
and training of agents for future man- 
agement. Good agents are the life blood 
of our business and a manager must 
recruit to get good men. The future 
development of a company is dependent 
on its managers and field managers. He 
predicted that less men are going to be 
available in the future. Today every 
business needs good salesmen and the 
emphasis is now on distribution rather 
than on product. He told them a good 
manager has to be a motivator in order 
to do an effective recruiting job today. 
“A manager’s primary responsibility is 
to select and recruit agents with man- 
agement potentials. There is a dire need 
for the development and growth of new 
management timber from within a com- 
pany’s ranks.” He advised those pres- 
ent to be the kind of managers their 
agents would like them to be. “In the 
final analysis,” he said, “a manager is the 
most important factor in the success 
of his company.” 

At the first business meeting for the 
entire group October 3, President Evans 
introduced Mr. Chubb. Lewis W. S. 
Chapman, CLU, director of company 
relations, Life Insurance Agency Man- 
agement Assn., addressed the field force 
as did Richard C. Borden, sales analyst 
who gave a demonstration of communi- 
cation skills that make for successful 
salesmanship. 


President Evans’ 25th Anniversary 


President Evans will celebrate his 
25th Colonial anniversary in 1958. As 
a measure of the esteem in which Mr. 
Evans is held by Colonial’s field force, 
it was decided by agents, field managers 
and managers present at the meeting 
to put on a special sales drive in honor 
of Mr. Evans’ anniversary. A unique 
symbol, in the form of a lapel pin was 
distributed at the meeting. The pin 
showed the numerals 25 and % in 
vertical position. The “25” denotes the 
25th year of Colonial service for Mr. 
Evans and the “4” indicates the sales 
goal of Colonial’s field force to attain 
the % billion dollar mark in insurance 
in force. 

Appearing as spokesms in for Colonial’s 
field force, James G. Bruce, CLU, vice 
president and secretary of the company, 
said, “This symbol has special  signi- 
ficance for all Colonial field men. ‘25 
and ¥%’ is not just an idle symbol, it is 
a practical and useful idea to motivate 
and stimulate all Colonial agents from 
now until Mr. Evans’ 25th anniversary. 
To the man in the field and his family 
it means a concerted effort which will 
not only honor their leader and friend, 
Richard B. Evans, but will bring honor 
and benefit to themselves because he 
represents their dreams, hopes and am- 
bitions. This is a golden opportunity 
for ail to raise their sights and perform 
greater services to the public with all 
the rewards and satisfaction such a 
performance will bring them. This is 
your job, and like all previous Colonial 
endeavors, I know each of you will 
rally around this symbol and not only 
achieve your goal but surpass it! 

Richard D. Nelson, Colonial executive 
vice president and treasurer, recently 
returned from a trip abroad, related 
some first hand experiences he encoun- 
tered in five European countries. He 
contrasted some of the disadvantages 
of living conditions abroad with our own 
American way of life. Citing the severe 
effects of inflation on the European 





Left to right: Lee Orton, 


treasurer Federal Insurance Co.; 


Richard D. 


Nelson, executive vice president and treasurer, Colonial Life; Holgar J. Johnson, 


president Institute of Life Insurance; Percy Chubb 2nd, partner of Chubb & Son 


and president of Federal Insurance Co. (partly concealed) ; 


Governor Robert E. 


Meyner; Richard B. Evans, president Colonial Life; Charles R. Howell, New Jersey 


Commissioner of Banking and Insurance. 





economy, he explained some of the 
problems these countries were facing. 

Taking a look ahead, he said, in his 
estimation, we can expect a continuation 
of American prosperity for the balance 
of the year. Defense spending will not 
be curtailed and retail sales for products 
and services are likely to surpass those 
of 1956. Home building is probably past 
its low point and should be 10% better 
next year. Money is tight and it will 
mean the postponement of a great deal 
of spending into the future. In the final 
analysis, we may be glad to have that 
spending later on. 

One of the highlights of Friday’s ses- 
sion was a humorous 15 minute satire 
in the form of a skit lampooning the 
methods used in the selection of risks 
by the home office underwriting de- 
partment. The skit was written and 
enacted by Richard G. Mulholland, man- 
ager, Henry DeMena and Donald Mc- 
Cormick, underwriters and Marjorie 
Flammer, medical stenographer, four 
members of the underwriting depart- 
ment. 

The skit entertainingly portrayed a 
day in an underwriting department as it 
might appear to a field man. The tech- 
nique for acceptance or rejection of a 
life insurance application was depicted 
through the use of a large dart board. 
The target area was divided into vari- 
ous classifications into which a _ risk 
might be categorized such as standard 
and the various deviations from stand- 
ard. Darts were used by the cast to 
facetiously demonstrate how a decision 
was arrived at in accepting or rejecting 
an application. Other humorous props 
added to the fun amid the plaudits of 
those in attendance. 

Dr. George A. Simpson, medical di- 
rector, addressed the agents in Friday 
and explained in detail the functions and 
responsibilities of a Colonial medical 
examiner. He praised the excellent work 
these doctors were performing in the 
role of team-mates to Colonial’s field 
men. He told the group they could be 
of inestimable help to the home office 
underwriting department in eliminating 
some of the need for additional infor- 
mation on an applicz tion. 

Dr. Simpson said, “An agent should 
point out to an applicant in advance 
that a complete and accurate medical 
history with dates is essential. Complete 
candor would eliminate the necessity of 
many re-examinations now required be- 
cause of failure to admit conditions 
known to us.” 


Johnson Shows Growth of Life 


Insurance 


Holgar J. Johnson, president of the 
Institute of Life Insurance, told Colonial 


field men there are 106 million policy- 
owners in America today. “Life insur- 
ance is one of the most important forces 
in the economic and social fabric of 
the United States and in many parts of 
the world as well. 

It is my honest conviction that life 
insurance in America will continue to 
grow primarily because it is a business 
which is geared to serve the public the 
way the public wants to be served. 
Today, I am happy to report that we 
do have an agency organization in 
America that recognizes its responsibil- 
ity and is serving the public with the 
realization that what we do must be 
and is in the public’s interest.” 

Ralph Kastner, general counsel of 
American Life Convention, said: “No 
one can actually lead an agent to suc- 
cess. That accomplishment is entirely 
up to the individual. It cannot be done 
by proxy. It is still operated on the 
self-service plan, and the difficult part 
of making good is that one must keep 
plugging over and over again each day 
in order to reach the promised land. 

The agent who achieves the heights, 
recognizes that service is the keynote 
of his operations. He recognizes that 
he is selling needs and that success 
will best attend his efforts as a result 
of the presentation of the soundest, 
most appealing, and best worked-out 
sales plans that can be devised. 


“Idea-O-Rama” 


Another highlight of Friday’s session 
was a series of sparkling sales ideas by 
19 leading Colonial agents. Each agent 
made a capsule two-minute presentation 
of a successful idea that had proved 
helpful to him during the past year. 

Some of the subjects covered in the 
Tdea-O-Rama were: profit through 
persistency, power phrases, personal mo- 
tivation, centers of influence, monthly 
income, prospecting tools and enthus- 
iasm. Rudolph Hopf and Harry Rice, 
superintendents of agencies, introduced 
the speakers from their respective de- 
partments. 


Institute of Home Office 
Underwriters Meets Nov. 6 


The 21st annual meeting of the Insti- 
tute of Home Office Underwriters will be 
held November 6 to 8 at Edgewater 

each Hotel, Chicago. A feature on the 
sermons of the opening day, Nov. 6, 
will be room hopping sessions devoted 
to four live underwriting subjects. There 
will be six different panels on Nov. 7 
and 8 as well as guest speakers and open 
discussion on a wide range of subjects. 
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Life underwriting sales, sales supervisory work, management and 
General Agency opportunities—all are roads to success open to Penn 
Mutual underwriters ... because Penn Mutual opportunities go to 
Penn Mutual men. 

In whatever area the underwriter’s interests and abilities lie, he can 
be certain that the company will do everything in its power to help 
him realize his goal...not only through intensive training and 
educational programs but through plentiful opportunities to test his 
wings in actual positions of responsibility. 


Back of Your 
Independence 
Stands The 
PENN MUTUAL 


tr 





You see, we know that our future lies in the hands of our “men 


with a future.”’ 





THE PENN MUTUAL LIFE INSURANCE COMPANY Independence Square, Philadelphia, Pa. 
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John Barker, 79, Dead; 
Long With Berkshire 


PROMINENT IN INSURANCE LAW 





Retired as Vice President and General 
Counsel of Berkshire Life 
in 1952 


John Barker, 79, retired vice president 
and general counsel, and a member of 
the board of the Berkshire Life, died 
October 21 in Pittsfield, Mass. after a 
Mr. Barker had been asso- 
the Berkshire Life for 34 


long illness. 
ciated with 
years. 

A graduate of Williams College and 





JOHN BARKER 
Harvard Law School, Mr. Barker was 
admitted to the Massachusetts Bar in 


1902. 
Life, he was in private practice for 21 
with Milton 
Warner 


with 


Prior to joining the Berkshire 
years. He was associated 
B. Warner in the firm of 
3arker in Pittsfield and 
D. Young and Charles H 
His father, James Madison Barker, 


and 
Owen 
Tyler in Bos- 
ton. 
served as justice of the Supreme Judicial 
Court of Massachusetts for 14 years. 
Mr. Barker was a member of the 
American, Massachusetts and Berkshire 
County Bar Associations. He had been 
a member of the board of the Agricul- 


tural National Bank, Western Massa- 
chusetts Electric Co. and the Pittsfield 
Co-operative Bank. He was president 


Berkshire Museum 
trustee of the Berkshire 
Atheneum and the Berkshire County 
Sayings Bank. He was also active in 
the Association of Life Insurance Coun- 
sel and frequently authored papers on 
life insurance legal matters. 

Mr. Barker authored the book, “The 
First Hundred Years,” published in 1951 
on the occasion of the 100th anniversary 
of the Berkshire Life. He continued 
as a member of the board of directors 
and the company’s finance committee 
after he retired in 1952. 

Mr. Barker’s only son, John Barker, 
Jr., is vice president and general coun- 
sel for New England Life in Boston. 


and trustee of the 
and a 


LIFE OF VA. FIELD CHANGES 

The following managerial changes in 
its combination field are announced by 
Life of Virginia: 

Tolmon C. Robbins has been trans- 
ferred as manager to Danville, Va. He 
formerly was manager of the Birming- 
ham district office. James C. Shields, 
formerly manager in Houston, Texas, 
will succeed Mr. Robbins as manager 
in Birmingham. Field Training Super- 
visor Thomas J. Raynor has been named 
manager in Houston to succeed Mr. 
Shields. 


Mutual Benefit Life Opens 
Northeast Regional Office 


The opening of the Northeast Regional 
Group Office of Mutual Benefit Life of 
Newark, N. J., was announced this week. 
This is the first Regional Group office 
to be opened since the company began 
its Group program in April, 1957. At the 
same time the Mutual Benefit Life an- 
nounced the appointment of Robert E. 
Iliff as Northeast Regional Group man- 
ager. The Group office will be located in 


the company’s home office in Newark, 
N. J., until after the first of the year 


when it will be situated in permanent 
quarters in New York City. 

Mr. Iliff will be responsible for all 
sales and service of Group insurance and 
Group annuity policyholders in the 
Northeast Region of the United States. 
He will have the responsibility for the 
development of Group business through 
general agents and agents of the com- 
pany and insurance brokers. 

Mr. Iliff began his insurance career in 
1949 in the Newark office of the Con- 
necticut General. Two years later he 
joined the New York Life in charge of 
the New Haven office. In 1954 he was 
placed in charge of the Newark, N. J. 
office and in 1955 returned to the New 
York home office. 
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September Life Purchases 
Set All-Time Record 


September purchases of life insurance, 
amounting to $4,602,000,000 and the 
largest September total on record, 
brought the aggregate for the first nine 
months of the year to $47,513,000,000, or 
23% more than the record total of a 
year ago. The September figure, re- 
ported by the Life Insurance Agency 
Management Association, was 10% 
greater than the $4,195,000,000 in Sep- 
tember of last year. 

Purchases of Ordinary life insurance 
in September were $3,452,000,000 or 28% 
over September a year ago. This was the 
largest September total on record for 
Ordinary insurance. The number of Or- 
dinary policies purchased in September 
was 671,000, bringing the first nine 
months’ total to 6,344,000, up 4% from 
a year ago. The average size of policies 
bought this year is nearly one-fourth 
larger than last year. 

Industrial life insurance hought in 
September amounted to  $517,000,009, 
down 5% from the corresponding month 
last year. 

New Group life insurance amounted 
to $633,000,000 in September, a decrease 
of 34% from September a year ago. 
These figures represent new groups set 
up only and not additions under Group 
insurance contracts already in force. 

In the first nine months of this year, 
Ordinary life insurance bought  ac- 
counted for $32,999,000,000, an increase 
of 29% over last year. Industrial life 
insurance purchases represented $4,732,- 
000,000 of this year’s nine-month total, 
down 3% from last year. New Group 
life insurance amounted to $9,782,000,000, 
an increase of 23% from the first nine 
months of last year. 


Phoenix Mutual Life’s New 


° ; 
Family Protection Plan 
Phoenix Mutual Life, Hartford, has 
announced the introduction of its new 
family protection plan. 

The plan is a rider which can be 
attached to any type of permanent insur- 
ance on the life of the father and covers 
his wife and children. Protection on the 
wife is decreasing Term to age 65 and 
level Term for each child to age 25. At 
age 25 the children have the option of 
converting their insurance up to five 
times their original amount, without evi- 
dence of insurability. 

New born children are automatically 
included in the family plan at no increase 
in premium. In the event of the death 
of either parent, the children’s portion of 
the plan becomes fully paid up. Double 
indemnity is provided on both the wife 
and children, revardless of whether or 
not the basic policy contains D.I. 

The family plan will be sold in basic 
units of $5,000 and has been approved 
in all states except Massachusetts and 
Texas. 


Acacia Mutual Has 23% 
Third Quarter Increase 


Acacia Mutual’s third quarter placed 
production figures show a 23% increase 
over the total placed for the same three 
months last year. It was the third con- 
secutive quarter during 1957 in which 


production exceeded that achieved in 
1956, a record year. 

Agency Vice. President Harry J. 
Shaffer predicted a continuation of 


record-breaking production during the 
fourth quarter and a new all-time high 
in placed business for 1957. A $50 mil- 
lion placed business objective has been 
set for the remainder of the year, pro- 
duction which will assure this significant 
accomplishment. 

Placed business for the month of Sep- 
tember also resulted in a substantial gain 
over production for the corresponding 
month last year. Placed production for 
the month increased from $13,493,489 in 
1956 to more than $17,209,000 this year, 
a gain of 27%. 
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McGowan, Murphy Named 
By Acacia Mutual Life 


Robert McGowan and J. D. Murphy, 
CLU, have been appointed unit managers 
at Acacia Mutual’s northern Virginia 
branch. The appointments, made upon 
the recommendation of Manager Vern 


Zimmerman, are the latest step in 
northern Virginia’s continuing expan- 
sion program, 

Mr. McGowan had a varied career in 
government service prior to joining 
Acacia in early 1955. Following gradua- 
tion from Georgetown University in 
1943 with a degree in foreign service, 
he spent three years as an officer in 
the Navy. Released from active duty in 
1946, he served briefly as a salesman 
of business forms before accepting em- 
ployment in Hong Kong as an adminis- 
trative officer with the Chase National 
Bank branch office there. He entered 
government service in 1951, first with 
the Central Intelligence Agency, later 
with the State Department. He returned 
to the United Sates in mid-1954 and 
worked in the Washington area until 
his appointment as an Acacia represen- 
tative. Since beginning his life insur- 
ance sales career two years ago, Mr. 
McGowan has increased his business in 
force to nearly $1,200. 

Mr. Murphy, a veteran of eight years 
Acacia service, joined the company in 
April, 1949, following a successful career 
as an advertising salesman. His previous 
sales career also included assignments 
as a salesman of furnaces, foods and 
gas appliances, experience that dated 
back to his release from the Air Force 
in 1945. 

A Quality Club “Leader” for the past 
five straight years, Mr. Murphy has 
averaged better than $500,000 per year 
in placed business since 1950, includ- 
ing an all-time high of $647,000 in 1954 
Thus far this year, he has produced 
more than $450,000 of new business and 
increased his business in force to nearly 


$4,700,000. 
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Frederick W. Tasney Joins 
Life of North America 


Frederick W. Tasney has been named 
to the staff of Life Insurance Co. of 
North America. He is assigned to Group 
sales extension work with the Group de- 
partment of the new life insurance com- 
pany. Announcement of Mr. Tasney’s 
appointment was made by Edmund L. 
Zalinski, CLU, executive vice president. 

Mr. Tasney was employed by Hartford 
Accident and Indemnity from 1949 to 
May 1957, participating in the sale, 


enrollment and installation of Group 
life and Group hospital and surgical in- 
surance, In May .1957 he joined Insur- 
ance City Life in Hartford where he 
worked in the field of credit life and 
credit accident and health insurance. 

Prior to entering the insurance busi- 
ness Mr. Tasney served as assistant per- 
sonnel manager for Phelps Dodge Cop- 
per Products Corporation in Bayway, 
N.S}. 

He attended Rutgers University and 
served as a pilot in the Air Force from 


1942 to 1945. 


Prudential Names Gongol 

Stephen T. Gongol has been appointed 
head of The Prudential’s Batavia, N. Y. 
district, He fills the vacancy caused by 
the continuing illness of Edward T 
Domser, 

Mr. Gongol joined Prudential as at 
agent at Olean in 1948. He was named 
head of the company’s 
tached office in 1950 and a training con- 
3uffalo regional office 


Salamanca de 


sultant in the 
carly this year. 





THANKS A BILLION... 


We take this opportunity to 
thank our Policyholders, Agents 
and General Agents 

as well as those Brokers 
and Surplus Line Writers 
who helped us achieve 


Over A Billion Dollars 





of Insurance in Force 
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Arnold Harmelin, 50 Yrs. 
In Life Insurance, Dies 


MANY YEARS WITH COLUMBIAN 








82-Year Old Father of David and Wil- 
liam Harmelin Was Credit to Life 
Insurance Industry in N. Y. 





Arnold Harmelin, 82 years old, who 


served the life insurance industry in 
metropolitan New York and Newark 
for nearly 50 years until his recent 


retirement, died October 17 at his home 
in Newark, N. J. 

Mr. Harmelin will be remembered for 
his pioneering efforts in the early years 
of this century to inculcate in the pub- 
need for adequate life 
He started in the 


lic’s mind the 


insurance protection. 


panic year of 1907 as an agent of the 
Metropolitan Life and later was _ pro- 
moted to an assistant manager of that 


company. Resigning in 1917, he became 
a general agent in February, 1918, for 
the Columbian National Life and opened 
up its New Jersey territory. 
For five years he made his headquarters 
in Newark, then was given an important 
New York many 
years as a general 
Mr. Harmelin built up one of the larg- 
est agencies of the Columbian and was 
responsible for training many of the 
company’s leading personal producers 
today. 

Thus, it can be truly stated that Mr. 
Harmelin devoted a lifetime to agency 
building. 

Funeral services were held last Fri- 
day in Newark and burial at King Solo- 
mon Cemetery, Clifton, N. J. Mr. 
Harmelin is survived by five sons in- 
cluding David and William who are 
general agents today for Continental 
Assurance in downtown New York; two 
daughters and over 20 grandchildren 
and great grandchildren. 


northern 


assignment. In_ his 


agent in this city 


PRUDENTIAL MEETING 





Field Management Advisory Committee 
Of District Agencies Dept. Meets 
in Newark, Oct. 30-31 
Field management advisory committee 
of The Prudential’s district agencies de- 
partment will meet at the Newark home 
office on October 30 and 31. Thirty- 
five outstanding managers and_ staff 
managers representing the home office 
and northeastern home office areas will 
attend this meeting. They will review 
current practices with home office ex- 
ecutives and suggest and consider ques- 
tions of broad significance affecting 

agencies operation and management. 
Each field member had an outstanding 

record during the past year. Qualifying 

managers headed a district agency which 


was a regional leader in the president’s 
trophy competition for 1956. Staff man- 
agers headed a leading agency group 
in their respective regions. 


Mt. Vernon Life Convention 
Set for Nov. 2-5 in 1958 


Richard W. Ellsworth, superintendent 
of agencies, Mount Vernon Life of 
New York, announces that the company’s 
1958 convention will be held November 
2-5 at the Deauville Hotel, Miami Beach, 
Fla 
Approximately 150 are expected to at- 


tend from the field force and home 
office. The Deauville, Miami Beach's 
newest $20 million hotel is now under 


construction and will open on December 
1, 1957 

The qualifying period for production 
credits runs from March 1, 1957 through 
August 31, 1958. The company is pres- 
ently having a sales drive for the next 
three months and double convention 
credits will be given for business pro- 
duced during this period, 
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J. Willard Marriott Made 
Acacia Mutual Director 


J. Willard Marriott, and 
founder of Hot Shoppes, Inc., a national- 
ly-known restaurant chain, and builder 
of the Marriott Motor Hotel, one of the 
world’s largest, has been elected to mem- 
bership on the directors of 
the Acacia Mutual Life, according to a 
President 


president 


board of 


recent announcement by 
Howard W. Kacy. 


Mr. Marriott established his first Hot 
Shoppe in Washington in 1927, one year 
after obtaining a franchise to sell root 
beer in the area. Today, Hot Shoppes, 
Inc. has become a $35 million business 
and operates 66 restaurants in eleven 
states and the District of Columbia. 

President of the Washington Stake 
of the Church of Jesus Christ of Latter 
Day Saints, Mr. Marriott is also a 
member of the advisory board of Riggs 
National Bank in Washington, D. C. 


Heads Prudential District 

Edward J. McPartland has been ap- 
pointed head of The Prudential’s Union, 
N. J. district. He succeeds Henry A, 
3edell who has been appointed manager 
of a new Summit, N. J. district. 

Since April, Mr. McPartland has been 
a company training consultant to sales 
personnel in southern New Jersey. Pre- 
viously he was staff manager heading a 
group of agents in Woodbridge, N. J. He 
joined Prudential as an agent in 1946, 








fast growth for brokerage management! 


The modern general insurance man represents what is un- 
questionably one of the fastest growing and most productive 
distribution outlets in the life insurance business. 


The all-line aspects of his operation, however, leave little 
time for the general insurance man to acquire the broad and 
complex knowledge required of the professional life under- 
writer. Yet, to hold all his clients and meet all their needs, 
the general insurance man must have technical competence 
and knowledge, if not in his own experience, at least at his 


fingertips. 


Our aim is to provide this professional competence through 
brokerage specialists trained and equipped with modern 






tools and techniques developed from successful field experi- 
ence. For this reason, I feel that for men interested in and 
qualified for growth in brokerage sales management, today 
Berkshire presents the greatest potential 


for personal growth in the industry! 


ERKS HIRE 


LIFE INSURANCE Co. 


Life, Accident & Sickness, Pension Plans, Annuities 


W. Rankin Furey, C.L.U., President 


George D. Covell, C.L.U., Agency Vice President 
PITTSFIELD, MASS. * AMUTUAL COMPANY « 
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Franklin Life Anticipates 
Acquiring Other Companies 


Franklin Life, Springfield, Ill., has 
announced that no action will be taken 
in the matter of a public offering of cap- 
ital shares until after March 31, 1958, 
if then. Chas. E. Becker, president, 
stated in a letter to stockholders that 
“it seems likely that opportunities will 
occur in the next few years to augment 
our size by the acquisition of other 
companies, and any offering of addi- 
tional shares will be largely contingent 
upon developments in that connection. 
Any such offering of course will involve 
pre-emptive rights to the company’s 
nearly 15,000 stockholders.” 

Mr. Becker has also reported to stock- 
holders that as has been the custom in 
previous years, a cash dividend will be 
disbursed in January, with a 5% stock 
dividend contemplated each mid-year, 
to effect a semi-annual dividend pro- 
cedure. 

Insurance in force during the first 9 
months of this year increased more than 
$250 million to over $2 billion 600 
million; premium income expanded 11% 
to about $60 million; and investment in- 
come rose 18% to $10,600,000. Mortality 
experience continues very favorable, 
with a 31.6% ratio of actual to ex- 
pected. ; 


United Life & Accident 
To Expand Home Office 


Construction of a $216,000 addition to 
the home office of United Life and Acci- 
dent, Concord, N. H., will start shortly, 
according to an announcement of Doug- 
las B. Whiting, president. Growth in 
volume of business and a corresponding 
increase in the number of home office 
personnel has necessitated the addition 
which will contain 10,000 sq. feet. 

With brick veneer exterior finish, the 
addition consisting of basement and two 
stories will match the Georgian archi- 
tecture of the main building and will join 
it on the North Side. Included in the 
addition are expansion of the cafeteria 
with lounge area added, and an adjoin- 
ing classroom-conference room. The two 
floors above the basement will be open- 
space work areas with United Life’s 
accounting and tabulating occupying the 
first floor. Completely air-conditioned, 
the addition will have fluorescent lighting 
throughout the acoustical ceilings. 

A parking lot for 50 cars will be built 
around the addition, with easy access to 
both the main building and the addition 
from this area. An unusual feature of 
the construction will be the double-hung 
aluminum windows which come as units, 
complete even to casings and ready to 
install in the prepared window openings. 
Completion date for the addition is set 
for early May, 1958. 


Florida Home Office Life 


Underwriters Form Assn. 
After several organizational meetings 
the Florida Home Office Underwriters 
Association has been organized with a 
constitution accepted by the members. 
Elected officers for the coming year are 
Kenneth R. Thompson, Southeast Life, 
president; Perry F. Wysong, Home 
Owners Life, vice president; Zella Kol- 
ber, Seaboard Life, secretary-treasurer. 
The object of the club is “to promote 
harmony, fellowship, good practice and 
cooperation generally, among those en- 
gaged in life insurance and kindred lines; 
to stimulate constructive thought, ana 
encourage education in the business.” 
William Richardson of the Retail 
Credit Co. gave an interesting talk at 
the last meeting. The next meeting, 
scheduled for October 23, will be held 
at the Candlelight Restaurant in Coco- 
nut Grove. Feature speaker is Ernie 
Brewer, underwriting vice president of 
Republic National Life of Dallas, Texas. 


Continental Assur. Holds 
2-Week Training Course 


A group of 17 Continental Assurance 
agency principals and brokerage super- 
visors attended a_ two-week training 
conference recently at the company’s 
home office in Chicago. Charles W. 
Kraemer, director of field services, and 
his assistant, Robert E. Reimann, were 
in charge of the two-week program, as- 
sisted by a faculty composed of home 
office staff members and leading gen- 
eral agents and branch managers. 


Purpose of the course, which is being 
given four times a year, is to relieve 
general agents and managers of the ini- 
tial orientation job of brokerage super- 
visors which normally takes several 
months of on-the-job training. The 
brokerage school focuses sharply on 
analysis of product lines, techniques of 
brokerage development through general 
lines and surplus producers, and a re- 
sume of business insurance and tax law 
fundamentals. Also included in the pro- 
gram is a clinic on organization of time 
and planning of work. 


Republic National Life 
Enters Two More States 


Republic National Life, Dallas, has 
received its license to do business in two 
additional states. These are Idaho and 
Montana. 

As a result the company is now oper- 
ating in 36 states and the Territory 
Hawaii. During 1957 the company has 
entered five new states and plans further 
expansion in the interests of its re- 
organized and rapidly growing agency, 
general agency and brokerage depart- 
ments. 








$200? 









HOME OFFICE: Los Angeles 
W. B. STANNARD, Vice President 


if This Were 
Your $200... 


- . . to spend yearly for life insurance protection 
for your family, what should you buy? 


Naturally, it depends on your needs. But if you 
need protection first—and most people do—the 
answer is one of Occidental’s level term plans with 
their greatly reduced rates. For example, a man, 
age 35, can buy for a $200 annual premium: 
$36,563 of Annual C & R at 5.47 a thousand 
$30,030 of 5 Year C & R at 6.66 a thousand 
$26,738 of 10 Year C & R at 7.48 a thousand 
$34,305 of 5 Year Conv. at 5.83 a thousand 
$30,120 of 10 Year Conv. at 6.64 a thousand 


Where else can you buy so much protection for 


A Star in the West...” 





















"WE PAY AGENTS LIFETIME RENEWALS . . . THEY LAST AS LONG AS YOU DO!" 
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D. E. Lynch Analyses 
P. R. Responsibilities 


CITES INDUSTRY’S OBLIGATION 


Also Sees Youth of America Growing Up 
Without Enough Knowledge and 
Understanding of Life Insurance 


Donald E. Lynch, director of public 
relations, Mutual Benefit Life, 
on “The Objectives of Public Relations” 
at the LAA annual meeting in Philadel- 
phia recently, said that the most funda- 
ill factors is the responsibflity 
that the industry of life 
public. “In ap- 


speaking 


mental of < 
and obligation 
insurance has to the 
proaching an analysis of our responsi- 
bilities,” Mr “we need first 
to look at the com- 
of which we are 


Lynch said, 
whole business 


munity, a part. American 


business today lives in a glass bowl. 
Any citizen of our land can walk into 
the capitol of any state in which you 
do business and demand to know how 
much your president earns; this fact 
and hundreds of other intimate details 
about your company are there for all to 
see. The newspapers and magazines are 


filled with pictures and stories of stock- 
holders needling the president about 
matters which 50 years ago would be 


considered the deepest of dark secrets 
within the management family. These 
are only symptoms of what has hap- 


These incidents are symptomatic 

new public philosophy and 
business. It follows logically 
that the authority of your pre sident 
and mine comes not only from the 
board of directors — it also comes from 
the public. If the public doesn’t like 
your president, or mine, heaven help 
him. Business has come to realize this 
during this modern era. And out of this 
knowledge comes a groping for an under- 
standing of some of the new obligations 
corporations have, obligations whic h they 
never realized they had before.” 


Public Relations Considerations 


pened. 
of a whole 
interest in 


objective, Mr. Lynch re- 
marked, is for a company individually 
to find out what kind of influences it 


wants to exert on those people it oe ge 


The first 


“This it would seem,” he continued, 
fundamental to all other public aatinies 
considerations. It is then — and only 


then — that you can set for yourself the 
other goals. And these are: 

“A staff of loyal employes instilled 
with the ambition to serve the company 
and its policyholders well and confidence 


that the company has their best inter- 
ests in mind. Why? Because we know 
from scientific studies that happy and 


satisfied employes produce more and are 

more accurate; they have turnover 

and they tend to blend more effectively 
nto a business organization. 

‘A loyal community which respects the 
company and its staff, respects them for 
the kind of citizens they are and the 
contribution they make to their com- 
munity. Why? Because studies show 
that good community relations enable the 
company hire better people; it con- 
tributes to employe morale; it gives a 
company public support in situations of 
inequitable taxation on the company and, 
in general, is just good, sound business 
practice. 
“A sense of dedication to the serving 
of policyholders and to honoring the 
rights and privileges of each. Why? Be- 
cause no other audience or public of a 
life insurance company is so deserving 
of the constant attention to its welfare 
as our policyholders; because we know 
that ls policyholder relations helps for 
keeping our customers and helps us get 
new ones. Finally, good policyholder re- 
lations simply amounts to the carrying 
out of the basic responsibility of a life 
insurance company. 

“A field force whose morale is bol- 
stered, not by words, but by a com- 
fortable knowledge and belief that the 
home office has its best interests not 
only in mind but in heart, and acts on 
these convictions. Why? Because we 


le SS 


know a loyal field force is less expen- 
sive and more effective in serving the 
company; because good field relations 
are a deterrent to turnover and a spur 
to production. 

“A reputation in the institution of life 
insurance and in the various business 
communities for being a well managed 
company, progressive, alert and sensitive 
to its responsibilities. Why? Because 
scientific studies tell us that a com- 
pany’s reputation within the family of 
competitors affects nearly all of the other 
audiences a company has. 

“But most important of all” Mr. Lynch 
said, “the public relations considerations 
which your company and mine must face 
is a daily consciousness of the long-range 
impact the company has on people. It 
may well be that a company’s so-called 
reputation was merely phase one in the 
historical development of public rela- 
tions, and that from now on business 
will be expected to examine its con- 
science to find out if its influences on 
people, cultural and on civilization are 
for the good over the long pull.” 

Concluding, Mr. Lynch said that per- 
haps the greatest challenge of all for the 
future — and the greatest opportuntty 
for the future — “lies with an audience 
which has been more or less neglected 
by us. And that is the youth of Amer- 
ica. They are growing up without 
enough knowledge of life insurance, 


Mrs. Weitzel Chairman 
of Women Underwriters 


Mrs. Arlene Weitzel, CLU, of Bur- 
lington, Va., is announced as the 1957- 
58 chairman of the committee of women 
underwriters of the National Association 
of Life Underwriters. 

Appointment by NALU President Al- 
bert C. Adams was announced through 
NALU headquarters in Washington, 
D. C. Mrs. Weitzel, a college graduate, 
is a New York Life agent, National 
Quality Award winner and member of 
the Women Leaders Round Table of 
NALU, formerly the Women’s Quarter 
Million Dollar Round Table. 


BANKERS OF IOWA SCHOOL 

Ten salesmen from eight agencies of 
Bankers Life of Des Moines attended 
a senior school at the home office Sep- 
tember 23-27. The school, second in a 
series of three, was under the supervi- 
sion of Roy A. Frowick, director of 
training schools. 





without an understanding of it, without 
an appreciation of its importance in their 
future family lives. This is a job for 
all of us. This is a long-range job. ‘This 
is more than a job, this is a mission for 
the business.” 


Our D0 Anniversary Year 
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imax 18G7 when the Silver Engine, “America,” 
typified the last word in transportation, the Equitable 
Life of Iowa became the first life insurance company 
in Iowa. As a pioneer, it had no formal training pro- 


gram to offer its agents. 


TODAY the Company offers its agents a care- 
fully-planned, long-range training program to enable 
them to serve better the insurance needs of the 





ublic; at the same time, they are assured of 
>’ 
greater success as career life underwriters. 


LIFE INSURANCE COMPANY OF IOWA 










FOUNDED IN 1867 IN DES MOINES 





A. MAXWELL KUNIS, F.S.A. 
Consulting Actuary 
Specializing in 
Life Company Management Problems 


500 - 5th Ave., New York 36, N. Y. 
Telephone: LOngacre 3-1774 








LIFE INSURANCE — OFFICE MANAGER 


Career woman — I2 years’ thorough experi- 
ence. Full charge complete routine; 
G. A.'s books, collections, commissions, 
new business, etc. Policy analysis. Hiring 
and training new employees. Excellent 
trouble shooter. Box 2562, The Eastern 
Underwriter, 93 Nassau Street, New York. 











Franklin Square Manager 





JOSEPH J. NAGLE 


Nagle, head of the J. J. 
Nagle Agency, 896 Hempstead Turn- 
pike, Franklin Square, New York, has 
been appointed agency manager by Con- 
tinental Assurance, Chicago, as a further 
step in the expansion of its New York 
oe. 

Mr. } Nagle entered the life insurance 
business in 1947 with a large Eastern 
company and over the last ten years 
has been successful in personal produc- 
tion, and more recently in field man- 
agement work. Mr. Nagle is currently 
serving as president of the Long Island 
Life Underwriters Association and also 
is on the Board of the New York City 
Life Underwriters Association. He is 
currently Part II instructor for LUC. 

Mr. Nagle resides in Wantagh, N. Y. 
and is a member of the Forest City 
Community Association. He has been 
active in the Boy Scouts for the past 
several years and currently Scout Leader 
for pack 


Joseph J. 


James E. Quinn Appointed 
Indiana Agency Manager 


E. E. Ballard, president of All Amer- 
ican Life & Casualty, Chicago, has ap- 
pointed James E. Quinn, Jr. as agency 
manager for the company. Mr. Quinn, 
who has moved from Bedford to Evans- 
ville, Indiana, will devote his attention 
to sales and service in this vicinity. 

Starting his insurance career with Paul 
Revere Life and Massachusetts Protec- 
tive Association in 1950, Mr. Quinn was 
actively engaged in the Louisville agency 
until 1955. He then joined the Martin 
Boyer Agency at Columbus, where he 
led the agency in 1956 and ranked third 
in the entire country for personal pro- 
duction. The agency ranked No. 1 in 
the country and was awarded the Pres- 
ident’s Trophy, the highest honor in the 
company. 
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Can you always believe your eyes? 





When watching feats of magic, you're almost in- 
clined to believe what your eyes seem to see. In another 
and far more important way, you can be misled by your 
eyes .. . and not know it. 

For example, some eye disorders develop so slowly 
that they are often not noticed in the beginning. In fact, 
the eyes may seem all right while they are leading you 
into a feeling of false security. 

So, the best safeguard to take against eye trouble 
that you may not suspect is to have your eyes—and those 
of each member of your family—examined periodically. 

It is particularly wise to have a child’s eyes checked 
early in the pre-school years, before eye disorders can 
hamper personality development or interfere with educa- 
tional progress when he starts to school. Today, authori- 
ties estimate that about 9 million school children need 
some form of eye care. 


Adults, especially after age 40, should have their eyes 
carefully examined at least every two years by an eye 


specialist. This is the surest way to guard against 
glaucoma and cataract, the two major threats to the 
sight of older people. 


These eye examinations have an added value. 
They may lead to early diagnosis and control of dia- 
betes, high blood pressure and hardening of the arteries. 
Early warnings of these diseases often appear on the 
retina—the vital “seeing” part of the eye—where blood 
vessels are clearly visible to the doctor. 


The chances for keeping good sight throughout life 
are better now than ever before. The antibiotic drugs 
work wonders against many eye infections, and new 
hormone compounds save sight in some eyes. Sight loss 
due to cataracts can be restored by delicate surgical 
operations in almost 90 percent of the cases. 

Medical progress in sight-saving is a great achieve- 
ment. However, good sight throughout life depends 
largely on what you do to give your eyes the regular 
care they deserve. 





COPYRIGHT 1957—METROPOLITAN LIFE INSURANCE COMPANY 


This advertisement is one of a continuing series 


sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 32,000,000 including Time, News- 
week, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, Redbook, Reader’s 
Digest, National Geographic, U. S. News. 


Metropolitan Life Insurance Company 


(A MUTUAL COMPANY) 





1 MADISON AVENUE, New York 10, N. Y. 
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Mutual Benefit Life Dedicates 
Its New Home Office Building 





Handy & Boesser 


Left to right—Mayor Leo P. Carlin, W. Paul Stillman and ‘H. Bruce Palmer. 


the 


urged 


chairman of 
Life, 


W. Paul Stillman, 
board of Mutual 
elimination in Newark of “so-called busi- 


Benefit 


ness blocks that are nothing more than 


pure blight” in a speech at the dedicatior 


last week of Mutual Benefit Life’s new 
home office building. Mr. Stillman also 
announced that the company has ac- 


quired two new downtown business sites 
for future development. The company 1s 
developing plans for the construction of 


a 12-story office building on the corner 


of Broad and Fulton Streets, and pos 
sibly a 15-story building on the corner 
of Washington and Broad Streets. 

Mr. Stillman, who was introduced by 
H. Bruce Palmer, Mutual Benefit presi- 
dent, referred to the dedication as “a 
beginning rather than an end,” and 
added “that the true test of our effort 
will be the reflections that we cast rather 


than the structure we erect. 
“Newark is the city of our corporate 
birth, our corporate life and, I hope, our 


corporate future,” Mr. Stillman said. “W< 


are proud of its civic vitality, of its 
marked progress over the past few years, 
and of momentum, steadily moving 
toward a better community life. But its 


continued progress depends upon a three- 
way partnership—the citizen of Newark, 
the business of Newark, and the govern- 
ment of Newark .. .” 

Another speaker at the dedication 
ceremony was Mayor Leo P. Carlin who 
paid tribute to Mutual Benefit Life for 
its vital role in the “new Newark” de- 
velopment. “The decision of Mutual 
Benefit to build not only its home office 


building but other structures as well, 
was a terrific lift to downtown Newark 
and to the city as a whole,” Mayor 


Carlin said. 

The dedication ceremonies began with 
the unveiling of an inscription in the 
black and white marble lobby of the 
building at 520 Broad Street. In the 
presence of company officers and direct- 
ors, President Palmer paid tribute to 
Mr. Stillman’s leadership and then pulled 


a cord which unveiled the following 
inscription: “This home office of the 
Mutual Benefit Life Insurance Co. is 


dedicated to the perpetuation of the 
principles established in 1845 for the 
liberal and equitable protection of pol- 
icyholders and was conceived and con- 
structed under the leadership of W. Paul 
Stillman, chairman of the board of di- 
rectors.” 

After the unveiling ceremonies, at- 
tended only by Mutual Benefit officers 
and directors, the official dedication ob- 
servance took place on the 17th floor. 
The guest list was limited to approxt- 
mately 100 citizens representing Newark 
redevelopment groups. Reverend Howard 
Hageman, pastor of the North Reformed 
Dutch Church, delivered the invocation. 
\fter the speeches by Mr. Stillman and 
Mayor Carlin, the chairman of the board 
sealed a time capsule containing news- 
papers, company publications and_ re- 
ports, and other contemporary informa- 
tion. The time capsule was then placed 
beneath the Mutual Benefit “penny” 
which was removed from the home office 
at 300 Broadway and brought to the new 
structure. The “penny” was an affection- 
ate symbol to employes; it is a four-foot- 
in-diameter bronze seal carrying the 
company emblem. It was at the request 
of employes that the “penny” was placed 
in the new home office building. 





LIFE INSURANCE 





RENEWALS 


RENEWAL PURCHASE COMPANY 


300 Park Avenue, New York 22, N. Y. 


PURCHASED ON 
EQUITABLE BASIS 


PLaza 3-2826 





CLU Teachers Conferences 
Being Held in Five Cities 


More than a hundred teachers of CLU 
study classes in western and midwestern 
regions are expected to attend a series 
of five conferences now being held by 
the American College of Life Under- 
writers. Cutting a giant spiral through 
the west, the conferences started in 
Portland, Oregon, October 17 and 18, 
swung down to Los Angeles, October 24 
and 25, and will continue with sessions 
in Dallas, Chicago, and St. Louis. The 
final meeting will be November 18 and 
19. 

Under the chairmanship of Dr. Jack 
C. Keir, director of educational services 
for the College, teachers are gathering 
for the meetings to ex- 
change ideas on methods, 
problems of adult 
to retain student 
help students study, and other pertinent 


noon-to-noon 
classroom 
education, 
ways to 


how 


interest, 


subjects. : 
Herbert C. Graebner, CLU, dean of 
the American College, is in charge of 


the regional gatherings. Others on the 
College staff who will be present are 
Walter B. Wheeler, CLU, director of 


field services, and Walter W. Dotter- 
weich, director of educational publica- 
tions. Some of the conferences will be 
attended by other officers of the Col- 
lege. 

Many vocations are represented on 
the roster of CLU teachers, including 


college and university professors, life 
underwriters and general agents, attor- 
neys, and trust officers. Last year, 340 
teachers conducted CLU study groups 
in 193 cities. 

In addition to regular CLU teachers 
attending the conferences, the College 
invited as guests certain university 
teachers of insurance, deans of collegi- 
ate business schools, CLU examination 
supervisors, presidents of local life .un- 
derwriter associations, and officers of 
nearby life insurance companies. 

A series of teachers conferences is 
conducted each year by the American 
College alternating between eastern and 
western areas of the country. 
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MASSACHUSETTS INDEMNITY 
and LIFE INSURANCE COMPANY 


BOSTON 
Specialists in Quality Disability Insurance 





Quality is never attained by accident but is the result of 
high intentions, sincere effort and intelligent direction. 
LOYAL ATKINSON 
General Agent 
New York ° 
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READY FOR BIGGER JOB 
Seeks Own 


New Jersey or N. Y. City 


Agency in Northern 


CLU, 38 years old, 10 years 
with large company. For past 
five years branch manager in 
Northern New Jersey. Has built 
scratch operation to over $5,000,- 
000 in annual paid-for volume in 
Seeking own agency 
in Northern New Jersey (first 
preference) or New York City 
(second preference). 


six years, 


Apply Box 2561, The Eastern Underwriter, 
93 Nassau Street, New York 38, N. Y. 














New Travelers Branch 
The 
have opened a new independent branch 


Travelers Insurance Companies 
office for life, accident and health lines 
in Beverly Hills, Calif. 
Hills branch office replaces the Wilshire 


The Beverly 


agency and_ service office which was 
located at the same address. 

All life, accident and health lines will 
be handled by the Beverly Hills branch 
office and other lines will continue to be 
supervised by the Los Angeles branch 


office. 


In a_ statement made in Hartford, 
Conn., M. T. Wilson, vice president, 
stated that the change is being made 


as the result of rapidly expanding busi- 
ness in the Beverly Hills area. 
Executive staff of the Beverly Hills 
office comprises: Edward V. Brewer, 
Jr., manager, life, accident and _ health 
department, Edward C. Rinck, II, as- 
sistant manager, casualty, fidelity and 
surety department, Kathryn  Berclaz, 
administrative assistant, branch office 
administration department, and Adolf 
J. Schleicher, district adjuster, claim 
department. Those headquartered at 
Los Angeles are Marvin S. Harlan, 
manager, casualty, fidelity and surety 
department; Harold Smethurst, man- 
ager, fire and marine department, and 
Russell F. Pearson, regional supervisor. 


NAMED BY CONN. GENERAL 


William M. Whitelaw Appointed as 
Manager of New Brokerage Office 
in Cincinnati 
Connecticut General Life announced 
the opening of a brokerage office in 
Cincinnati and the appointment of Wil- 
liam M. Whitelaw as manager. The new 
office will provide special services to 
independent general insurance brokers 
and their clients in the Cincinnati area 
in all phases of personal and_ business 
insurance planning, both on an individual 

and Group basis. 

Mr. Whitelaw has been serving as 
assistant manager of the company’s Chi- 
cago brokerage agency, and was _ pre- 
viously a staff member of the Cleveland 
brokerage office. He attended Texas 
A. & M. College, the Sorbonne in Paris, 
and Miami University in Oxford, Ohio. 

Connecticut General also maintains a 
branch office in Cincinnati under the 
direction of Manager Robert F. Grund. 





nr 





October 25, 1957 





Page 21 





Conferment Luncheon 
Of N. Y. Chapter CLU 


OVER 300 ATTEND AT WALDORF 





See Presentation of 67 New CLUs; 
Senator Javits Lauds Professional 
Attainment in Insurance 





The annual conferment luncheon of 
New York City CLU Chapter was held 
October 17 at the Waldorf Astoria. The 


CLU designation was conferred on 67 
successful candidates including three 
women. Bernard M. Ejiber, Mutual 


Trust, president of the New York Chap- 
ter, presented the guests to the gather- 
ing of over 300. Guest speaker was U.S. 
Senator Jacob K. Javits (R.) New York. 

Among those introduced from the 
head table by Mr. Eiber were: 
S. Myrick, chairman of the board of 
trustees, American College of Life Un- 
derwriters; Stanley Kreutzer, counsel 
for New York City Council; Paul S. 
Mills, CLU, managing director, Amer- 
ican Society of Chartered Life Under- 
writers; A. Leslie Leonard, CPCU, 
president New York Chapter, Chartered 
Property and Casualty Underwriters; 
Louis M. Loeb, president, New_York 
City Bar Association; Eugene C. DeVol. 
CLU, president, American Association of 
Chartered Life Underwriters and Dr. 
Davis W. Gregg. CLU, president, Amer- 
ican College of Life Underwriters. 

Also George Gross, counsel, New York 


Julian 


State Insurance Department; Ben A. 
Matthews, president, New York Law- 
yers Associz ution; Arthur C. Goerlich, 


executive vice president, Insurance So- 
ciety of New York, Inc., and Dean of 
the School of Insurance; Arthur L. Sul- 
livan, president, Life Underwriters 
Association, City of New York and Life 
Managers Association and Robert Tu- 
nick, CLU, president of the recently 
formed Long Island Chapter, American 
Society of Life Underwriters. 

Senator Javits gave an interesting talk 
on international affairs. He said that 
one of the greatest dangers posed by 
the Russian earth satellite is its threat 
to the collective security both within 
and without the United Nations. How- 
ever, Senator Javits felt Sputnik might 
prove a heaven-sent blessing in that it 
will impress on the American people 
the magnitude of the task of preserving 
the freedom of the United States and 
the world. 

Mr. Javits recommended that the 
United States “lay aside the last vestiges 
of isolationism and become a full work- 
ing partner in the free world.” He 
suggested preparation of a program of 
defense aeainst an Inter-Continental 
Ballistics Missile: along the lines of 
the World War II Manhattan Project 
which developed atomic capability then. 
He also expressed the need for accelera- 
tion in higher education for trained 
scientists and “closer economic coopera- 
tion with our allies in the regional or- 
ganizations to which we adhere.” 

Mr. Javits explained the Manhattan 
project which represented a crash pro- 
gram operating under a top policy group 
consisting of the President, Vice Pres- 
ident, Chief of Staff, and two of the 
most distinguished scientists in the coun- 
try under the managerial direction of 
General Groves, and in full cooperation 
with our British allies. The phenomenal 
success of the project was attributable 
to the fact that it was above the mili- 
tary services yet was coordinated with 
them and operated under the direct 
authorship of the President, avoiding 
interservice competition. 

It is interesting to note that Senator 
Javits agreed to speak at this gathering 
not through any personal contact, but 
rather because of his high regard for 
the institution of Chartered Life Under- 
writers. He again expressed his valued 
estimate of professional accomplishment 
when congratulating the new CLUs, 
and complimented them on their ambi- 
tion in attaining the degree, while allow- 


ing each individual could gain financially 
in insurance without taking the trouble 
to certify himself as a full professional 
man. 

The presentation of the candidates was 
made by Eugene C. DeVol, president, 
American Society of CLU, who after- 
wards asked all CLUs present to stand 
and renew the CLU Professional Charge. 

The newly designated CLUs are listed 
here with their company affiliations: 


Aetna Life — James L. Hazelwood. 
Berkshire Life — Seymour Geller. Con- 
necticut Mutual — William F. O’Brien. 
Continental American — Herbert R. 


Levin, Equitable Society — Ethelreda T. 
Barry, Clarence M. Buxton, Mary Ann 
C. Cooke, Leo M. Gottscho, Gordon O. 
Larsen, Sammy L. Neil. Home Life — 
Arnold E. Fein, Nathan S. Edelstein, 
Joel L. Mines. John Hancock — Ben- 
jamin Bergson, Irwin Cutler, Edward J. 


Scherding, Jr. The Maccabees — Jack 
Chast. Massachusetts Mutual — Arthur 
N. Block, Edward L. Berger. 

Also Metropolitan Life — M. Lain 


Conklin, Bertrand A. Daigle, Norman 
Diamond, Charles S. Morgan, Robert A. 
Muir, Solomon A. Raboy, Lawrence E. 
Rosenfield, Landon B. Ryder, Sigmund 
A. Scheingarten, Joseph Schloss, Alex- 
ander A. Schrader, Herbert Topf, Jack 
L. Warren. 

Mutual Benefit — John M. Connolly, 


NAME BURTON 
Burton Keirstad, Jr., has been named 
supervisor for John Howard, Norwalk, 
Conn., a general agent of United Life. 
Previously Mr. Keirstad had been an 
agent for a large New York company. 


KEIRSTAD, JR. 





Lampert, 
Melvyn James 
Mutual 
New England Mu- 


Jr., Stanley 
Mutual Life — 
Irving M. Stone. 
Charles B. Walther. 
tual — Howard B. Klein, 


Lee W. Rich, Richard B. Ripley, Sid- 
ney Sass, Seward Smith. 

New York Life — Minor C. Bond, 
Charles J. Dexter, Edward D. Hesse, 
Ralph M. Leeser, Paul M. McLarty, 
Henry M. Pettersson, James Sokol, 


Marvin S. Sterling, Robert M. Totton, 


Alfred J. Vaccacio. 


Penn Mutual — Albert J. Hammerle, 





Paul D. Heyman, Max Weis. 
Phoenix Mutual Martin J. O'Toole, 
Philip K. Whitman. 

The Prudential — Melvin I. Golub, 
John J. McDonagh, M. Michael Teich- 
man, Tony F. Tortorici. State Mutual — 
Irving S. Graiser. Travelers — Alvin 
Kavaler. Union Central Life — Charles 
T. Brown. Teachers Insurance & An- 
nuity, Jacquelyn A. Wentzell. 


James R. Slote. 
Danis, 
Trust — 


Mason Klinck, 


Treece Succeeds Suter 
For Acacia at Balcimore 


Appointment of Sammy D. 
Mutual’s 


Treece as 


manager of Acacia Baltimore 


branch was announced recentiy by Agen- 
cy Vice President Harry J. Shaffer. 
Formerly a unit manager in the com- 


pany’s northern Virginia branch, he 


assumed his new duties following the 
recent retirement of Roland C. Suter, 
dean of Acacia’s managerial force. 


Mr. Treece joined the company in 1949, 
following seven years of active duty in 
the Army. Wtihout previous life insur- 
ance experience, he placed nearly $500,- 
000 during his first full 
tinued this pace until his appointment as 
1953. 
appointment as 


year and con- 


a unit manager in January, 
At the time of his 
Baltimore manager, Mr. Treece had six 
men in his unit, all of whom he had 
personnaly recruited and trained. 
Although his retirement became effec- 
tive on October 1, Mr. Suter will hold 
the honorary title of “Branch Manager 
Emeritus” until January 1958, the date 
of his 40th Acacia anniversary. He has 
served continuously as manager of the 
company’s Baltimore branch since 1919. 





$146,075,266 








$876,207,441 


Increase of insurance-in-force is a reliable method of measuring the growth 
of a Company. The outstanding development of The Union Labor Life Insur- 
ance Company in the last decade was achieved by industrious men selling a first 


class product to a select market. 
ULLICO is on the threshold of becoming a billion dollar Company! 


If you want to share in this growth and enjoy a career with a Company that 


is going places, contact: 


AGENCY MANAGER 


The UNION LABOR 
LIFE INSURANCE COMPANY 


200 East 70th Street 


EDMUND P. TOBIN, President 














New York 21, N. Y. 
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Scholarship Contest Winners 


Scholarship prizes in the form of 
paid-up policies for education totaling 
$75,000 were awarded to 49 winners of 
the National Youth Scholarship Contest, 
sponsored by Johnson & Johnson and 
Mutual Benefit Life. 

The contest, which required entrants 
to complete the statement “A good edu- 
cation is important because .. .” in a 
50-word essay, opened on February 4 
and was officially closed on May 4 of 
this year. Only persons under the age of 
17 were eligible to receive the policies 
for education, but adults were permitted 
to enter the contest providing they desig- 
nated a person of eligible age to receive 
the policy. 

Grand prize in the contest, a $10,000 
paid-up policy for education, was won by 
a Manhasset, N. Y., grandmother, Mrs. 
Fred Kaiser, for her one-year-old grand- 
son Dirk David Smith of Chicago. 

The purpose of the Youth Scholarship 
Contest, as declared in a joint statement 
by Robert W. Johnson, Jr., executive 
vice president, Johnson & Johnson, and 
H. Bruce Palmer, president, Mutual 
Benefit Life, was: “To bring about an 
increase in general scholarships and give 


students an opportunity to study in a 
specialized field of their own choice. 
Stimulating greater public interest in 
education was also an important factor 
in the scholarship program. This was 
accomplished by allowing parents and 
other adults, as well as children, to 
compete in the scholarship contest.” 
Entries were judged by a board of 
judges consisting of: Mrs. Eleanor 
Roosevelt, Dr. Jean Bruchesi, under- 
secretary of Quebec, and a roster of 
prominent educators, including Dr. Her- 
man B. Wells, president, Indiana Uni- 
versity; Dr. Fred D. Fagg, Jr., president, 
University of Southern California; Dr. 


Harold. C. Case, president, Boston 
University; Dr. N. A. M. MacKenzie, 
president, University of British Colum- 


bia; Dr. J. Paul Mather, president, Uni- 
versity of Massachusetts; Dr. J. Roscoe 
Miller, president, Northwestern Univer- 
sity; Dr. Franklin D. Murphy, chancel- 
lor, University of Kansas; The Very 
Rev. Edward J. O’Donnell, S. J., presi- 
dent, Marquette University; Dr. Sid- 
ney Smith, president, University of 
Toronto; John M. French, former 
chairman, committee on national con- 
tests and activities, N.E.A. 





Agency Department Changes 
Made By Acacia Mutual 


Agency Vice President Harry J. Shaf- 
the pro- 
Mutual’s 


fer has announced following 
motions in Acacia Agency 
Department: 


Wallace E. 


Conservation since April, 1955, has been 


Whitmore, Supervisor of 


promoted to the newly-created position 
of Assistant Director of Advanced 


Underwriting. In his new assignment, 
he will assist Edward O. McHenry, Jr., 
CLU, in the promotion and development 
insurance and other types 
of advanced underwriting. 

Mr. Whitmore is a 


University of Maryland and is presently 


of business 


graduate of the 
study for a law degree at 
University in Washington. 
Lashbrook, 
Home Plan-A-Graph 
December, 1956, 
to Assistant 


completing 

Georgetown 
Lowell S 

the 


since 


Supervisor of 
Unit 

received a 
Director of 
part of the 


section, he 


)ffice 
has 
promotion 
Agency Research. As a 
expanded Agency Research 
will be responsible for the supervision 
of record keeping and reporting activ- 
ities, personnel and the company’s qual- 
ity business program. He holds bache- 


lor’s and master’s degrees from 
Princeton University 
Robert E. Best, an Estate Analyst 


n the PAG section since May, 1956, has 
been selected to replace Lashbrook as 


Supervisor of the Home Office PAG 
Unit. He will be assisted in this assign- 
ment by Sam V. Benedetti, who has been 


named Assistant Supervisor. 


Mutual Trust Announces 


Pre-Authorized Check Plan 


Mutual Trust Life, Chicago, has an- 
nounced its new pre-authorized check 
plan, which may be used by any agent 
of the company 

Under the plan, 
authorized to draw monthly checks on 
the policyowner’s checking account to 
pay his monthly life insurance premium. 
The plan offers, not only this convenient 
payment method, but also monthly rates 
which are less than the regular monthly 
or quarterly payment rates. The policies 
which are eligible for placement under 
this plan are all existing or newly- 
applied-for policies for which the special 
pre-authorized check plan monthly rate 
is at least $15. The policyowner is re- 
quired to maintain the regular checking 
account with his bank. 


Mutual Trust is 


Appp-A-Week Record 
E. Omar Mowrer, Jr., general agent 
for Midland Mutual Life in the Akron, 
Ohio, area, recently completed his 15th 
the “App-A-Week 
He holds position No. 7 among 


year in company’s 
Club.” 
the organization’s leaders in consecutive 
weekly production, having submitted at 
least one new application a week for 
780 straight weeks. 

Mr. Mowrer has been representing 
Midland Mutual since 1934. He also ranks 
high in the company’s honor clubs, hav- 
ing won membership in the Merit Club 
on the strength of his 1956 performance 


record. 








HEARD On The WAY 








Brooks Atkinson, outstanding dramatic 
critic of New York (his paper is New 
York Times) is one of the most shrewd 
observers of the nation’s mores. An 
accurate description he recently gave of 
daily life in a large city makes it seem 
almost incomprehensible that life insur- 
ance agents can handle that situation, 
capture attention and write substantial 
amounts of insurance, Their merchan- 
dising record speaks for itself. Here is 
Atkinson’s description of what life in a 
city really means: 

“Most people are overwhelmed by the 
details of daily life in a modern city. 
To cope with the details is to be subdued 
by them—rising on schedule, dressing 
suitably in clothes that have also to be 
cared for, absorbing the fury of the 
news that has rocketed in from all over 
the world, hurtling into the inchoate 
mass of the subway train, climbing back 
into daylight, waiting the green 
light at every street corner and cross- 


for 


ing in a bustling, preoccupied crowd, 
etc. 

“These are the preliminary details of 
the day. Each of them, if unmastered, 
provokes disorder and destroys the unity 
of personal life. Most people are 
numbed by them and have difficulty in 
rising above them and do not have en- 
ergy enough to perceive a purpose or a 
direction or a meaning or design to hu- 
man existence. Life looks day by day 
like a monstrous muddle.” 


Dogs applying for life insurance must 
submit their noseprints for identification, 
the Animal Insurance Co. of America 
ruled. A canine’s noseprint is as in- 
fallible an identification pattern as a 
human fingerprint, according to the in- 
surance company’s president, Milton M. 
Weiss. The company is the first devoted 





exclusively to insuring the lives of pedi- 
greed dogs. 

The noseprint requirement is to pre- 
vent a substitution when a death claim 
is made, Mr. Weiss explained. The com- 
pany’s application blank has a space set 
aside for the noseprint. It will be com- 
pared with the canine’s noseprint taken 
after death. 

The taking of the dog’s noseprint is 
more simple than the taking of a hu- 
man’s fingerprints. No special equip- 
ment is required other than an ordinary 
ink stamp pad. ; 

Unele Francis 
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“Giving 
more 
means 


Signing Up for Big Pacific Tel. & Tel. Group Contract getting 





Mark R. Sullivan (center), president of Pacific Telephone & Telegraph Co., signs 
the master application which places in force possibly the largest Group life insur- 
ance policy ever written on the West Coast. Robert E. Murphy (right), president of 
California-Western States Life, witnesses the signature as do Glen Ireland (left), 
vice president of Pacific Telephone; Neil E. Simpson (standing, left), Cal.-Western 
Life’s vice president and superintendent Group sales, and Robert B. Dugger, assis- 
tant vice president, Pacific Telephone. Cal.-Western Life was named as primary 
carrier and administrator for the program. Reinsurers include Metropolitan Life, 
Pacific Mutual Life, Standard Insurance Co. and The Travelers. 





more.” 


The extra service Mutual Benefit 
Life men give their clients pays off 
handsomely, in many ways. With 
a beautifully planned life insurance 
program clients get the most 

for every insurance dollar—so 
they’re really satisfied. And because 
they’re satisfied and tell others, 
Mutual Benefit Life men like 
Louis H. Saban of our Cleveland 
agency find it a whale of a lot 


to build 





easier—and quicker 


sound, profitable careers. 








The Mutual Benefit Life 
Insurance Company, Newark, N.J. 
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We 
salute 





a career 


man... 


We are proud of the election of ALBERT C. 
ADAMS to the office of President of the National 
Association of Life Underwiters. 


| In his tireless efforts on behalf of NALU he has 
ey matched the zeal which always has characterized 
his career with the John Hancock. 


Hi His selection to the position of leadership is a 
a tribute to all career life underwriters. 


Foetal ie 
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SAMMONS’ 55TH ANNIVERSARY 
October 18 was a day of honor and 
fond recollections for President F, Elmer 


Fire Insurance 
and also of the Fulton 
For that day marked 


Sammons of the Hanover 
Co. of New York, 
Fire of New York. 


completion by him of 55 years with the 


Hanover, which 55 years encompass his 
entire insurance 
On October 18, 


Eimer Sammons 


and business careers. 
1902, the then young 
just out of school in 
answered a “help wanted” 
and got a job as office boy 


under 


Brooklyn, 
newspaper ad 
in the Southern 
William Morrisson, 
of the Hanover. 


department 
then assistant secre- 


tary In the more than 


half century which has ensued Mr. 


Sammons has carved for himself a dis- 


tinguished career embracing fire and 
automobile insurance production, 
adjustment, executive 


Jan- 


under- 


writing and loss 
president and since 


Hanover, 


duties as vice 


president of the 


uary, 1945, 
one of the oldest and best known com- 
panies in the United States. 


President Sammon’s office last Friday 
was decorated with beautiful bouquets 
of flowers to mark this important anni- 
Many 


ness came to congratulate 


in the busi- 
But high 


versary. associates 
him, 
honors and passing years have not made 
Mr. Sammons less genial nor less demo- 
cratic. He is proud of his career from 
office boy to president, in typical Amer- 
ican tradition, and midst the bouquets 
enlarged copy of that “want ad” 
newspaper of 1902 that led him 


which 


was al 
from the 
into insurance, 
he did not 

knowledge, his c 
vancement of automobile 
his many other accomplishments became 


and to a career of 
lream then. His 
tributions to the ad- 


sound 


insurance and 
apparent as the years passed by. 
3riefly, Mr. 
in the Pacific Coast department 
after joining the 


Sammons became an ex- 
aminer 
some years Hanover. 
Then he was given charge of the broker- 
age department. After this he organized 
the automobile department of the com- 
pany and for years his special 
jurisdiction was over the automobile and 
loss departments. In 1937 he was ad- 
vanced to vice president of the Hanover. 
Then in 1945 he became president, All 
this progress was his own, due to merit. 


He never had any connections with any 


many 


member of the company’s official staff. 
integrity and knowledge 
promotion. 


In insurance industry ranks Mr. 
Sammons has also gained high honors. 
He is a past president of the National 
Automobile Underwriters Association, 
was formerly on the board of trustees of 
the Eastern Loss Executives Conference, 
and today serves as secretary of the Na- 
tional Board of Fire Underwriters, treas- 
urer of both the American Insurance As- 
Underwriters 
General Ad- 


His own energy, 


him and 


gained recognition 


sociation and the Eastern 
Association, director of the 
justment Bureau, Underwriters Salvage 
Co. and First National Bank Mount 
Vernon, N. Y., and trustee of the Postal 
While problems of 
obviously have 


Life Insurance Co, 
the insurance industry 
not been solved to the point where Pres- 
Sammons can relax completely, 
can be proud of his long 


ident 
certainly he 
career and his sound leadership of the 
Hanover and Fulton, 


Henry W. Newbegin, suggestion sec- 
retary of John Hancock Mutual Life, 
was elected first vice president of the 
National Association of Suggestion Sys- 
tems at that organization’s three-day 
annual meeting at Atlantic City re- 
cently. Mr. Newbegin was a member 
of the committee that planned the con- 
vention of some 800 suggestion system 
specialists from all parts of the country. 
A graduate of Milton Academy and Wil- 
liams College, Mr. Newbegin was in the 
field of real estate and property man- 
agement for a number of years before 
joining the John Hancock in 1942. In 
addition to his responsibilities at_ the 
John Hancock, he is a member of the 
corporation of Mt. Auburn Hospital and 
the Cambridge Savings Bank. Last year 
he also served as president of the New 
England Chapter of the National Asso- 
ciation. 

x ok Ok 

James B. McIntosh, vice president and 
assistant to the president of New Eng- 
land Mutual Life, has been elected to the 
3oston University, it was 
Boston University presi- 
Case. Mr. McIntosh, who 


corpe ration of 
announced by 


dent Harold C. 


graduated from Boston University in 
1950, is president of the University’s 
General Alumni Association and chair- 


man of the national campaign to raise 
$6,000,000 for the development of Boston 
University. 





Maria Martel 


DOUGLAS 


LEWIS W. 


Lewis W. Douglas, chairman of board, 
Mutual Life of New York, received on 
October 19 the highest court honor that 
an English sovereign can confer on a 
non-British citizen when Queen Eliza- 
beth made him an Honorary Knight of 
the Grand Cross of the Most Excellent 
Order of the British Empire. The order 
was conferred at an investiture held by 
the Queen and Prince Philip in the 
British Embassy in Washington. The 
honor was bestowed in recognition of 
the work of Mr. Douglas as American 
Ambassador to the Court of St. James’ 
(February 1947-December 1950) and for 
his services generally, including the 


Marshall Plan, in the reconstruction of 
Western Europe. The Order of the 
3ritish Empire, most recent of Great 
3ritain’s, was instituted in June, 1917, 
to reward war services in all capacities, 
military and civil. Women as well as 
men are eligible. Knight of the Grand 


Cross (Mr. Douglas’ title) is the highest 
of the five ranks in which the order is 
divided. The principal decoration which 


goes with the order is a large silver 
star worn, with formal attire, on the left 
breast. The badge is in the form of a 
“cross pattee” (i.e. with four arms 


shaped like fish tails). It is enameled in 
pearl grey bordered with gold. A golden 
medallion and a circlet are in the center. 
An imperial crown surmounts the cross, 
and the circlet is in red enamel. 

xk 2. 


Samuel P. Haberman, an insurance ad- 
juster and book publisher, New York 
City, won a $500 second prize in the 
nineteenth Annual Newspaper Snapshot 
Contest, making him one of the two top 
winners for “Herald Tribune.” The snap- 
shot was taken while Mr. Haberman was 
vacationing in Sarasota, Fla. 

x * * 


George T. Smith of East Longmeadow, 
Mass.. has become associated with 
the Chamberlain Insurance Agency of 
Springfield. He is now serving his third 
term as a Representative in the Massa- 
chusetts legislature. He is retired from 
the Westinghouse Electric Corp. 

a a 


Norman A. Cox has been elected pres- 
ident of the newly created American 
United Life 20-Year Club. the Club has 
75 members, representing 2,195 years of 
service with the Indianapolis home of- 
fice, or average length of employment of 
more than 29 years. Other officers 
elected for the organization’s first year 
are: Mae McDaniel, vice president; 
Ralph Caldwell, treasurer; and Margaret 
Ray, secretary. 








PAUL W. WATT 


Paul W. Watt, president of Washing- 
ton National, recently elected president 
of the Insurance Economics Society of 
America, is well fitted for his new post. 
His broad A. & H. and life insurance 
background extends over 30 years (27 
years with Washington National). He 
served as first vice president of the old 
Health & Accident Underwriters Con- 
ference (1954-55) and is currently on 
HIAA’s committee on economics of 
financing medical care. His fellow offi- 
cers in the Society, now 15 years old, 
include Theo. P. Beasley, Republic Na- 
tional Life, first vice president; W. J. 
Hamrick, Gulf Life, second vice pres- 
ident; H. O. Fishback, Jr., Northern 
Life, secretary. Managing Director E. 
H. O’Connor’s report at the recent meet- 
ing in Chicago pointed to successful dis- 
position this year of 19 compulsory cash 
sickness bills introduced in nine state 
legislatures. 

ok + * 

C. F. Clarkson has been named assist- 
ant manager of the Department of In- 
surance and Fire Protection for the 
Canadian Pacific Railways, Montreal, 

x ok x 
Paul A. Norton, a vice president of 


New York Life, has for the third vear 
accepted the post of chairman of the 


Division of the 1958 Fund 
Drive of the Greater New York Boy 
Scout Councils, it was announced by 
Harry Doniger, president of McGregor- 
Doniger and Businessmen’s Chairman 
for the campaign. Serving with Mr. 
Norton as Division Co- Chairman will be 
William R. Cowie, a vice president of 
Equitable Society, who was co-chairman 
of the Life Insurance Company Execu- 
tives Committee last year. The Insur- 
ance Division is one of 15 sections of the 
Businessmen’s Committee for the Bov 
Scout Fund Drive and is composed of 
— of the insurance field in the 
ity. 


Insurance 


* * * 


Joseph Harris, president of Great- 
West Life. has been elected a director 
of the Hudson’s Bay Co., of Canada. 

* * x 


Harry C. Hagerty. financial vice pres- 
ident and director of Metropolitan Life, 
has been named chairman of the pro- 
fessional, financial and insurance group 
in Manhattan and The Bronx of the 
United Hospital Fund’s 1957 campaign 
for funds for 80 voluntary member ho-- 
pitals. Campaign’s goal is $3,000,000 
to be distributed among member _hos- 
pitals according to the amount of free 
and below cost care given by each 
hospital. Mr. Hagerty will direct the 
appeal in fields of insurance and finance 
and in the professions. 
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Playing Political Football with New Jersey Department 


of Banking and Insurance 


One of the greatest disservices which 
can be performed against the interests 
of the public as well as the industry 
which furnishes economic protection to 
nearly all of the citizenry is to make a 
political football of the insurance super- 
vision of a State. Such a crime becomes 
odious when the Department criticised 
has won a national reputation for in- 
tegrity since its creation; never before 
had its administration been questioned; 
and has among its alumni a considerable 
number of men now occupying some 
of the principal positions in the insur- 
ance business, each appointment having 
been made by companies on a basis of 
strict merit and brought about by out- 
standing work which had been done for 
the Department. 

Such a situation is now on daily ob- 
servation because of a crusade being 
conducted against the New Jersey De- 
partment, its Commissioner and some 
of his associates. The principal cru- 
sader is a candidate for Governor of 
a party out of power and his principle 
spokesman is the leading daily paper 
of the state, which, incidently, is one of 
the most powerful dailies of the nation. 

The direct target of these attacks is 
Commissioner of Banking and _ Insur- 
ance, Charles R. Howell. Naturally, 
these daily assaults, delivered not only 
in the columns of the newspaper but 
also on political rostrums throughout 
the state, are disturbing to the policy- 
holders as well as to the insurance com- 
panies, including those not domiciled in 
New Jersey, the home state of some 
of the leading insurance companies of 
America. It would be strange, indeed, 
if the repetition of these character as- 
saults did not, and will not result in a 
loss of some confidence in State regula- 
tion of insurance and in the insurance 
companies themselves by policyholders. 

One reason for the resentment of the 
insurance business over this barrage of 
misrepresentation is the pride insurance 
carriers feel in the record of the New 
Jersey Department, its immense pres- 
tige with Insurance Commissioners of 
all states, the important position the 
Department has and the additional fact 
that the Commissioner is regarded as 
being the unfortunate “goat” of a po- 
litical crusade. Furthermore, it is the 
belief that there is no merit in the 
nature of the charges against the 
Commissioner which are largely based 
on the fact that when New Jersey De- 
partment learned that John R. Cooney, 
then president of the Firemen’s Insur- 
ance Co. and other members of The 
Loyalty Group, had made questionable 
expenditures of the Group’s funds that 
fact was not immediately handed out 
to the newspapers. In brief, that the 
Department was false to its trust by 
withholding facts which should be in 
the public’s possession. 

While Mr. Cooney was indicted by a 
grand jury and this week pleaded “no 


defense,” some of these funds have 
been restored to the Group. Superin- 
tendent of Insurance Leffert Holz of 
New York, whose Department first un- 
earthed the facts of the expenditures of 
these funds, testified before the politic- 
ally-minded New Jersey Law Enforce- 


ment Commission that he was by no 
means convinced that the insurance 
president was a criminal although he 


regarded some of these expenditures as 
puzzling to him. 

In similar situations in the states the 
decision before Insurance Commissioners 
as to making immediate disclosure has 


depended upon a number of aspects. 
These include whether the disclosure 
is merely injurious to one man or a 


small set of men, or whether it will be 
harmful to the general body of policy- 
holders as being premature publicity 
before the accused can find time to 
correct the situation. 
The resentment in New 
current mud-slinging grows 
fact that Commissioner Howell 
ways conducted his Department effec- 
tively; that he is an honest and 
conscientious state official; and that he 
is burdened with a double load: regu- 
lating both banking and insurance. 
Another item in the administration of 
Commissioner Howell which should be 
noted is that he makes no_ political 
appointments. He named as his Deputy 
Commissioner Timothy A. McNicholas 
who had been chief examiner of the 
Department for years and is regarded 
by his confreres in National Associa- 
tion of Insurance Commissioners as an 
unusually able Department executive. 
Other appointments made by Commis- 
sioner Howell have been “up from un- 
der” advancements with the single ex- 
ception of an appointment of a personal 
assistant having no connection of any 
kind with politics. Thus, he has main- 
tained the continuity of a “career-type” 


Jersey of the 
out of the 
has al- 


of staff workers holding important 
Department posts. 

At this point I want to discuss in 
some detail the New Jersey Depart- 


ment of Banking and Insurance as far 


as its insurance division is concerned, 
telling some facts as to why it has 
reached its present stature among the 


Commissioners and in the industry; and 
also to call attention to some individuals 
whose work with the Department has 
contributed to its present high stature 
in the nation-wide Department ranks 
and in the industry itself. These include 
some personalities who have grown to 
nation-wide figures in the insurance 
business since leaving the New Jersey 
Department. 

Many stories are told reflecting the 
integrity of the New Jersey Department 
of Banking and Insurance. There was 
T. K. Johnston, for instance. Deputy 
in charge of the Insurance Bureau prior 
to its reorganization in 1926 he was a 
man described by insurance people fa- 


miliar with the Department as so dedi- 
cated to public service that he regu- 
larly protested salary increases for 
himself, and possibly also mistakenly 
for others, on the notion that public 
service itself was its own reward and 
that the remuneration of a public ser- 

vant should be consistent with that of a 
teacher or a clergyman rather than that 
of a person who is in private business. 
While this notion would be regarded as 
old-fashioned today, and could well 
have been partially responsible for the 
investigation of 1926, it does, neverthe- 
less, set the character of the man who 
guided the destinies of the Department 
for several decades and under whom 
chris Gough had his initial training. 

For many years the executive end 
of the New Jersey Department was ad- 
ministered by Chris Gough. The char- 
acter of the Department, as established 
by “old T. K.” as Johnston was popu- 
larly called, set the stage for the sort 
of a public administrator that Deputy 
Gough turned out to be: a man dedi- 
cated to the public welfare, having no 
patience with financial trickery and 
completely unimpressed by the business 
position or economic status of people 
with whom he had contacts. Thus, the 
path to his desk was as wide and easy 
to travel for the small as well as the 
big man. 

The high regard felt for Deputy Chris 
Gough was demonstrated when the in- 
surance fraternity selected him as guest 
of honor at a dinner which filled the 


ballroom of the Statler Hotel when it 
was called the Pennsylvania. Starting 
asa pares from casualty men in north- 
ern New Jersey, interest in the dinner 
grew as the other divisions of the busi- 
ness asked to be represented among 
the hosts. About 1,200 were at the 


affair, including presidents of many in- 
surance companies, 

The character and 
Johnston and Gough had much to do 
with the traditional dedication to pub- 
lic service which made it possible for 
the technical men in the Department to 
bring out the best of their talents for 
the State. These people were compen- 
sated at levels substantially higher than 
those in other states. This, for instance, 
was a factor which brought in Bill 
Weigand as chief examiner, a CPA and 
a man who could organize an _ out- 
standing examination division by train- 
ing people to do a competent job. 
He inspired them with an appreciation 
of public responsibilities involved in the 
duties with which they were charged. 
The succession of brilliant people who 
passed through the actuarial division 
helped build the great prestige of the 
Department. They included Bruce E. 
Shepherd, A..N. Guertin, Bruce Gerhard 
and the present head of the actuarial 
department, Harold Bittel. Mr. Shep- 
herd, now one of the top executives of 
the insurance business, is manager of 
the Life Insurance Association of Amer- 
ica. Mr. Guertin, now actuary of Amer- 
ican Life Convention, has long filled 
posts of chairman or as a member of 
some of the most important actuarial 
committees in recent years. These in- 
cluded the joint committee from whose 
studies came the Commissioners Stand- 
ard Ordinary mortality table. The table 
was the result of conferences over some 
and 


personalities of 


years of Insurance Commissioners 
insurance companies. The role played 
by Mr. Guertin in this new table and 


the laws enacted in making its use pos- 
sible was a major one. 

Included in the group of former ac- 
tuaries or actuarial assistants in the 
New Jersey Department are W. Ralph 
Jones, now president of National Fidel- 
ity Life of Kansas City, and Daniel J. 
Lyons, now vice president of Guardian 
Life and who lent strength to the ac- 
tuarial division when A. N. Guertin was 
the Department’s actuary. 

It is against such backdrops that the 
New Jersey Department was constantly 
called upon by the National Association 
of Insurance Commissioners for various 
committee assignments where particu- 
larly difficult jobs were involved. One 
cannot ignore the contribution of Chris 
Gough in working out the zone system 
of examination which he had suggested, 


the early grasp of Departmental rep- 
resentatives in the matter of the valua- 
tion of securities when the going was 
very rough in the early 1930’s, and many 
other subjects. 

Probably the reason for the high re- 
gard for the Department which has 
always been felt by the supervisory of- 
ficials of other states lay not in the 
complications of the New Jersey insur- 
ance law, nor in the size of the Depart- 
ment’s budget, (since the budget 
traditionally has been far smaller than 
that of many other states,) nor in the 
size of its personnel because that has 
been relatively small in view of the 
Department’s responsibilities, but the 
esteem grew out of knowledge of the 
high standards of the chief New Jersey 
Department’s career officers for years 
and the competence of its technical per- 
sonnel. 

Probably contributing to such a situa- 
tion also may be the long term of serv- 
ice of most of the chief officers, both 
executive and administrative. Except for 
the Commissioner himself and the Dep- 
uty, the remaining Departmental per- 
sonnel has held civil service status, in- 
dependent of the political complexion of 
the particular administration under one 
of the strongest civil service systems in 
the country. The protection afforded by 
that system, undoubtedly, because it it- 
self was conducted under skillful admin- 
istrators whose own careers were not 
dependent on political vicissitudes, had 
much to do with this situation. 

These are all some of the reasons why 
the insurance fraternity does not think 
that Commissioner Howell and his asso- 
ciates have been placed in a fair 
position by being made a football in the 
political arena. 

* * 7 


Louis Pink Lectures 


Committee for World 
and World Disarmament and New 
School for Social Research has a joint 
sponsorship in the six Louis Pink Lec- 
tures for the 1957-58 season. The lecture 
series inaugurated last year in memory 
of the late chairman of the Citizens 
Conference on International Economic 
Union, and who also was a former New 
York State Insurance Commissioner, 
has as its theme “The Economics of 
Peace.” 


Development 


* * x 


40 CPCU Teachers at Conference 


in Boston 
Forty CPCU teachers from the New 
England States, plus several guests at 
tended a teachers’ conference conducted 
by the American Institute for Property 
and Liability Underwriters at the Statler 
Hotel in Boston on October 24 and 25. 
This conference is the first of the 1957- 
58 annual series and will be followed by 
similar meetings in other sections of the 
country, The theme for these confer- 
ences is “Manpower Building for Pro- 
fessional Careers in Insurance.” 
Teaching techniques for CPCU study 
classes conducted at universities and col- 
leges throughout the country were dis- 
cussed in an “idea-sharing” session by 
the various college professors, attorneys 
and CPCU’s who share in this nation- 
wide teaching. Other subjects discussed 
included edcation for professional careers 
in insurance and motivation, selection, 
guidance and counseling of persons pre- 
paring for these professional careers. 
Each session was opened with the pre- 
sentation of ideas by various CPCU 
teachers attending the conference. 
Dr. Harry J. Loman, dean of the 
American Institute, was in charge and 
his team of assistants included Robert 





M. Morse and Dr. Edwin S. Overman, 
assistant deans of the Institute and 
Harry F. Brooks, director of field serv- 
ices. 


* * * 


Stringent Highway Safety 


As part of a new safety program 
adopted recently by the New Jersey 
State Coordinating Council on Traffic 


and Safety, local magistrates will be 
requested to revoke the licenses of first 
offenders found guilty of speeding or 
careless driving. 
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Inter-Regional Conference New, 


Constructive Force in Insurance 
C. M. Close, Great American, Tells of Move to Establish Fun- 


damental Principles and Reasonable Coordination of 
Practices Among Rating Jurisdictions; Trend Factor in 
Rate Adjustments 


An important address on the nation- 


wide operations of Inter-Regional In- 
surance Conference, national advisory 
organization in the fire and allied fields, 
was presented by Charles M. Close, 


executive vice 
American Insurance ( 
nual meeting of the Pacific Fire Rating 
Bureau at Phoenix, Ariz. He discussed 
not only efforts toward coordins ition, uni- 
formity, and adherence to sound prin- 
ciples, but likewise the importance of 
considering the trend factor in making 
insurance rate revisions. 

Mr. Close declared that “recent events 
have emphasized the soundness of the 
reasoning that originally promoted for- 
mation of this organization. It is becom- 
ing increasingly clear that no section of 
the country can operate as though it 
were contained in an insurance vacuum. 
It is evident that events, wherever they 
may occur, cannot be isolated; instead 
they invariably cast a long shadow that 
reaches into every section of the country. 

Coordination of Practises 

“It must be conceded, in a large coun- 
try such as ours, that economic, political, 
and atmospheric conditions 


sober = of the Great 
o., before the an- 


geographic 


may vary materially. There are, how- 
ever, broad areas in which it is vital 
that we maintain, consistently, certain 
fundamenal principles if for no other 
reason than that our clients, with in- 
creasing frequency, are operating on a 
nationwide basis. This is essentially the 


Inter-Regional Insurance 
which is dedicated to estab- 
lishing necessary, fundamental principles 
and then achieving a reasonable co- 
ordination of practices among the several 
rating jurisdictions,” stated Mr. Close 

“It is the purpose of Inter-Regional 
Insurance Conference to work closely 
with and through the regional advisory 
organizations. Tangible evidence of this 
is that the advisory committee of Inter- 
Regional, provided for in its constitution, 
includes within its membe rship the man- 
ager of the Board of Fire Underwriters 
of the Pacific as well as an officer of a 
member company of that organization 
appointed by its president. 

“Occasionally the question is asked: 
‘Why does Inter-Regional choose to deal 
through the Board of Fire Underwriters 
of the Pacific rather than directly with 
the Pacific Fire Rating Bureau?’ The 
answer is that it has been considered 
wise to work through advisory organiza- 
tions rather than directly with rating 
bureaus. In the case of autonomous rat- 
ing bureaus, not located within the ter- 
ritory of any regional advisory organi- 
zation, that procedure unfortunately is 
not possible,” Mr. Close observed. 

“In the Pacific Coast territory, 
a regional advisory organization does 
exist, we feel that it is preferable to 
utilize the facilities of that organization, 
as has been done in the case of every 
other major regional advisory body 
throughout the country. This procedure 
means that recommendations of Inter- 
Regional are reviewed by the regional 
advisory bodies — a step which it is 
hoped will promote full understanding 
of recommendations and enlist the 
wholehearted support of these regional 
advisory organizations. 

“Aside from matters of broad policy, 


reason for 
Conference, 


where 


the recommendations of Inter-Regional 
usually evolve from local problems that 
are considered initially by local rating 
or regional advisory organizations, and 
then passed along to Inter-Regional for 
considers ation on a nationwide basis. 
“It is important to remember that mat- 


ters, other than those of pure policy- 
making nature, normally flow first 
through the advisory committee and 


later are submitted to the executive 
committee for final action before any 
nationwide recommendation is proposed. 
The advisory committee is composed 
entirely of representatives of regional 
advisory organizations in all parts of the 
country. 

“It is important to emphasize not only 
that Inter-Regional embraces within its 
membership virtually the entire capital 
stock fire insurance company roster but 
that its recommendations to regional 
bodies and autonomous rating bureaus 
carry the weight of endorsement of the 
chief executives of its companies com- 
prising its membership. 

“The executive committee of 
ference includes as members the 
dents, vice presidents, United 
managers and assistant United 
managers of member companies. 

“Further evidence of the weight be- 
hind recommendations of the Confer- 
ence has been provided, recently, by the 
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establishment of a board of governors, 
comprised of the chief executives of 15 
company members as follows: 

“Clinton L. Allen, president, Aetna In- 
surance Group; Kenneth E. Black, pres- 
ident, Home Insurance Co.; James F. 
Crafts, president, Fireman’s Fund; 
Lester S. Harvey, president, New 
Hampshire Fire Co.; J. Victor Herd, 
president, America Fore Group; James 
C. Hullett, president, Hartford Fire; A. 
B. Jackson, president, St. Paul Fire & 
Marine. 

“Also Harry W. Miller, general U. S. 


atty., Commercial Union-Ocean Group; 
W. E. Newcomb, president, Great Amer- 
ican; William L. Nolen, U. S. megr., 
North British & Mercantile; John A. 


North, president, Phoenix Insurance Co. ; 
S. Dwight Parker, president, Springfield 
Fire & Marine; William B. Rearden, 
president, Firemen’s Insurance Co.; 
Alexander L. Ross, exec. vice president, 
Crum & Forster, and Clarke Smith, 
U. S. megr., Royal-Globe Insurance 
Group. 

“In any large nationwide industry 
such as ours there are diverse opinions 
on many subjects,” Mr. Close continued. 
“One of the tasks of Inter-Regional is 
to reconcile, wherever possible, these 












Life 





















JAFFE AGENCY, 


INSURANCE UNDERWRITERS 


hn Street, New York 38, N. Y. e BArclay 







RELIABILITY 


VISION 






prospects always get away? 


Did you sell a few Life policies last year? Fine — it’s 
a good start. But don’t forget that for every one you 
sold, there’s a bigger one unconvinced, unconcerned 
and unprotected. 

Naturally it’s harder to sell the big ones. It takes 
more experience, more knowledge and a lot more 
planning. That's where Jaffe’s Life Department comes 
into the picture. 

We have the specialized help you need — and it’s 
available to you when you want it. Our Life people 
will supply the necessary information, help plan your 
campaign and even go with you when you call on 
your prospect. If you’re aiming for the big ones, stop 
in at Jaffe and talk it over with us. 


INC. 


Inland and Ocean Marine, Automobile, 
Liability, Compensation, Disability, Fire, 
Burglary, Glass, Bonds, Water, Boiler & 
Machinery, Excess Lines, LIFE 









METROPOLITAN FIRE 
ASSURANCE COMPANY 








REINSURANCE Exclusively 
Fire and Allied Classes 








J. B. CARVALHO, 





Hartford 3, Conn. 


President 





diversities of opinion in order that ac- 
ceptable, practical solutions to common 
problems will be discovered that are 
sound for both the insurance industry 
and for the insuring public. 

Problems Now Considered 

“The recently recommended change in 
the term multiple may well demonstrate 
the type of service that Inter- Region: al 
can perform. At the annual meeting of 
the National Association of Insurance 
Commissioners in June, a committee 
urged that prompt action be instituted 
on a nationwide scale to bring about a 
change in the term rule. This recom- 
mendation was communicated to the 
executive committee of Inter-Regional 
and within ten days a meeting of insur- 
ance representatives of the entire indus- 
try — stock, mutual and independent 
companies — was held in our office in 
New York City. Unanimous agreement 
was reached that a change in term 
multiples was necessary and desirable. 
The task of implementing the decision 
on a nationwide basis was entrusted to 
Inter-Regional,” Mr. Close stated. 

“President Joseph A. Navarre of the 
NAIC was particularly helpful in this 
transaction and we have received the 
sympathetic cooperation of many other 
Insurance Commissioners. To date some 
37 rating jurisdictions have adopted the 
revised term multiple and we are hope- 
ful that it will become effective in all 
jurisdictions within a reasonable time. 

“This gratifying progress could never 
have been achieved without the whole- 
hearted support and cooperation of state 
regulatory authorities. It offers a splen- 
did example of what can be accom- 
plished when there is a high degree of 
cooperation between state officials and 
industry. 

“Last month Inter- Regional was rep- 
resented at the Zone 6 meeting of In- 
surance Commissioners in Seattle, Wash. 
Our attendance was prompted by the 
knowledge that principles affecting the 
insurance business nationwide were to 
be discussed in open forum before the 
Commissioners of eight far-Western 
states and two territories. 

“We felt it important to outline the 
steps being taken by Inter- Regional on 
behalf of its members to secure proper 
rate level adjustments and, if it became 
necessary, to defend the basic principles 
upon which we propose to accomplish 
this desirable result. 


Prospective Loss and Experience 


“As chairman of the committee on rate 
level adjustments, along with the chair- 


man of our term rule committee, I 
presented a statement regarding ‘the 
consideration now being given to na- 


tional problems. We stressed, particu- 
larly, the fact that for some time we 
have been concerned with the need for 
more prompt recognition of prospective 
loss and prospective expense experience 
in our rating system; that we are en- 
gaged in research to develop a defensible 
formula for recognition of trends in fire 
insurance experience. 

“We delineated in detail the six basic 

(Continued on Page 34) 
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Also Alexander L. Ross, executive vice 
president, Crum & Forster; Clinton L. 
Allen, president, Aetna Insurance Group; 
William L. Nolen, U. S. manager, North 
British & Mercantile; A. B. Jackson, 
president, St. Paul Fire & Marine; John 
\. North, president, Phoenix Insurance 
Co.; Harry W. Miller, general U. S. at- 
torney, Commercial Union-Ocean Group; 
Lester S. Harvey, president, New Hamp- 
shire Fire. 


Mountain on Fire Rating 


Chairman Mountain, in his report 
stressed the work of ‘the special com- 
mittee for actively reviewing methods 
employed by the fire rating organiza- 
tions, nationwide, in the adjustment of 
rate levels. This committee aims to 
seek means for meeting the problem of 
unsatisfactory loss trends. 

“Much has been accomplished in 
furnishing rating organizations nation- 
wide with statistical and detailed infor- 
mation — much remains to be accom- 
plished. It is anticipated that within 
a very short time rating organizations 
nationwide will be in possession of re- 
vised basic principles for rate level 
adjustment, as well as a positive recom- 
mendation with respect to the treatment 
of trend. 

“Growing out of this broad subject, 
action has been recommended to all rat- 
ing organizations nationwide with’ re- 
spect to increased term multiples. This 
recommendation has been adopted and 
the revised multiples promulgated in 
some 36 rating jurisdictions. It is confi- 
dently expected that it will be adopted 
in the majority of the remaining rating 
jurisdictions in the near future. 

“From an organizational standpoint I 
have no hesitancy in reporting to the 
membership a strengthening of Inter- 
Regional Insurance Conference through 
the acquisition of the services of Charles 
P. Butler as general counsel. Mr. But- 
ler’s varied and long experience has 
already proven of very real value to 
Inter-Regional and his services have 
been sought by rating organizations in 
a consultive capacity.” 


Beckwith on Objectives 


Manager Beckwith likewise stressed 
the unsatisfactory underwriting picture. 
He stz ited that “recognizing as we all 
do that in a large country such as this 
conditions vary materially in the dif- 
ferent sections, our industry neverthe- 
less also recognizes that there are broad 
and important areas in which it is vital 
that we deal consistently, not only in 
the application of fundamental prin- 
ciples, but in our dealings with our 
clients who themselves, with increasing 
frequency, are functioning on a nation- 
wide basis. 

“Consequently the judgment of those 
executives who originally recognized the 
need for this organization, dedicated to 
achieving a reasonable coordination of 
practices among the several rating juris- 
dictions nationwide, is fully vindicated 
by current events. 

“The members of Inter-Regional need 
no reminder that the two principal com- 
mittees, namely: the executive commit- 
tee comprised of company executives 
elected by you; and the advisory com- 
mittee comprised of representatives of 
the regional organizations constitute the 
principal forces behind our nationwide 
recommendations. 

“It should not be amiss, however, to 
emphasize that in addition to the work 
of these two major committees careful, 
detailed and frequently lengthy work is 
done by special committees appointed 
to deal with special subjects. 


Work of Committees 


“Among these are the following: 

“Time element committee comprised 
of regional organization personnel and 
company representation from each re- 
gional field. This commitee is especially 
well versed in time element subjects and 
is at this moment on the verge of pro- 
posing a materially simplified method for 
writing business interruption insurance. 


“Committee on deferred premium pay- 
ment plans — This committee is com- 
prised of members of the executive com- 
mittee and has been diligently consider- 
ing a proposed plan presented by the 
Pacific Fire Rating Bureau which, while 
revolutionary in certain respects, will if 
ultimately approved and adopted, ma- 
terially simplify the mechanical detail 
and expense incident to the handling of 
installment business. 

“This committee has also in turn 
called upon the services of a committee 
of actuaries which is conducting a cost 
accounting study to determine the actual 
cost of handling installment business. 

“Public utility Committee — This com- 
mittee is charged with carrying on the 
work previously handled by the ex- 
ecutive committee of Central Traction 
and Lighting Bureau which has been 
dissolved. It is essentially a committee 
of company executives and depends in 
turn for detailed study and consideration 
on various technical subcommittees. 

“Committee on extended coverage en- 
dorsement No. 3 — This is a commit- 
tee of company executives which has 
been engaged for some months in the 
detailed study of the situation sur- 
rounding the use of the Extended Cover- 
age Endorsement No 

“Flood committee — This is a com- 
mittee, comprised of company execu- 
tives who worked with our staff con- 
tinually for a period of eight months 
in developing contracts and a rating plan 
for the Federal Flood Indemnity Ad- 
ministration. While it is true that the 
Federal Agency was unable to function 
because of the lack of appropriations by 
Congress, that does not minimize the 
lengthy and painstaking work that our 
committee accomplished. 

Rate Level Adjustments 

“Committee on rate level adjustments 
is at this moment engaged in reviewing, 
and in carefully revising, a set of basic 
principles for the adjustment of rate 
levels previously recommended to rating 
organizations nationwide. It is also 
engaged — with the help of an actuarial 
subcommittee — in devising concrete 
means for properly recognizing the cur- 
rent and prospective trend in experi- 
ence. In all of this work our commit- 
tee on rate level adjustments has the 
benefit of helpful consultation with re- 
gional organizations and rating man- 
agers and while the problem nationwide 
presents difficult and complex features, 
it may be stated that it is well on the 
way toward an adequate solution. 

“Committee on term rule — This 
committee, which has been functioning 
since early last spring, grasped an op- 
portunity presented at a meeting of the 
National Association of Insurance Com- 
missioners last June and within a period 


of 90 days, after consultation with other 
segments of the industry, accomplished 
through the cooperation of many Insur- 
ance Commissioners and local rating or- 
ganizations an important revision in the 
term multiple in three-fourths of the 
states of the nation. It is hoped that the 


balance will follow suit in the near 
future. 

“Sub x i ae 

ubcommittee on reinsurance — This 


subcommittee comprised of company ex- 
ecutives familiar with reinsurance prob- 
lems has completed a program for 
dealing with facultative reinsurance 
which it is felt will materially simplify 
the handling of that phase of our busi- 
ness for our members. 

“Sprinkler leakage — water damage 
committee — This committee is on con- 
tinuous stand-by service for matters 
affecting the sprinkler leakage or water 
damage schedules and their related con- 
tracts. It is comprised of company 
executives. 


Term Rule Action by States 


“Chairman Mountain has touched upon 
work of the committee on term rule. 
Those areas which have not seen fit to 
approve this change largely involve 
states in which the Insurance Depart- 
ments persist in confusing a change in 
the term multiple with rate level 
changes,” said Mr. Beckwith. “It is 
the conviction of the committee on 
term rule, which has studied this matter. 
that such confusion is unwarranted and 
that any initial premium increase which 
will be derived from the term rule re- 
vision cannot exceed a modest amount 
for the first year and will be reflected 
in the underwriting results in succes- 
sive years and that consequently it is 
not felt that approval of the term mul- 
tiple revision should be withheld pend- 
ing rate level changes which are hased 
upon underwriting experience nor should 
it be accompanied by any ‘flat’ rate 
revision designed as an off-set thereto. 

“Currently a committee appointed by 
the chairman is working jointly with 
committees representing the National 
Bureau, Inland Marine Insurance Bu- 
reau and Multi-Peril Insurance Confer- 
ence in an effort to develop a mutually 
satisfactory ‘water exclusion’ suitable 
for incorporation in fire, casuz ilty, marine 
and multi-peril contracts.” 


KELLY SPECIAL AT PHILA. 

Frank E. Kelly has been appointed 
special agent to service the Philadelphia 
area for the Pacific National Group. A 
native of Pennsylvania, Mr. Kelly re- 
cently returned to the Pacific National 
Group after serving as general manager 
of RM Coffee Company. Prior to this 
he had been in the field for Manufac- 
turers Casualty, an affiliate of the group. 





NORTH AMERICA 
LEADS 
IN RE-INSURANCE! 


A stable market for re-insurance. 


INSURANCE BY NORTH AMERICA 


Philadelphia 


FEDERATION SCHOLARSHIPS 


$1,000 Program for New York State 
High School Seniors to Continue 
After 1958 President Ehre States 


The new $1,000 college scholarship 
program of the Insurance Federation of 
New York, Inc., for New York State 
high school seniors has received en- 
dorsement from Governor Harriman and 
excellent publicity President Victor T 
Ehre of the Federation states. This 
competitive scholarship program will be- 
gin in June, 1958, with a $250 scholar- 
ship to the high school senior who 
writes the best essay on “What the 
Private Enterprise System Means to 
the U. S. A.” The winner will receive 
$250 for the three succeeding years 
of his college education as well. 

In 1959, Mr. Ehre says, the Federation 
will appropriate an additional $250 so 
that a new winner may be chosen. This 
arrangement will be continued until a 
total of $1,000 is available each year to 
maintain and perpetuate the program. 
The Federation has sent a letter to the 
1,121 high school principals throughout 
the state. Each contestant must be 
sponsored by a member of the Federa- 
tion and members are urged by Presi- 
dent Ehre, who is also president of the 
Buffalo Insurance Co., 3 contact high 
school principals to acquaint them fully 
with this program. 





Cooney, Dearden Plead 
No Defense to Charges 


John R. Cooney, 
the Firemen’s of 
companies of the 


former president of 
Newark and other 
Loyalty Group, and 
John E. Dearden, Philadelphia insurance 
publisher, pleaded “no defense” this 
week in Newark to indictments asso- 
ciated with alleged conversion of funds 
of the Firemen’s. The two defendants 
appeared before Superior Court judge 
Alexander P. Waugh in Newark on 
Monday. They had pleaded innocent to 
the indictments and six other charges 
in June. Judge Waugh set November 6 
as tentative date for sentencing. 





Pearl-Monarch Group’s 
New Philadelphia Office 


Companies of the Pearl-Monarch In- 
surance Group, the Pearl Assurance 
Company, Ltd. and The Monarch Insur- 
ance Company of Ohio announce the 
opening of the Philadelphia service of- 
fice with headquarters at 3 Penn Center 
Plaza. The new quarters will be occu- 
pied November 4 and will provide full 
facilities, 

D. R. Maitha has been appointed man- 

ager of the Philz udelphia office and will 
supervise the group’s operations in the 
Philedelphia area. vig Maitha joined 
the Pearl in 1942 and subsequently was 
appointed agency superintendent. 
A. Loftus has been appointed cas- 
supervisor and will supervise the 
group’s casualty operations in Philadel- 
phia and Philadelphia suburban terri- 
tories as well as Delaware and southern 
New Jersey. Mr. Loftus joined the Pearl 
in October, 1941, and spent his entire 
career in the automobile and casualty 
fields. 


ualty 


MIC Elects Members of 


Executive Committee 

The first annual meeting of the Multi- 
Peril Insurance Conference was held at 
the Biltmore Hotel with the following 
member companies being elected to the 
executive committee for terms of one 
to three vears: Aetna, Aetna Casualty 
and Gaitata America Fore Insurance 
Group, Employers’ Group, Fireman's 
Fund Group, Great American Group, 
Hartford Fire Group, Home Group, 
Royal-Globe Insurance Group, St. Paul 


Fire and Marine Group, Travelers 
Group, United States Fidelity and 
Guaranty Group. 


Following the annual meeting, Roland 
H. Lange was reelected chairman of the 
executive committee and Charles M. 
Close was reelected vice chairman of the 
executive committee. 
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Multiple Line Underwriting Can Be 
Made Stabilizing Force, Says Rodda 


Multiple line underwriting can be 
made as great a stabilizing force for 
insurance companies as diversification 
has been for industry and commerce, 
it was declared October 22 by William 
H. Rodda, secretary of the Transporta- 
tion Insurance Rating Bureau, Chicago. 
Mr. Rodda spoke on “Multiple Line 
Underwriting Headaches” before the 
City Fire Conference of the National 
Association of Mutual Insurance Com- 
panies in New Orleans. ; 

Insurance company executives con- 
sider diversification an important factor 
in the stability of industrial concerns 
when considering the purchase of in- 
dustrial stocks or bonds, Mr. Rodda 
stated. The single line manufacturer is 
subject to market fluctuations, whereas 
the diversified operation can more easily 
maintain a steady level of production 
and profits. 

Present Difficulties 

Speaking of problems facing insurance 
companies in converting to multiple line 
operations, Mr. Rodda _ said, present 
difficulties with multiple line underwrit- 
ing are brought about by two things. 
First, the combination of fire and casu- 
alty coverages into a single policy makes 
it desirable to have underwriters who 
are capable of underwriting the entire 
coverage, instead of using separate fire 
and casualty underwriters as was the 
practice a few years ago 

The second difficulty, he said, arises 
from the fact that there has been a 
rapid broadening of coverage during the 
past few years. The facility with which 
a multiple line policy may be written 
to cover practically any hazard has en- 
couraged the insurance business to write 
broader and broader policies. In some 
cases outpaced premiums,  al- 
though in general the bad loss experi- 
ence of the past couple of years has 
come from traditional lines of insurance 
in which the loss ore rns changed more 
rapidly than had been anticipated. 

“One of the reasons for the current 
bad experience of insurance companies 
has been the feeling that rates promul- 
gated by rating bureaus are adequate,” 
Mr. Rodda continued. 


losses 


Rating Factors 


“There are two important points re- 
garding rating bureau rates that may be 
ignored by company underwriters. In 
the first place, properly computed rates 
are averages of all the good and bad 
experience. It takes a lot of good under- 
writing to put a company’s experience 
on the good side of that average. This 
is particularly true with multiple line 
underwriting where so many factors 
must be taken into account in both the 
ng and the underwriting. 








‘ second factor which has been 
ignored _extensively during the past cou- 
ple of years is the fact that rating bu- 


reau rates trail the current trend of 
experience. When the losses are getting 
progressively worse, companies must 
underwrite with greater care than usual 
in order to keep their experience on the 
good side of a 2 iverage. 

“The company that is expanding its 
operations into a multiple line field must 
revise its underwriting department and 
procedures. I do not believe it is pos- 
sible for any company, fire or casualty, 
to change from a single bas company 
to a multiple line company and _ oper- 
ate successfully with the same methods 
that it has followed for single line 
operations. This does not necessarily 
mean that you will add personnel, but 
it will require a change in method and 
procedures,” Mr. Rodda observed. 

“We will also have to watch for the 
trends and changing loss patterns in our 
business. These changing loss patterns 
must be discovered first by the under- 
writer, who must then put pressure on 
the rating bureaus to keep up with the 
trends. 


“The diversification of multiple line 
underwriting can be used to level off a 
company’s experience if it is approached 
with an open mind, with keen underwrit- 
ing that watches the loss trends and 
patterns, and the realization that rates 
are only averages, and that it is still the 


Edward J. Moran Joins 
Greer Adjustment Co. 


Greer Adjustment Co. of New York 
announces that Edward J. Moran will 
handle inland marine losses of all types. 
Mr. Moran has been in the loss adjust- 
ment business for 27 years. A native 
of Hartford, he commenced ‘his insurance 
career with The Travelers. After six 





underwriter that determines whether or 
not the company operates at a profit 
or a loss.” 





The day Jane 





hit town! 





The Navy had kept its eye on Jane. 
But when the flash came, “JANE 
ARRIVING OSAKA 1100 HRS” — 
there was no stopping her! 


In four hours she wrecked a mis- 
sion house, smashed three automo- 
biles, destroyed a motion-picture 
theater, a warehouse, two oil tanks, 
and to top it all — drove a boat into a 
loading dock, demolished the dock 
and breached a sea wall! 


As you may have guessed, “Jane” 
was the curiously gentle name the 
Navy gave to an advancing typhoon! 


It was a severe blow to property 
owners — but not to those who sus- 
tained the damage above. Their 
claims were paid on the spot. They 
recovered every cent — because they 
had American insurance. 


Their policies had been handled by 
brokers in various parts of the U. S., 
through American International 
Underwriters. The brokers needed 
no special knowledge of Japan. They 
simply obtained the same kind of 
information they would for domestic 
risks. AIU specialists drew up the 
coverage required. 


Such policies are subject to U. S. 
courts. Yet they conform to every 
law and insurance regulation of the 
foreign country concerned. Special 
problems are met. Language and 
terms are American, understood by 
your client. 





Claims action is on the spot. Pay- 
ment is prompt, and in the same 
currency in which the premium is 
paid. This includes U. S. dollars 
where local laws permit. 


Many brokers are passing up 
valuable opportunities to enrich their 
portfolio — simply because they do 
not realize how enormously the U.S. 
foreign risk market has grown. Such 
risks are now found in every U. S. 
business community. The first pros- 
pects to check are your own accounts. 
The results may surprise you! 

Remember, you don’t have to bean 
expert to handle foreign risks. Bring 
them to AIU — and AIU is your 
expert! For full information and 
literature, write to Dept. F of the 
AIU office nearest you. 


AMERICAN 
INTERNATIONAL 
UNDERWRITERS 


Boston Chicago Dallas Denver Detroit 
Houston Los Angeles Miami New Orleans New York 
Portland Sanfrancisco Seattle Tulsa Washington 





years experience in the Connecticut field, 
he came to New York City in 1935 where 
he became associated with Aetna Cas- 
ualty and Surety in the casualty claims 
department. 

In 1937 he joined the General Adjust- 
ment Bureau as inland marine adjuster. 
In 1938 he was employed by the London 
Assurance and affiliated companies, New 
York, as countrywide supervisor of in- 
land marine and automobile loss adjust- 
ments. General Adjustment Bureau re- 
= Mr. Moran in 1943 to handle in- 
land marine, fire, and windstorm losses. 

In 1947 he was appointed manager of 
the inland marine division of the bureau's 
Eastern department. 


Hartford Fire Moves 
To 123 William Street 


The Hartford Fire announces that on 
the weekend of October 19 the New 
York City office, including its New York 
City department, nationwide brokerage 
binding office, ocean marine department, 
inland marine department, livestock de- 
partment and rain and hail department, 
moved to new quarters at 123 William 
Street where they occupy the 14th floor. 
Business was conducted from the new 
address beginning October 21. 

Moving with the Hartford are the 
Hartford Live Stock, Citizens of New 
Jersey, Northwestern Fire & Marine and 
Twin City Fire. 


Sept. Fire Losses Up 3% 

Estimated fire losses in the United 
States during September amounted to 
$72,264,000, the National Board of Fire 
Underwriters reports. According to 
Lewis A. Vincent, NBFU’s general man- 
ager, this $72,264,000 loss represents an 
increase of 3.1% over losses of $70,118,- 
000 reported for September, 1956, and % 
decrease of 7.8% from losses of $78,364, 
000 for August, 1957. 

Losses for the first nine months of 
1957 now total $778,597,000, an increase 
of 6.5% over the first nine months of 
1956, when they amounted to $731,203,000. 


Chubb On Nuclear Risks 


(Continued from Page 35) 


hazard, while serious, would not appear 
to involve the enormous potential lia- 
bilities of exposure by proximity to a 
reactor. 


Need for Research 


“It is pointed out with respect to this 
whole exposure problem, that the time 
is ripe for some research on the degree 
of susceptibility to contamination § of 
various types of cargoes. This matter 
was considered at some length at the 
recent meeting of the nuclear fission 
committee of the International Union 
of Marine Underwriters, and it was 
recommended that the various national 
markets undertake studies of this ques- 
tion and report back at next year’s 
meeting of the Union,’ Mr. Chubb 
stated. 

“A final area of study for marine 
underwriters interested in the nuclear 
problem lies in the degree of protection 
against nuclear hazards under the vari- 
ous types of marine policy. This ques- 
tion is particularly important as to non 
nuclear property which may suffer dam- 
age or contamination from external 
sources, and may well require adjudi- 
cation in the courts. 

“For instance: Would damage to a 
non nuclear hull by reason of an acci- 
dent to a nearby reactor be considered 
covered under the perils of fire or ex- 
plosion or under the doctrine of efusdem 
generis? In the cargo field, all risks 
coverage would appear to cover any 
form of nuclear loss other than that 
occasioned by weapons of war, which in 
turn would be covered under the cus- 
tomary war risk policy. Considerable 
question might well arise, however, un- 
der With Average and F.P.A. policies 
or other limited forms.” 
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NBFU Appointments 
In Engineering Dept. 


ROBINSON SENIOR ASSISTANT 


Carl Director of Municipal Surveys; 
Young His Special Assistant; Stahl 
Assistant Chief in Chicago 


Lewis A. Vincent, general manager of 
the National Board of Fire Underwrit- 
ers, announces appointment of Kenneth 
}. Carl as director of municipal surveys 
and Robert A. Young as special assis- 
tant to the director of municipal surveys. 
Coincidentally, George J. Robinson has 
been made senior assistant chief engi- 
neer and George P. Stahl has been 
named assistant chief engineer in the 
Chicago office. 

These appointments complete the or- 

ganizational structure of the engineering 
a partment. There are now three major 
divisions, each under the supervision of 
a director who reports to John A. Neale, 
chief engineer. The three divisions are 
codes and standards, municipal surveys, 
and research. 

Mr. Carl was formerly a supervisory 
engineer in the New York office and 
Mr. Robinson was the assistant chief 
engineer. Mr. Stahl, prior to his appoint- 
ment, was a staff engineer in the Chi- 
cago office. Mr. Young had _ previously 
served as engineer at Chicago. 

George J. Robinson 

Mr. Robinson is a graduate of Wor- 
cester Polytechnic Institute and has 
been with the National Board since 
April, 1927, serving as a field engineer, 
office engineer and supervising engineer. 
He was made assistant chief engineer 
in 1954. He is a registered professional 
engineer in New York State and a 
member of the salvage committee of 
the National Fire Protection Association. 

Carl and Stahl 

Mr. Carl, a graduate of Brooklyn Poly- 
technic Institute, joined the National 
Board on July 1, 1940, as a field engi- 
neer. During W orld War IT he was on 
loan to the War Department as an engi- 
neer in the National Board’s Advisory 
3ureau on Fire Protection in Washing- 
ton. 

Mr. Stahl was in the engineering de- 
partment of the Chicago Board of Un- 
derwriters, now the Cook County In- 
spection Bureau, early in his career. 
While with the Chicago board he com- 
pleted a three-year fire course sponsored 
by the Insurance Institute of America. 
He transferred to the National Board in 
June, 1938. 

Mr. Stahl is a registered professional 
engineer in Illinois, a member of the 
National Fire Protection Association, 
the Society of American Military Engi- 
neers, and a charter member of the 
Society of Fire Protection Engineers. 

Robert A. Young 

Mr. Young, a graduate of Pennsyl- 
vania State College, joined the National 
3oard in 1940. Prior to that he had been 
design and resident engineer for Con- 
soer, Townsend & Associates, Chicago, 
ih before that design engineer for the 
Carbide & Carbon Chemicals Corp. Mr. 
Young will finish up his assignments in 
Chicago by the first of the year and 
then will be attached to the New York 
office. 


Fire and Casualty 


Purchasing Forum Plans 

The Fire and Casualty Insurance Pur- 
chasing Forum will hold its next meeting 
in November it is announced by George 
J. Bruhn of the Royal-Globe Insurance 
Group, president of the forum. Mr. 
Bruhn said that an extensive agenda is 
being drawn up for the forthcoming 
meeting. The last meeting, held Septem- 
ber 16, was attended by representatives 
of 45 New York, Hartford, Boston and 
Baltimore insurance companies. 

The forum was organized in July, 1957, 
to promote further professional growth 
of purchasing within the fire and casu- 
alty industry and to promote the ex- 
change of information, ideas and proce- 
dures among purchasing executives of 
the companies represented in the mem- 
bership. 


Careers of New Officers 
Marine Office of America 


Perry M. Fenton, who has been ap- 
pointed executive vice president of the 
Marine Office of America at the home 
office in New York, after serving in Chi- 
cago, was born in the latter city. He 
was graduated from the U. S. Naval 
Academy at Annapolis, in 1922 and 
served aboard destroyers and submarines 
for the next six years. He resigned from 
the Naval service as a Lt. (j.g.) and 
qualified submarine officer to enter the 
insurance field. 


He joined the Marine Office in Chi- 


cago in 1931 and remained there until 
1942 when he took a leave of absence 
from the Marine Office to re-enter the 
Navy. Mr. Fenton holds the rank of 
captain in the U. S. Naval Reserve. 

Edward J. Wolfe, named president in 
charge of claims, joined the Marine 
Office in 1926. He is a member of com- 
mittees of the Board of Underwriters of 
New York, the Maritime Law Associaton 
and the Association of Average Ad- 
justers of the United States. 

Stanley L. Bodman, transferred to 
Chicago as assistant manager, attended 
the University of Illinois and became 
associated with the Marine Office in 1931. 


JONES EMPLOYERS’ SPECIAL 

The Employers’ Group announces ap- 
pointment of David B. Jones as special 
agent for fire, inland marine and mul- 
tiple peril lines for New Hampshire and 
Vermont. Mr. Jones has been a fire 
and inland marine underwriter in New 
Hampshire and more recently served as 
special agent in the mid-western states 
for the New Hampshire Group. 





He advanced progressively to become 
manager of the St. Louis service office. 
From 1943 to 1946 Mr. Bodman served 
in the Navy. 
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General Brokers Hold 
32nd Annual Banquet 


DORSETT GETS GOLD MEDAL 


President Olshen Calls for Producer- 
Company Cooperation to Avoid State 
Fund for Auto Risks 


Several hiseitined repneoent itives of the 
insurance industry packed the Starlight 
Roof of the Waldorf-Astoria Hotel 
Wednesday night on the occasion of 
the 32nd annual dinner of the General 
3rokers Association of New York, Inc. 
Highlights of this evening of good fel- 
lowship were presentation of the Gen- 
eral Insurance Brokers’ Gold Medal to 
J. Dewey Dorsett, general manager of 





HENRY B. OLSHEN 
President Brokers’ 


Association 


the Association of Casualty and Surety 
Companies and of the Nuclear Energy 
Liability Insurance Association, and the 


address of President Henry B. Olshen 
of the association. 

Manning W. Heard, first vice presi- 
dent and general counsel of the Hart- 


ford Accident & Indemnity, served as an 
excellent toastmaster. At the 1956 dinner 
he was the recipient of the Gold Medal. 
Another feature of the dinner was the 
talk by Galen Drake, Columbia Broad- 
casting System, radio commentator and 
humorist. 


Dorsett Acceptance 


In accepting the Gold Medal Award 
Mr. Dorsett told the large audience: 

“IT am deeply and humbly thankful to 
the award committee, and to the officers 
and membership of the General Insur- 
ance Brokers Association of New York, 
for having selected me as the one upon 
whom to bestow this year an honor so 
rich in tradition and so high in merit. 
In making their selection, I feel that 
they must have had in mind the ‘honor 
that lies in honest toil,’ because I am 


sure that any contributions of mine are 
scarcely comparable to those of many of 
the industry leaders who preceded me 
on this occasion in bygone years. 

“The gratitude that is in my 


heart 





J. DEWEY DORSETT 
Awarded Gold Medal 


cannot be spelled out in mere words; 
it must be written in future service and 
honest toil on behalf of this great indus- 
try to which we all belong.” 


Olshen on Auto Problem 


Olshen sounded a _ serious 
note in his discussion of automobile 
underwriting today. He declared that 
“all right thinking producers stand ready 
to cooperate in bringing the insurance 
business back to a profitable level. We 
offer an open hand, not a clenched fist. 

“If we of the agency system don’t 
find a way to hold the line, to fight for 
needed increases in rates, to cut ex- 
penses across the board consistent with 
sound business practices, there will be 
plenty of assureds adrift, and I fear 
they will be picked up by lifeboats 
launched by a state fund. 

“Tt would be suicidal for us to permit 
this to happen. It would be abandoning 
our trust and would start a chain reac- 
tion which would be felt clear across 
the nation. I acknowledge that my asso- 
ciation is but a small voice and that I, 
as president, am even a smaller voice, 
but I call upon the executives of our 
stock companies to take us into their 
confidence and to believe that we are 
anxious to share the burdens and to 
try for solutions which will inure to 
the benefit of all. 

“Metropolitan producers are not un- 
mindful of the plight of the insurance 
companies, particularly in the automo- 
bile liability field. But we do not believe 
that we should be saddled with the 
blame for what is happening. We do 
not design the cars. We do not drive 
the cars of our assureds, nor do we 
grant them the license to drive in the 
first instance. 

“Again the producers do not control 
the claims departments of insurance 
companies. We do not authorize the 
payment of third party claims which are 
obviously inflated and often motivated 
by avarice. As a matter of fact, in many 
instances where the producer protests 
that the claim is way out of line and 
offers substantiation for this opinion, he 
is largely ignored by those who run the 


President 















claims departments,” stated President 


Olshen. 





Resistance to Renewals 





“Yet we are now approaching the 
horror of a few years ago with the 


companies becoming more and more 
restive, examining more and _ more 
closely the business on their books. 


There is evidence that the trend toward 
greater selectivity, the resistance to re- 
newals and the general tenor of the 
underwriting departments is pointing to 
another round of wholesale cancella- 
tions. I hope this is wrong because if 
it is not many brokers will be cast adrift 
with only the depressed market place 
open to them. 

“Tt was this action on the part of the 
companies just a few years ago which 
drove many good risks into the hands 
of direct writers—not because the in- 
sureds were seeking to cut premium 
costs. but rather because they were 
abandoned by our agency companies and 
had no other choice. 

“We dare not do the same thing again 
without jeopardizing the entire system 
of brokerage distribution in the city. 
There are some executives who are bor- 
rowing a page from the book of the 
ultra-select underwriters and from some 
of the direct writers, and are passing 
the word along to their people to refuse 
to accept any business if the assured 
has been rejected or canceled out by 
another carrier. 

“T say that this comes mighty close 
to boycotting and if put into practice 
may thrust the industry into legal 
trouble with the Federal supervisory 
agencies. In addition, it will certainly 
destroy the public acceptance of the 
American Agency and Brokerage Svs- 
tem which has been built up so pain- 
stakingly over the years.” 


PHELAN HEADS AIU IN MASS. 


President of New England Branch; 
Will Head Also Activities of C. V. 
Starr Agency, Inc., of Boston 


Charles P. Phelan has been elected 
president at Boston of American Inter- 
national Underwriters, Inc. (Massachu- 
setts) according to W. S. Youngman, 
Jr., chairman of the company’s board 
of directors. In addition to heading 
New England operations of the inter- 
group, Mr. Phelan 
Cire 
concern spe- 
cializing in ” coverage — 
insurance not normally underwritten in 
established local markets. Mr. Phelan 
has been prominent in this field in New 
York City. 

Mr. Phelan, born and educated in 
New York City, has had a broad experi- 
ence in the fire-casualty and “package 
policy” insurance fields. He entered the 
business as a casualty underwriter in 
New York, after spending three years 
in the U. S. Navy during World War 
II. Since then, he has handled all classes 
of insurance with reputable surplus line 
underwriters in New York and has be- 
come widely known among producers of 
this class of business. 
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Fullington on NAIA 


Executive Committee 
Howard N. Fullington, 
appointed to the 


Wichita, Kan., 
has been executive 
committee of the National 
Agents for a three-year 


Association 
of Insurance 
term, it is announced by President Louie 
E. Woodbury, Jr. 

Other members of the committee, in 
addition to Mr. Fullington, are: Presi- 
dent Woodbury, Wilmington, N. C.; 
vice president and chairman of executive 
Archie M. Slawsby, Nashua, 
Hartson, Jr., New 
White, Allen- 
CPCU; Dallas: 


committee, 
N. H.; Maurice J. 
Orleans; Morton V. V. 
town, Pa.; Porter - Ellis, 
Paul H. Jones, CPCU, Tucson, Ariz., 
and William F. Grandy, Sioux City, 
Iowa, who was elected to the committee 
at the NAIA convention last 
month. 

Mr. Fullington has served as chairman 
of the NAIA casualty committee since 
1955. 


annual 


Camden-Gloucester 


Agents Install Officers 


The Camden-Gloucester County Insur- 
ance Agents Association insté allied new 
officers at a meeting last month at 
Camden, N. J. The new officers are 
Charles L. Skerrett, president; Floyd R. 
West, first vice president; Thomas V. 
Alles, second vice president ; 3eatrice D. 


Chew, secretary, and Vinal Johnson, 
treasurer. Samuel W. Madara is retiring 
president. His father, J. Clarence Ma- 


dara, president of the New Jersey Asso- 
ciation of Insurance Agents in 1948, 
died September 7. 
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Meeting Costs And Competition 


Chandler, Phoenix of Hartford, Cites Agency Modernization, 


Hiring Competent Help, Use of Advertising in Aggressive 
Merchandising; Urges Full Support for NAIA 
Advertising Campaign 


Suggestions for meeting problems of 
costs and competition were offered by Wm. 
Ste bhen Chandler, vice president of the 
Phoenix of Hartford Companies, when he 
spoke before the convention of the Mary- 
land. Association of Insurance Agents 
Octo ber 22 at Baltimore. He is head of 
the sales development department of the 
Phoer has had 28 years’ experience in 
supervising pr action and has assisted 
numerous state associations with their edu- 
cational programs. His address, which 
deals with rising costs of operation, cut- 
price competition and agency service versus 
profit, is presented in two parts. Part I 
follows : 








Part I 


Before attempting to assess the effect 
of rising costs on his net profit, an agent 
should first determine in minute detail 
his actual sales and office expenses for 
at least two years—and analyze them 
carefully. This is a basic but essential 
step he must take before he can possibly 
know where expenses can be tightened 
or expanded. 


Modernization Adds to Profits 


Agents have told us that their “profit” 
increased from 1% to 5% points after 
establishing a budget system and_ sub- 
sequently modernizing their office proce- 
dures and equipment. Many of them 
have had their offices fully mechanized 
and found it a profitable venture. 

If you are not getting a satisfactory 
net profit from your agency and feel that 
your costs are too high and your profit 
too low, I recommend that you give your 
office sy stem and selling procedures a 
good “physical.” Improvement in collec- 
tion methods and record management 
aione will often lower expenses and al- 
low more time for production. 

Two of the greatest drags on agency 
net profit are poor selection and lax 
administration of personnel, resulting in 
sub-standard work output. It costs about 
$500 to change clerical employes. The 
hiring, training and motiv: ation of agency 
personnel constitutes a sizeable cost 
factor. 

Since cost reductions pay dividends 
directly into the profit column, what bet- 
ter source of potential profit can be 
found than in the improvement of hiring 
and training procedures? You cannot 





Fabian Bachrach 
WM. STEPHEN CHANDLER 


afford to give less than your best in 
this area of management. 
Efficient Clerical Help 

It’s common practice to set a top price 
for certain clerical jobs, and hire new 
help accordingly, rather than to seek 
and pay for quality help. The fallacy 
of this policy is clearly demonstrated 
by the wide differences in the volume of 
premiums handled per clerk, sometimes 
as much as two to one. 

Agents in the high-profit brackets in- 
variably have fewer but better qualified 
and better paid help. The wise agent will 
give his office procedures a_ thorough 
examination often enough to insure max- 
imum returns from his investment in 
clerical payroll expense. Although local 
conditions prevent any scientific conclu- 
sions, the premium volume handled per 
clerk is considered a good index to office 
efficiency. 

E ficiency can be overdone. I’m speak- 
ing of the agents who follow the File 
Evetsiidad System, They seem to feel 
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that every piece of paper with typing on 
it becomes vitally important and must 
be filed. 

As trite as it may seem when tempted 
to file everything, just stop for a moment 
and figure the cost at $60 or more per 
week per clerk for filing papers in $85 
cabinets, not to mention the cost of 
valuable floor space at the rate of $3.00 
to $5.00 per square foot. 


Pooling Staff Work Routine 


One means of reducing costs is for 
several agents to get together and_ pool 
the staff work routine of policy writing, 
billing, etc. and pro-rate expenses but 
continue to operate as separate, indi- 
vidual agencies. I know of one instance 
where three thriving agencies have com- 
bined to do this, and have substantially 
reduced their operating costs. The con- 
solidation of the routine work load with 
other agencies to achieve maximum use 
of new electronic equipment offers a 
valuable opportunity to reduce costs 
and devote time thus gained to better 
service and increased sales. 

Beating Price Competition 

We have all observed the fantastic 
growth of the leading direct-writing 
companies and marveled at how it hap- 
pened. We can’t possibly imagine how 
all of those millions of dollars in premi- 
ums and commissions could have gotten 
away from us, but they did. 

Undoubtedly the proximate cause for 
this situation stems from also price, 
a factor which no salesman can safely 
ignore. ; 

A lot of “experts” have had much to 
say on this problem of how to beat price 
competition. Certainly there are many 
factors involved. But when the quality 
of the product and the many services an 
independent agent has to offer are com- 
pared with the one item of price, it seems 
to be an unequal battle. Although many 
agents are reluctant to face it, the real 
solution to this problem insofar as the 
direct writer boys are concerned is ag- 
gressive and effective salesmanship. Did 
you ever see an unsuccessful aggressive 
insurance agent ? 

We have had cut-rate competition for 
more than 30 years, especially on auto- 
mobile insurance. But now a new. look 
has been added. The principal f actor in 
this new look is the dynamic, sustained 
and lavish advertising by the non-agency 
companies, By using every available 
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media such as newspaper, magazine, 
radio, TV, and direct mail, these com- 
panies pre-sell the customer and then 
follow up with an aggressive selling 
program, 

Advertising Pays 


The phenomenal results thus obtained 
are proof of the tremendous value of 
combining these methods in merchandis- 
ing insurance today. In sharp contrast 
to this “proof” of the value of advertis- 
ing, cost surveys show that the average 
agent spends less than 3% of his gross 
income for advertising of any kind, in- 
cluding “give-aways.” 

It is not enough merely to have your 
agency service facilities available to the 
public. These facilities must be identified 
with your agency and demonstrated and 
publicized in a dramatic and convincing 
manner so as to gain public recognition 
and confidence. The value of the product 
itself must be emphasized so that there 
will be no doubt in the public’s mind 
that the brand of insurance purchased 
through a local independent agent is the 
“best buy.” 

As an agent where do you stand? Are 
you letting the public know that your 
brand of insurance costs more than that 
sold by the direct writer because yours 

a “Tiffany” product and includes the 
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price of your services? Why shouldn’t 
it cost more? 

The newly launched campaign by your 
National Association will have a tremen- 
dous impact on the insurance-buying 
public’s. mind. It is a comprehensive, 
energetic, hard hitting, dramatic adver- 
tising program. Would you believe that 
there are some agents who say that they 
won't support this system saving pro- 
gram because they don’t see how it will 
do them any good since their agency’s 
— will not appear in the national 
This attitude reflects a failure to rec- 
ognize the seriousness of the problem 
and what the program will actually ac- 
complish. It can be likened to the state 
of mind of individuals who refuse to 
donate to a community project simply 
because their names won’t appear on 
the plaque. 


Asks Support for NAIA Campaign 


I am confident the members of the 
Maryland Association will not want to 
miss this opportunity to set an effective 
back fire against the direct writers. 
Surely every agent w ho fails to support 
this campaign with “cash” must forfeit 
his right to complain and criticize. 

Even so, it’s obvious that the campaign 
itself will not be a “cure-all” for the 
aches and pains of direct writer compe- 
tition. For without a sustained factual 
demonstration of this highly advertised 
service, your customers will quite natur- 
ally be disillusioned and become sitting 
ducks for the cut-price, over-the- counter 
salesman, 

While it mav be considered heresy 
to say so, non-agency competition may 
in the future be considered a blessing 
to the agency system and the entire 
industry for having forced them to shake 
off the barnacles of tradition and accum- 
ulated prejudices. The day is not far off 
when the agency system will become an 
atomic-powered distributor of insurance. 
We haven’t yet learned how to effec- 
tively sell our merchandise to a mass 
market, but there are encouraging signs 
of progress. 

Meanwhile. let’s remember that free 
competition is a basic tenet of American 
business and that in the last analysis 
“the public” has a free choice in spend- 
ing its money—whether it be for insur- 
ance or TV sets. 


Buying “Up to Quality” 


Customers often need to be educated 
to buying “up to quality” and not “down 
to a price.” Everyone here will agree 
that the only reason for spending more 
money for something is to receive an 
additional value for it. When an assured 
switches from a local independent agent 
to a direct writer he says flatly in effect, 
“T don’t believe I am getting enough 
value in services from my agent to justi- 
i the difference in the price offered by 
the non-agency writer.” 

To Be Continued) 


Biondolillo President 
Buffalo Agents’ Assn. 


Ray C. Biondolillo, who operates his 
own general insurance agency in Buf- 
falo, N. Y., was elected president of the 
116-year-old Greater Buffalo Association 
of Insurance Agents at a luncheon in the 
3uffalo Athletic Club. He succeeds John 
N. Walsh, Jr. of Norman Duffield & Co., 
Inc. Other new officers are: 

Vice president, Richard F. Kresse, E. 
T. Clauss & ‘Co; Inc; secretary, ‘C. 
Morgan Epes, Armstrong-Roth-Cady 
Co. Joseph J. Ruh of the J. J. Ruh & 
Son Agency, was reelected treasurer. 
Mr. Walsh was elected chairman of the 
executive committee. 


A. J. McDavid Dies 

A. J. McDavid, secretary of the New 
York Underwriters Insurance Company, 
died suddenly October 19 at his home in 
Scotch Plains, N. J. Mr. McDavid en- 
tered the employ of the company Janu- 
ary, 1926 as state agent for South Caro- 
lina. He was elected secretary in June, 
1946 and was currently serving as chair- 
man of the governing committee of the 
Virginia Insurance Rating Bureau. He 
was also a member of the South-Eastern 
Underwriters Association. 
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President Philadelphia 
Agents, Brokers Assn. 





JOHN J. MAGUIRE 


John J. Maguire of Platt-Yungman & 
Co. has been elected president of the 
Insurance Agents and Brokers Associa- 
tion of Philadelphia and Suburbs. He 
succeeds Thornley B. Wood of the 
Thornley B. — Agency. Other new 
officers are Stanley Cowman, Mather & 
Co., vice president; Frederick R. Dray- 
ton, Stokes, Packard & Smith, vice pres- 
ident; George T. Rowland, Martin & 
Rowland, treasurer, and M. Alan Bucks, 
secretary. 


NYFIRO to Review 
Query on Form 125 


The New York Fire Insurance Rating 
Organization has taken under advise- 
ment a sug gestion that it review its 
Fire Form 125 to clarify some allegedly 
“ambiguous terms.” The “confusing” 
language of the forms led brokers to 
request “Cooper Forms” or to devise 
their own, according to Samuel Dimson, 
chairman of the fire committee of the 
Greater New York Insurance Brokers’ 
Association. Mr. Dimson made the 
recommendation for review of Form 125 
in a recent letter to NYFIRO 

Form 125, entitled “Stock, Fixtures & 
Machinery- Merc: antile and Manufactur- 
ing” is the only NYFIRO form available 
for manufacturing premises to cover 
contents, Mr. Dimson pointed out in 
his letter to the rating organization 
Yet, he said, it “continuously mentions 
the term ‘Store & Office Furniture, 
Fixture & Machinery.’” 

Replying to the request for review of 
the form, K. O. Smith, general manager 
of NYFIRO, wrote Mr. Dimson that the 
subject would receive thorough study. 


Mundorff to Associate 
With Brown, Crosby & Co. 


Lester D. Egbert, president of Brown, 
Crosby & Co., Inc., New York, announces 
that effective November 1 the firm of 
Peter J. Mundorff Co. Inc. will become 
associated with and will clear its business 
through the Brown, Crosby organization. 
Peter J. Mundorff entered insurance 
brokerage in 1899 and organized his 
present corporation in 1904. His offices 
are at 165 Broadway, New York City. 

Brown, Crosby & Co. Inc., organized 
under that title in 1923, following a dis- 
solution of the partnership known as 
Willcox, Peck, Brown & Crosby, traces 
its origin to 1871 in Philadelphia. It 
does a world-wide general insurance 
business. 


i a P Women Meet 


The regular monthly meeting of the 
Insurance Women of New Jersey was 
held October 24 at the Seven Forty-four 

Club, Newark. Guest speaker was Ralph 
Brimmer, supervising engineer for north- 
ern New Jersey of Employers | Group, 
whose topic was “Public Safety.” 

On Saturday, November 2, a fashion 
show-luncheon (Smorgasbord) will be 
held at Twin Brooks Country Club, 
Mountain Boulevard, Watchung, N. J. 
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C. M. Close Talk 


(Continued from Page 26) 


principles advocated for the guidance of 
fire rating organizations in the review 
and adjustment of the over-all rate level 
within each state. I might add, paren- 
thetically, at this point, that these prin- 
ciples are presently under thoughtful 
re-examination by the Conference and 
within a short time a revised and ampli- 
fied version of them will be sent to 
regional and rating organizations. 

“We have every expectation that 
along with this revised version will come 
a specific recommendation on how to 
apply a so-called trend factor in rate 
level adjustments that will enable rating 
bureaus to give one consideration to 
prospective loss experience and prospec- 
tive expenses,” Mr. Close declared. 


Opposes Emergency Rate Changes 


“Perhaps the most important point we 
made was that Inter-Regional not only 
intends to make every effort to achieve 
reasonable consistency among. rating 
organizations nationwide in the use of 
the premium, loss and expense statistics 
for the adjustment of state rate levels, 
but that the Conference is opposed to 
emergency rate increases of an arbitrary 
nature and does not favor rate level ad- 
justments that are made without regard 
to the merits of the several classifica- 
tions involved 

“You are familiar with studies we have 
undertaken with respect to the Deferred 
Premium Payment Plan proposed by the 
Pacific Fire Rating Bureau. These 
studies, aside from a careful examina- 
tion of the principle involved, cover a 
cost-accounting analysis that will deter- 
mine the additional expense of handling 
business written on a deferred premium 
basis. 

“Our executive committee feels it is 
most important to fully justify the 
charge to be made in such a plan. A 
detailed try-out under actual working 
conditions is being conducted in com- 
pany offices to produce the most con- 
venient and time-saving mechanical ar- 
rangement of the material that your 
erganization has developed with respect 
te this Deferred Premium Payment Plan 

Exchanges With Other Industries 

“tn addition to its advisory functions, 
Inte1-Regional frequently serves as a 
focal point for the exchange of views 
with national trade bodies on matters of 
nationwide concern. Meetings with us 
are frequently sought by national com 
mittees representing such organizations 
as the National Lumber Manufacturers 
Association, the American Iron and Steel 
Institute, Edison Electric Institute, the 
American Gas Association and others. 

“We of the stock fire insurance busi 
ness have not been reluctant to admit 
our imperfections. To our credit, we 
can assert that through Inter-Regional 
we are dealing forthrightly with many 
of the fundamental problems of our bus- 
iness. I know that at times you must 
feel that the executive committee of 
Inter-Regional is unaware of the prob- 
lems on the Pacific Coast or is unsym 
pathetic toward these problems. The 
first may sometimes be true, but I want 
to assure you that we are always sym- 
pathetic with your desire to improve 
insurance ractices. 

“We cannot forget, however, that un- 
sound practices originating in one sec- 
tion of our country spread rapidly to 
other areas. We need your help and 
support as well as your recognition of 
the fact that we are striving to further 
the interests of our members, their 
agents and the insuring public. If our 
progress is slower than some would 
wish, we ask and expect patience and 
tolerance. We promise that we shall 
proceed as expeditiously as sound con- 
clusions will permit. 


Need for Sound Principles 


“In the meantime, we feel that the 
fire insurance business has given to the 
public over the years sound insurance 
protection at reasonable cost and that 
its integrity cannot be challenged. We 
are aware of the continuing need for 
sound principles to guide our industry. 


We are pledged to make as certain as 
we can that such principles are applied 
on a national basis. 

“The cooperation of all company or- 
ganizations and company people nation- 
wide is indispensable to this worthwhile 
effort which is in your interest just as 
surely as it is in the interest of the 
chief executives of your companies,” 
Mr. Close stated in conclusion. 





Ebert Suburban Special 
For New Hampshire Cos. 


The New Hampshire and Granite State 
Fire Insurance Companies announce the 
appointment of Robert J. Ebert as spe- 
cial agent in New York suburban terri- 


A. D. HAYNES ADVANCED 


Associate Manager Hartford Fire’s 
Metropolitan New York Marine 
Dept.; Joined Company in 1952 
Promotion of Alfred D, Haynes, Jr., to 
associate manager of the Hartford Fire’s 
metropolitan New York marine depart- 
ment is announced. Employed by the 





tory succeeding Special Agent George D. 


James. Mr. Ebert will assist State Agent 
William E. Chandler and will be located 
with Mr, Chandler in White Plains. 
Special Agent Ebert has had home 
office experience with the Commercial 
Union and Corroon & Reynolds, Inc. 


Hartford Fire since 1952 as a marine 
underwriter, Mr. Haynes had previously 
worked for another insurance company’s 
ccean cargo department. 

A native of Hackensack, N. J., Mr. 
Haynes was graduated from Rutgers 
University with a B.S, degree after pre- 
viously attending the Rutgers College 
of Engineering. He also completed var- 
ious courses offered by the Insurance 
Society of New York. At Rutgers, he 
was president of Chi Phi Fraternity. 

Mr. Haynes, a charter member, past 
director and presently serving as treas- 
urer of the American Marine Insurance 
Forum, is an instructor in ocean mz irine 
cargo underw riting at the Insurance So- 
ciety of New York. 
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The click of the switch that lit the lights in New York on September 4, 1882 was 


far more significant than it appeared at the time. It did more than show electricity 


had become a household servant, it ushered in a mechanical era that was to change 


all concepts of insurance protection. An era in which Chubb & Son, organized just 


six months before, was to play an important part. 


At first the new firm’s interest was largely ships, but its willingness to apply 


fresh thinking to the challenge of the times soon broadened its scope to the point 


that its business today is world wide and includes almost every form of insurance. 


This year, in celebrating its 75th anniversary, Chubb & Son with a continuity 


of management and tradition continues to look ahead and plan ahead to meet the 


challenge of a new era—an era of electronics, supersonic speed and atomic power. 





90 John Street, New 


ud H U BB & Ss O N » Underwriters 


York 38, N.Y. 





ee ee 


a eee ae eae sey ae ee 


















October 25, 1957 










NEY ig es Lor eo 


=—“THE EASTERN = 
UNDERWRITER» 





[Automobiles 











Chubb Outlines Marine Insurance 
Problems in Covering Nuclear Risks 


hulls and 
atomic hazards by collision with atomic 
powered ships or otherwise. 

“T would like to deal with the situ- 
ation relating to atomic powered vessels 


Speaking before the American Marine 
Insurance Forum in New York, Percy 
Chubb 2nd, of Chubb & Son of New 
York and president of the American 
Institute of Marine Underwriters, dis- 
cussed problems facing marine under- 
writers in the insurance of ships, car- 
goes and third-party liabilities against 
the new hazards of the age of nucle- 
onics. i . 

Mr. Chubb, who is also president of 
the Federal Insurance Co. and the Vigi- 
lant, emphasized that the underwriters 
have not yet reached any firm conclu- 
sions on these new problems, but are 
making every effort to define the fields 
within which research is required in 
order to allow them to operate safely 
and profitably in the foreseeable future. 

Mr. Chubb’s talk was followed by a 
question period which demonstrated the 
gg his subject had aroused. Walter 

Perry, president of the forum whose 
pare ahd t is composed of younger 
marine underwriters, presided at the 
meeting. 

Atomic Pawered Ships 


“The outstanding development,” said 
Mr. Chubb, “in the field of nuclear fis- 
sion as it relates to marine insurance 
has been initiation in recent months of 
steps looking toward prompt construc- 
tion of one or more atomic powered 
merchant ships. This development takes 
us out of the realm of theory and specu- 
lation, and brings us face to face with 
the need to make practical operating 
decisions in the field. In order to grapple 
with this problem, the American Insti- 
tute of Marine Underwriters has _ re- 
cently established a committee on nucle- 
onics, and this committee currently has 
before it at least five problems: 

“(1) Establishment of machinery for 
study of the whole area of nuclear ma- 
rine insurance and for liaison with the 
government, as well as_ with other 
branches of the insurance industry. 

“(2) Development of procedures for 
appraising and underwriting hull and 

& I. builders risks. 

“(3) Establishment of similar proced- 
ures for hull and P. & I. navigating 
risks. 

“(4) Analysis of special hazards in- 
volved in cargoes carried on atomic 
powered vessels. 

“(5) Analysis of hazards to conven- 


tional cargoes exposed to 


themselves. First, with regard to dam- 
age to atomic powered vessels, it will be 
necessary to cover under hull policies 
those special perils arising from nuclear 
installation. These include both (a) dam- 
age of a conventional] nature to the hulls, 
by reason of the rupture of the reactor 
or related mechanism, or the release of 
heat, and (b) damage to the hulls by 
contamination, involving either total 
loss, replacement of parts, or decontam- 
ination. 

“Insurance of atomic powered vessels 
will probably also include special prob- 
lems in the area of constructive total 
loss due to the enormous enhancement 
of any repair costs arising from the 
necessity of extensive decontamination. 
All of the foregoing deals with that 
portion of the hull policy which covers 
physical damage to the vessel itself, and 
while grave problems are involved, I 
am confident that they can be handled 
within the framework of the existing 
marine hull insurance market,” Mr. 
Chubb declared. 


Third Party Liability 


“A new problem arises, however, in 
the field of third party liabilities, in- 
cluding not only P.&I. but also third 
party liabilities under the collision 
clause of the Hull policy. Such insur- 
ances involve three special questions as 
to atomic powered vessels: 

“a) The probable requirement of ab- 
normally high limits. While this posi- 
tion has not yet been finally deter- 
mined, there are indications that as to 
shore based reactors our government 
may require evidence of third party lia- 
bility insurance, with limits as high as 
50 million dollars per accident, as a 
condition precedent to licensing a reac- 
tor. 

“Tt would seem quite possible that a 
similar condition may be attached to the 
licensing of reactors for atomic pow- 
ered vessels, which would face the mar- 
ket with a capacity problem quite out 
of line from anything existing in con- 
ventionally powered vessels today. 

“b) The question of pyramiding of 
liability. In the event of an accident 
involving a reactor on a nuclear pow- 
ered merchant vessel, it is not unlikely 
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that third party claimants will proceed 
not only against the vessel and her own- 
ers, but also against the manufacturer 
of component parts under the general 
heading of products liability. Not only 
would such claims avoid any possible 
limitation of liability such as is avail- 
able to the shipowner, but also insur- 
ance companies, who may through their 
non marine department have exhausted 
their entire capacity in insurance of 
products liabilities, could be faced with 
a second pyramided claim through their 
insurance of the vessel. 

“These two problems of high limits 
and pyramiding may well require a spe- 
cial coordination of the marine and non 
marine interests dealing with atomic 
perils, looking to some form of pool- 
ing and one over-all limit. Preliminary 
explorations of this possible approach 
have already been initiated, but serious 
studies along these lines still lie in the 
future,” Mr. Chubb observed. 


National Laws on Liability 


“The third problem relating to the 
insurance of third party liabilities flows 
from varying national laws as to lia- 
bility. These national laws may affect 
not only questions of admiralty but also 
of civil law to the extent that prod- 
ucts liability is brought into any litiga- 
tion. 

“It is interesting to note that the 
Office for European Economic Coopera- 
tion is currently engaged in the prepa- 
ration of a draft treaty to be executed 
by the various European nations, in the 
hope of standardizing legal procedures 
in such situations and in the hope of 
avoiding multiple litigation in the courts 
of many countries. All of this is of 
course still in a most nebulous shape, 
but I do think it is of interest as indi- 
cating the direction in which events may 
flow. 


Insurance of Radioactive Cargoes 


“A second area of marine insurance 
problems which arises out of the nuclear 
age is the insurance of cargoes which in 
themselves are radioactive. These would 
include so-called ‘special nuclear mate- 
rials’ (i.e., fissionable material) and also 
isotopes. It is the preliminary judg- 
ment of many underwriters who have 
studied this problem that this area does 


not, interestingly enough, present the 
greatest difficulties in the area of cargo 
insurance. The problems. of special 
packing and handling undoubtedly will 
arise, but basically these do not differ 
from the type of problems with which 
underwriters are confronted in dealing 
with other new and unusual commodities 
or merchandise. 

“The final area to which we must give 
great thought in this nuclear age is the 
insurance of non atomic marine prop- 
erty, both hull and cargo, which may be 
exposed to atomic perils. In the judg- 
ment of some of us, this may well be 
the most hazardous feature of the whole 
problem in view of the immense values 
of non nuclear property which may be 
subject to such exposure. Here again, 
said Mr. Chubb, “the problem divides 
itself into two categories: 


Property Exposed to Atomic Perils 


exposure through proximity to 
a reactor either waterborne or shore 
based. The question of the degree of 
such exposure and of the potential of 
loss is a factual one, about which not 
enough is known at the present time 
In my own view, there is an urgent need 
for a hazard study to be made by qual- 
ified technicians, to determine, for in- 
stance, how much damage would be 
done to hulls and cargoes in a crowded 
harbor in the event of a major release 
of fission products through an accident 


“First, 


to a shore based or waterborne re- 
actor. 
“Such a study would have to indicate 


not only the likelihood of extensive 
contamination of hulls through water- 
borne or airborne ‘fission products, but 
also the susceptibility to damage of car- 
goes in the holds of vessels, in closed 
piers, on open piers, as well as in 
warehouses. This would appear to be a 
problem to be undertaken by the Insti- 
tute Committee on Nucleonics and the 
feasibility of such a study is now under 
consideration. 

“Second, exposure to radioactive car- 
goes, assuming (a) improper package 


of such cargoes, or (b) damage of pro- 
tection through a mz rine catastrophe 
or fire. With the possible exception 


however of the transportation of spent 
fuel elements or fission products, this 


(Turn Back to Page 28) 
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Holz Considers 10.8% 
Auto Rate Increase 

FILING BY NATIONAL BUREAU 

Decision by November 15; Proposed Re- 


duction in Production Costs Opposed 
by N. Y. Agents Association 





The new filing by the National Bureau 
of Casualty Underwriters for a 10.8% 
statewide increase in private passenger 


and commercial auto liability insurance 
has been made with the New York In- 
surance Department. This means that 
the Bureau is going through with its 
intention for a reduction in the pro- 
duction costs loading of five points 
which means that the brokers and 


agents will be paid 20% of the premium 
dollar as compared with 25% at present. 
Superintendent Leffert Holz acknowl- 
edged that he was studying the proposed 
revisions and supporting data filed Oc- 
tober 15 and that he expected to reach 
a decision before November 15. If he 
fails to approve or disapprove the re- 
visions by then, the 10.8% increase will 
take effect on November 15. 
Reportedly Superintendent Holz cal!- 
ed upon the National Bureau to furnish 
current 1956 experience as well as that 
of previous years in making this filine 


Agents Moves H2ld Up 


New York State Association of 
Agents which is strongly op- 
proposed change in the 
cost allowance must await 
Holz before it can make 


The 
Insurance 
posed to the 
production 
action by Mr. 


a further move. Craig Thorn, president 
of the New York agents association, 
recently circularized members urging 


them to wire protests to the companies 
against the reduction in commission 
However, under the New York State 


law, the filing and supporting data from 
the National Bureau do not become a 
matter of public record until after the 


Superintendent approves the new rates 
James M. Cahill, National Bureau sec 


retary, stated recently that NBCU mem 
ber companies lost $8 for each $1? 
of seer agg during 1956 and that th 


unfavorable trend had deteriorated fur 


ther during the first half of 1957 
Earlier the National Bureau had this t 
say about the proposed revisions: “W 


cannot any longer justify the inclusion 
in our rates of a 25% provision for tote’ 
production allowance. It is no: 
warranted under a compulsory syste 
of insurance. We therefore propose in 
the new filing to include a provision of 
20% for total production cost.” 


cost 


B. S. EDSALL DIES 


Chief Elevator Engineer of Aetna In- 
surance Group; 16 Years With 
Organization; His Background 

Zarton S. Edsall, chief elevator engi- 
neer of the Aet Insurance Group for 
the past 16 years, died recently after a 
brief illness. Mr. Edsall was a member 
of the National Safety Council and the 
National Society of Safety Engineers. 
He held an electrical engineering degree 
from Toronto University and a mechan- 
ical engineering degree from Columbia 
University. During World War I he 
served as a major in the Canadian Air 
Force. 

Mr. Edsall was a safety engineer for 
Crucible Steel and for various insurance 
companies including Metropolitan Cas- 





a 





ualty, Glens Falls and the Standard 
Surety & Casualty. He was manager of 
the engineering department for the last 
two companies. When the Standard 
S. & C. was acquired by the Aetna 
Group, he became chief elevator engi- 
neer. 


Dunhams Enjoy Golden 
Wedding Anniversary 


MILESTONE OBSERVED OCT. 22 


Retired American Surety V.P., Now a 
Has Had Busy Career; 


Commissioner 12 Years 


Trustee of Co.; 
Conn. Ins. 
Mrs. 


Colonel and 


ham, a widely known couple in the in- 
surance industry, quietly 

their 50th wedding anniversary on 
tober 22 in suburban Wethersfield, Conn. 
where they have made 

for many years. Far removed 


bustle and confusion of New 
Dunhams lived when he was 
American 


where the 
vice president of 
(1935-56), their life today 


Howard P. 


their 


celebrated 
Oc- 


York City 


an atmosphere that should insure many 


more 
The 


years ot 
Dunham’s 


(Continued on 


togetherness. 

home in Wethersfield, 
built about 1800 by a wealthy shipowner, 
Page 
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L. P. Dorsey and H. S. Miner 
Trustees of Amer. Surety 


The appointment of Leo P. Dorsey 
and Harold S. Miner as trustees of 
American Surety was announced this 
week by William E. McKell, chairman 
of the board. 

Mr. Dorsey, 
New York City 


senior partner of the 

law firm of Dorsey, 
Burke & Keber, is counsel for the New 
York State Bankers Association. New 
York State Bankers Retirement Systm, 
and various other corporate and_ indi- 
vidual clients. He is a director of Sea- 
brook Farms Co., Republic Fireproof- 
ing Co. and Insureds Facilities Corp. 
His clubs include the Sands Point, L. I. 
Golf Club; Oakland Golf Club, Bayside, 
of which he is a current director; the 
Down Town Association and the Doug- 
laston, N. Y. Club. 

Mr. Miner is a vice president in charge 
of the Fifth Avenue office of the Manu- 
facturers Trust Co. He is a director of 
Gray Manufacturing Co., Century Cir- 
cuit, Inc. and other corporations. He is 
a director and treasurer of CARE and 
the American Arbitration Association; 
chairman of the board, Laymen’s Move- 
ment and a director of World Literacy 
Inc., and the National Conference of 
Christians and Jews. Mr. Miner is also 
chairman of the board of trustees of 
the Community Church of Great Neck, 
L. I, and holds membership in the 
Union League Club of New York. 
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What's 
His 


secret? 


... 29 years with the same firm 
... rose from assistant 
bookkeeper to treasurer... a 
devoted husband and father ..« 

a pillar of the community... 

a gentleman ... but he embezzled 
$55,000 to pay gambling debts. 


It happens all the time. Sometimes it means a firm's 


involuntary bankruptcy . . 


. always it means a substantial 


loss. Have you protected the businessmen in your 
community? Are you writing blanket honesty insuranCe 


(fidelity bonds)? 


Too many businesses are not protected. Some employers 
have never been properly approached. You'll hear the 


comment, 


“Only trusted employees handle our money.” 


But we read about trusted employees committing 
larceny and embezzlement every day. 


The protection is needed... 


be sure you’re the one 


who writes it. The Zurich-American field man will be 
glad to help you develop Fidelity Bond business. 


Zurich Insurance Company 


American Guarantee and Liability Insurance Company 
HEAD OFFICE: 135 South La Salle Street, Chicago 3, Illinois 








N. Y. Bond Underwriters 
Assn. October Meeting 


HEARD J. EDWARD BURKE 


Discuss “Percentage-of-Completion” and 
“Completed Contracts” Accounting 
Methods 


Two commonly used accounting meth- 
ods of recognizing contractors’ income 
under long-term contracts were discussed 
by J. Edward Burke, CPA, partner in 
the accounting firm of Lybrand, Ross 
Bros. & Montgomery, in an address at 
the October meeting of the Association 


of Bond Underwriters of the City of 
New York. These methods, Mr. Burke 
told the surety underwriters, are the 


percentage-of-completion and the com- 
pleted-contract methods. 

“Under percentage-of-completion, the 
amount of income that may be recog- 
nized at any time is the percentage of 


estimated total income that incurred 
costs to date bear to estimated total 
costs,” said Mr. Burke. “Income com- 


puted in this manner, but not yet billed, 
would be a current asset. Billings in ad- 
vance of recognized income would be a 
current liability. If the computation indi- 
cates that a loss will be suffered on the 
contract, ordinarily provision should be 
made at once for the expected loss on 
the entire contract.” 
Relative Merits Shown 

The principal advantages of the per- 
centage-of-completion method are recog- 
nition of income currently as work pro- 
gresses rather than irregularly as con- 
tracts are completed, and the reflection 
of th- ctotus of uncompleted contract 
provided through estimates, the speaker 
said, adding that “principal ‘disadvantage 
is that it is dependent upon estimates of 
future costs which are usually subject to 
uncertainties common to long-term con- 
iracts:,- 

The completed-contract method, on the 
other hand, recognizes income only 
when the contract is completed, or when 
remaining costs are insignificant. As in 
the precentage-of-completion method, 
provision should be made for expected 
losses. 

Under the completed-contract method, 
Mr. Burke stressed, it may be appro- 
priate to defer general and administra- 
tive expenses and consider them as con- 
tract costs, rather than writing them off 
currently. ‘This is true particularly when 
the contractor has only one or two large 
contrects and may result in a_ better 
matching of costs and revenues, espe- 
cially if no contracts are completed dur- 
ing a period, 

The main advantage of the completed- 
contract method is that it is based on 
results as finally determined and is not 
stibject to estimates which may involve 


unforseen costs and possible losses. The 
main disadvantage is that it does not 
reflect current performance when the 


period of a contract extends into more 
than one accounting period and thus 
may result in irregular recognition of in- 
come. 

The meeting was presided over by 
John B. Lamb, Continental Casualty, 
president of the bond producers asso- 
ciation. 


ARC ‘Acce Access Permits 


The Atomic Energy Commission has 
issued access permits to Indemnity Insur- 
ance Company of North America, Phila- 
delphia; and Michigan Mutual Liability 
Company, Detroit. 

Holders of these permits are permitted 
to use “restricted data” in connection 
with the peaceful applications of atomic 
energy. 


John Langhorne Slated for 
N. Y. Federation Board 


John Langhorne, vice president of 
Flynn, Harrison & Conroy, Inc., New 
York insurance brokerage house, has 


been nominated for membership on the 
board of directors of Insurance Federa- 


tion of New York. He is one of five 
new directors to be elected at Federa- 
tion’s annual meeting November 7 at 


the Waldorf-Astoria, New York. 
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T. C. Morrill Praises Work of Nat’l 
Safety Organizations at NAII Meet 


In his introductory remarks as modera- 
tor at NAII’s panel session on traffic 
safety in Chicago last week, Thomas C. 
Morrill, vice president, State Farm Mu- 
tual Automobile of Bloomington, III, 
stressed that nothing will get faster 
to the heart of the automobile under- 
writing loss problem than “preventing 
the accident from happening.” Mr. Mor- 
rill brought out that “the accident that 
never happens costs us nothing. The ef- 
fect of inflation on claims and other 
costs is mostly beyond our control, but 
even inflation cannot affect the death 
case that is prevented, the injuries that 
are avoided, or the fender that isn’t 
smashed.” 

Calling attention to the presence at the 
meeting of three of the principal national 
safety organizations, five of whose staff 
members were on his panel, Mr. Morrill 
said: 


“During recent years leaders in the 
automobile insurance business — stock, 
mutual, reciprocal and Lloyds; bureau 


and independent — have shown a steadily 
increasing recognition of the fact that 
these national organizations in the safety 
field are in the best possible position to 
stimulate and guide the local actions 
necessary to make traffic safety a reality. 
By putting our support behind these 





Shelby Davis Surveys Ins. 
Co. Investment Outlook 


One of the well attended sessions at 
the 15th annual meeting of National As- 
sociation of Independent Insurers in 





SHELBY 


CULLOM DAVIS 


Chicago last week was the panel discus- 
sion on “Insurance Company _ Invest- 
ment Policy.” 

Shelby Cullom Davis, the moderator, 
who is an insurance investment spe- 
cialist in New York City, realistically 
surveyed the current situation. He 
pointed out that many companies now 
find themselves in a strait jacket on 
their investments. “Heavy underwriting 
losses and higher premium income due 
to rate increase make conservatism 
(bonds) imperative. Yet the fall in the 
stock market had made common stocks 
more attractive than in years.” 

For new money Mr. Davis counseled 
investment in short term bonds _ until 
the underwriting skies cleared. Then, 
as far as possible with a return of un- 
derwriting profits, he advised an ex- 
change into high grade common stocks. 
“Insurance companies that are able — 
and willing — to place policyholders 
surplus in common stocks will fare best 
over a period of years in this age of 
inflation,” he concluded. 


national organizations, we are best able 
to aid local programs and apply the skill 
and know-how that these operating agen- 
cies possess. 

“By working with the automobile man- 
ufacturers, the dollars of support made 
available ‘by the automobile insurance 
—— have been augmented by dol- 
lars from the manufacturers, often on a 
matching basis. The result has been a 
considerable increase in the money avail- 
able, even though we are still consider- 
ably short of the level of financing that 
would permit these agencies to operate 
at their full capacity. 

“In the course of working at these 
matters, many of us can testify that our 
understanding of the rudiments of safety 


work has been increased. Many of us 
have learned that traffic safety is a 
many-faceted problem. There is no 


simple solution. We have also learned 
that there i is today a great de pth of com- 
petence in the leadership of the prin- 
cipal national safety organizations, a 
capable leadership worthy of confidence 
that our money is well spent in its sup- 
port.” 


NBCU Auto Rates in Okla. 


The National Bureau of Casualty 
Underwriters announced revised auto 
rates for Oklahoma effective October 23. 
The private passenger revision results in 
a 5% increase for bodily injury and 
property damage combined. 

The commercial car rate revision pro- 
duces a statewide average increase of 
2% for B.I. and P.D. combined, The 
garage risks “Division 1-Premises-Oper- 
ations-Automobiles” rate increases ap- 
proximately 21% statewide for B.I.-P.D. 
combined. 

The new rates were the subject of a 
public hearing August 23. 


Dunhams’ Anniversary 


(Continued from Page 36) 


is an old brick Colonial type house. It 


is almost like a museum in that it is 
filled with antiques including rare 
Chippendale, Hepplewhite and Duncan 
Phyfe chairs and tables, hooked rugs, 
old pewter, clocks, china, silver, hand- 
woven carpets and rugs. These posses- 


sions are Mrs. Dunham’s pride and joy 
and so is the house which she owns. 

At the recent joint casualty-surety 
convention at White Sulphur Springs, 


Col. and Mrs. Dunham were the center 
of attraction as soon as the word got 
around the Greenbrier lobby that their 
Golden wedding anniversary was soon 
to be celebrated. Ever since 1923 they 


have been regular attendants at White 
Sulphur conventions. Likewise, they are 


nearly always on hand for Insurance 
Commissioners’ gatherings, the Colonel 
being a former Commissioner of Con- 
necticut. Mrs. Dunham enjoys these 


get-togethers with old friends as much 
as her husband. 

When the Dunhams arrived home 
from White Sulphur the Colonel could 
not open the door of their house and 
finally had to call upon the local police 
and fire departments. They dis- 
covered that he had turned the cylinder 
of the lock too far. After half an hour’s 
work the two latch keys were adjusted, 
much to the relief of Mrs. Dunham. 


His Colorful Career 

The Colonel has had a colorful ca- 
reer in the business and in public life 
Born at Bennington, Vt. and graduated 
from Union College, he is a Mayflower 
descendant as well as descendant of the 
first Mayor of Hartford. He’s proud of 
being a life-long Republican; also of the 
honorary degree of Doctor of Human 
Letters which Union conferred upon him 
in 1940. 

Early in his 
years with the 
and while there 
three volumes entitled 


soon 


career he spent a few 
Aetna Life in Hartford 
compiled a work of 
“The Business of 
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Col. and Mrs. 


Howard P. Dunham 


Insurance.” He served in the Connecti- 
cut legislature from 1921 to 1923 and 
then as Connecticut Insurance Commis- 
sioner from 1923-35. In 1929-30 he 
served as president of NAIC. 

Col. Dunham has so many civic and 
business affiliations that he could easily 
be kept busy from morning to night. For 
example, he has held several public of- 
fices in Wethersfield including town 
judge, chairman of the Republican town 
committee, scoutmaster, president of 


Wethersfield Historical Society and 
Business Men’s Association; also ad- 
visory board chairman, Wethersfield 


branch of Connecticut Bank & Trust 
Co. He is a Congregational church 
member, a Mason, and member of Sons 
of the American Revolution. In addi- 
tion, Col. Dunham helped to form the 
Insurance Institute of Hartford; is an 
honorary member of Aetna Life Club 
which he helped to form, and holds 
honorary memberships in many state 
agents’ associations as well as the Na- 
tional Association of Casualty & Surety 
Executives. 

He continues his interest in Americ an 
Surety being a member of its board of 
trustees 

He also served on the staff of former 
Governor Charles A. Templeton of Con- 
necticut and is a member for years of 
the First Company Governor’s Foot 
Guard and Connecticut State Guard. 

Mrs. Dunham is a delightful hostess 
as friends will testify who attended 
parties which the Dunhams gave at One 
Fifth Avenue and the University Club 


of New York. They live in the summer 
in Madison, Conn. and in the winter 
at Wethersfield part of the time, and at 


the Belleview Biltmore in Bellaire, Fla. 


Ins. Committee Sets Target 
For Greater New York Fund 


An eventual 1957 total of about a 
quarter of a million dollars is anticipated 
amount to be raised by the gen- 
committee (non-life) of 
The Greater New York Fund, accord- 
ing to a report made this week by J. 
Victor Herd, president and chairman of 
the board of the America Fore Group 

A total of $198,526 has been raised 
to date, Mr. Herd reported as chairman 
of the insurance committee raising cor- 
poration gifts for the 425 affiliated 
agencies of The Greater New York 
Fund. 

The report was made at a luncheon, 
October 21, at the executive dining room 
of America Fore, 80 Maiden Lane. At- 
tending the luncheon were William F 
Dowling, president of New York Mu- 
tual. Casualty; T. D. Hughes, vice pres- 
ident, America Fore; George Inselman, 
president, Marine Office of America; 
Rov N. Jenkins, chairman of the board, 
Alexander & Alexander, Inc.; Graham 
Russell, secretary, Royal-Globe Insur- 
ance Company; Albert Mezey, en 
of Hoey, Ellison, Frost; Mezey, I ne. and 
William W. Blodgett, Jr., campaign di- 
rector of The Greater New York Fund. 
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U.S. F. & G. Holds Educational 
Meeting for 400 Agents, Brokers 


Gathering at Grossinger’s in Catskills, N. Y., Was Success 


From Start to Finish; Vice President Avery Host; 
Home Office Well Represented 


By Wattace L. Capp 


The New York branch office of United 
States Fidelity & Guaranty staged a big 
educational meeting for three days last 
week at the famous Grossinger’s Hotel in 
the Catskills, N. Y. which will long be 
remembered by the nearly 400 agents 
and brokers, many of them from metro- 
politan New York, who attended. The 
gathering, a success from start to finish, 
was graced by the presence of New York 
Superintendent of Insurance Leffert 
Holz and Deputy Superintendent Arthur 
Lamanda, both of whom “sat in” on most 
of the sessions. They were formally 
introduced to the U.S.F.&G. people at 
the banquet. 

George F. Avery, U.S.F.&G. vice pres- 
ident in charge of New York operations, 
conceived the idea of holding this educa- 
tional meeting months ago, His enthusi- 
asm spread to the home office which 
gave him the green light. Mr. Avery 
brought out in his welcoming remarks 
at the opening session of the meeting that 
“this is without a doubt the first time in 
our New York history that U.S.F.&G. 
has conducted an educational meeting 
such as this. Our purpose is to bring 
agents and brokers together, to provide 
them with helpful information on trends 
re new coverages in the fire-casualty 
fields, and at the same time to pay 
tribute to them as producers of insur- 
ance.” 

The U.S.F.&G. team of department 
heads and executives went all out in 
the three-day period in making their 
acent and broker guests feel at home. 
The arrangements committee consisted 
of Co-chairmen Howard L. Cox. assist- 
ant secretary, and William Keller, Jr., 
resident secretary in the New York 
office. Lawrence J. Quigley, assistant 
treasurer of the company, worked hand 
in hand with them as finance chairman 
of the meeting. 


Home Office Speakers 


Representing the home office were 
Robert A. Bolin, executive assistant in 
the agency department, who_ brought 
greetings from C. B. Gamble. vice pres- 
ident and agency an who was un- 
able to attend; Frank Dorsey, execu- 
tive vice president, roth spoke on capital 
stock fire insurance protection; H. R. 
Preston, vice president and casualty di- 
rector, who compared casualty rating 
manuals of 1910 with Pc of today; 
Hilbert E. Foos, assistant vice president, 
who pointed to the vast changes which 
have taken place in burglary insurance 


over the past 25 years, and T. Ramsav 
Taylor, assistant secretary in charge of 
publicity and advertising, who made a 


hit with his illustrated talk on current 
insurance advertising, 

Topping the list. of home office 
speakers was Hugh D. Combs, senior 
executive vice president of the company, 
who gave a realistic appraisal of the 
current situation in the casualty busi- 
ness in his banquet talk, “Where Are 
We Now and Where Are We Going?” 
Later at the final luncheon get-together 
Mr. Combs gave a swan song type of 
talk which reminded some of his listeners 
of the fact that he is due for retirement 
next Spring after many years of dis- 
tinguished service to the U.S.F.&G. 


Three Workshop Sessions 


The U.S.F.&G. team of department 
heads and underwriters really got in 
their stride the final morning when they 
staged three workshop sessions, running 
simultaneously from 9 a.m. to 10 a.m., 


and then repeating the performance. 
Over-all chairman was Kenneth C. 
Edgar, general superintendent of cas- 
valty lines in the New York office. He 
was moderator of the session devoted to 
comprehensive general liability. 

Panelists at this session included 
Harold Oshlag, CPCU, who runs his own 
agency in Westchester County, N. Y.; 
Joseph B. Riley, superintendent of the 
payroll audit wari ig in the New 
York office; Patrick R. Groce, superin- 
tendent of suburban cz asualty lines, and 
John P. Pendergast, superintendent of 
compensation and liability lines. 

The second workshop, moderated by 
Harold M. George, assistant general 
superintendent of casualty lines, featured 
comprehensive automobile liability trends 
and coverages. Speakers at this session 
included Kingsley Kelly, vice president 
of Seaman & Eisenmann. Inc., Freeport, 
L. I. agency; Charles O. Schobel, general 
superintendent of claims; James A. 
McLaughlin, superintendent of casualty 
lines for Long Island, and Theodore G. 
Smith, superintendent of the renewal 
department. 

The third workshop concentrated at- 
tention on business interruption insur- 
ance which, according to MacDonough 
Foard, the moderator, could be better 
described as Income Protection. His 
panelists included Martin M. Goldberg, 
head of his own firm, who was first in 
New York and fifth in the nation to win 
both the CPCU and CLU designations; 
Alfred P. Clifford, chief fire underwriter; 
William Holzapfel. chief inland marine 
underwriter, and Emmett Barcalow, fire 
underwriter. 

Some of the chief points made at these 
workshops will be given in a future edi- 
tion of The Eastern Underwriter 


A. J. Hand Stages 3-D Skit 

Final feature on the program was a 
skit, prepared by Arthur J. Hand, super- 
intendent of fidelity-surety development, 
which featured “Three Dimensional In- 
surance.” This is the popular 3-D policy 
covering losses due to dishonesty, dis- 
appearance and destruction. The scene 
was laid in the office of a local insurance 
agency—McCann, Hurtz & Howe—and 
the first two characters were acted by 
U.S.F.&G. men, respectively Austin 
Kramer and Chester Nietzel, (Mr. Howe 
was a silent, unseen partner). The re- 
luctant buver of a 3-D policy was acted 
by Harry Schaefer and the private secre- 
tary, Miss Carver (better known as 
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Miss America) was portrayed by Mr. 


Hand. He was made up as a striking 


blonde and almost stopped the show 
when he came on stage to take dictation. 
Direc tor of the skit was Harold Rednour, 
engineering department of U.S.F.&G., 
whose assistance was gratefully acknow]l- 
edged as well as that of Robert Frein 
and Herbert Reaves, who stood in readi- 
ness to participate if any of the original 
cast were indisposed, 

After the performance Mr. Hand 
acquainted the brokers and agents with 
a “Do It Yourself” kit of sales literature 
which, if used intelligently, will aid pro- 
ducers to develop a profitable bonding 
account. All present received the kit 
which contained among other things a 
leaflet entitled “Are You Fighting Com- 
petition? Why Not Sell Fidelity and 
Surety Lines and Increase Your Com- 
missions ?” 

Mr. Hand brought out that the U.S.- 

F.&G. has featured for many years in 
its advertising the slogan: “Select and 
Consult an Independent Insurance Agent 
or Broker as You Would Your Doctor 
or Lawyer.” He explained: “This in- 
forms the public that the insurance 
producer is like unto any professional 
man, doctor or lawyer, and is charged 
with the responsibility of being able to 
examine, diagnose and prescribe. Tell 
and sell your clients and prospects a 
3-D policy and in so doing, none of your 
clients will be obliged to sing the ‘La- 
ment of the Bankrupt.’” 


Dorsey on Helping Hand of Fire 
Insurance 

In his informs itive address at the 
opening session Executive Vice Presi- 
dent Frank Dorsey highspotted the prin- 
cipal points that a producer should make 
to convince his customer that the pur- 
chase of fire insurance is desirable be- 
cause of the protection it provides. He 
said: “The producer could tell how, 
when fire or tornado strikes, this pro- 
tection takes the form of rebuilding 
burned-out homes and restoring cher- 
ished possessions. Or, when the factory 
goes up in smoke or is blasted by hurri- 
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cane or tornado, the insurance company 
comes to the rescue so that the life work 
of its owners and all their hopes for the 
future do not die in the tumbled ruins. 

“The producer should also emphasize 
that, because of the ravages of fire and 
other destructive forces, capital stock 
companies paid out in 1956 on the aver- 
age more than $6% million each work- 
ing day. The burden of paying these 
losses, amounting to nearly $2 billion, 
would have had to be borne by the 
owners of the devastated properties. The 
losses, without insurance, might well 
have caused bankruptcy, unemployment, 
and might have completely upset the 
economic and social balance.” 

The speaker stressed that fire insur- 
ance, as a base of credit, is a bulwark 
of the home and the whole structure of 
life and business. “As a creator and 
protector of credit, fire insurance helps 
to promote better living every year for 
more and more families like yours and 
mine.” At the same time, Mr. Dorsey 
noted, protection is given which cannot 
be measured in dollars. He enumerated 
(1) peace of mind; (2) the never-ending 
accident and fire prevention activities of 
capital stock companies and their pro- 
ioe (3) the constant research to 
provide the broadest coverage, consistent 
with changing economic conditions and 
sound underwriting principles.” 

Pointing to the professional aspects of 
the independent insurance agent’s job, 
Mr. Dorsey was glad to pay tribute to 
the National Association of Insurance 
Agents for what it is doing on a na- 
tional scale to publicize the protective 
services offered the public by the pro- 
ducer who has professional responsibil- 
ities. He also noted the prestige-building 
advertising this year of the National 
Board of Fire Underwriters. 


Highspots of H. R. Preston’s Talk 

Vice President Preston started off 
with a tribute to the pioneers in the 
casualty field, saying that no matter how 
difficult conditions may be today “we 
can take some heart and courage over 
the fact that our ‘fathers’ overcame 
many difficulties in by-gone years.” 

He took his audience back to 1930 
when, he said, things were bad in the 
workman’s compensation line. “Compen- 
sation was an accommodation _ line. 
Agents were not encouraged to push it.” 

The speaker then called attention to 
the casualty rates manual of 1910, a small 
book with only a few pages. “Tt gave 
us our early, basic ideas on liability in- 
surance rates and rules. This manual is 
interesting not for what it contained 
but for what it did not contain. There 
was no P.D. insurance written in 1910, 
no medical payments, contractors or pro- 
fessional liability insurance. 

Mr. Preston then turned attention to 
later manuals, such as that embracing 
products liability in 1932. It embraced 40 
classifications in contrast to 180 classes 
today. “Underwriters would have shud- 
dered then if they had written ‘completed 
operations.’ However, it is written freely 
today and with favorable experience,” he 
observed. 

The speaker next spoke of the soa 
of comprehensive general liability 
1939. “When we started writing this line 
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a risk had to produce $10,000 of liability 
insurance before we would write it. 
Companies were cautious, Today anyone 
willing to pay the price is eligible for a 
comprehensive liability policy.” 

In passing he remarked that in 
1940 companies would not cover damage 
to underground pipes, being fearful of 
the then new-fangled contracting ma- 
chines. “Since then we have come a long 
way and sometimes we laugh at the fears 
of our predecessors. Today we write 
every kind of business—churches, dance 
halls, manufacturers—embracing all types 
of products from pins to locomotives. 
However, while we want to be receptive 
to new ideas and new products we must 
use common sense in our underwriting 
and must not overreach ourselves.” 

Mr. Preston admitted that life was 
simple in the good old days ... in dis- 
tinct contrast to today. He said that the 
underwriter in today’s market has to 
cover nearly every conceivable kind of 
business and “manifestly it takes a lot 
of rules and regulations to produce in- 
surance coverage that will cover such 
a variety of operations.” In closing he 
urged his agent-broker audience to take 
advantage of the salability of such up- 
to-date merchandise as the storekeeper’s 
liability policy, products liability and 
contractors’ completed operations which, 
he said, is an exposure that is becoming 
more and more necessary. 


H. E. Foos on Burglary Policy Trends 


Assistant Vice President Foos recalled 
to mind the vast changes that have taken 
place in the past 20 years in the writing 
of burglary insurance. “We then insured 
against specific perils of burglary, rob- 
bery, theft and larceny—that was all. 
The so-called all risk forms of today 
were unknown, Then came changes in 
our insurance laws whereby it became 
permissible to offer certain types of all 
risk protection under burglary writing 


powers. Full development of all risk 
forms was not immediate but the bur- 
glary fathers were embarking on un- 


chartered seas and, of necessity, progress 
was cautious. 

“Today we have reached maturity. 
Our present day forms go about as far 
as they can possibly go under existing 
burglary powers. May I call particular 
attention to the broad form storekeepers 
and the blanket crime policies. The 
broad form storekeeners came first. an 
outgrowth of the 1933 storekeepers’ bur- 
glary and robbery policy which served a 
useful purpose for many years and will 
continue to be useful. 

“Time does not stand still and methods 
of doing business change. Thus, the need 
for broader protection for the neighbor- 
hood merchant became apparent. Oper- 
ating as he does on a wider basis with 
outside employes, it was felt that we 
should extend to that type of merchant a 
reasonable amount of fidelity bond pro- 
tection. This was accomplished through 
the cooperation of the Surety Associa- 
tion and the National Bureau. 

“Along with this, it was decided to in- 
clude broad form insurance on money 
and securities inasmuch as it is often 
difficult to determine whether a disap- 
pearance loss occurs through employe 
dishonesty or through the dishonest act 
of an outsider. These two forms of nro- 
tection are almost inseparable today.” 

Referring to the insuring agreements 
in the broad form storekeeper policy, 
Mr. Foos said there are nine in all. He 
noted that a separate agreement is in- 
cluded which covers damage by vandal- 
ism or malicious mischief and under 
another agreement, damage as a direct 
result of a burglary or robbery. 


The Blanket Crime Policy 


As to the blanket crime policy, Mr. 
Foos said it was developed in response 
to numerous requests for a form of 
coverage that would have a_ single 
amount of insurance apply to all of the 
covered hazards. Basically it covers (1) 
employe _ dishonesty comparable to the 
form A-3-D policy; (2) loss inside prem- 
ises—banking houses and similar recog- 
nized places of safe deposit; (3) loss out- 
side premises, such as armored motor 
vehicle carriers and within the living 
quarters of any messenger; (4) money 
orders and counterfeit paper currency, 
and (5) depositors forgery. 








In the passing the speaker noted that 
the blanket crime policy may be written 
for any insurance except (1) fidelity or 
public officials, their deputies or em- 
ployes; (2) any organization eligible for 
a bankers or brokers blanket bond, in- 
surance companies’ blanket bond or small 
loan companies’ blanket bond; (3) arm- 
ored motor vehicle companies. He felt 
that the form has a greater appeal to 
wholesalers, manufacturers, universities, 
service and similar organizations than it 
has to retail risks. 

“T base my opinion,” he remarked, “on 
the fact that it does not (and this is 
frankly admitted) have the same flex- 
ibilitv in arrangement of coverages as in 
the 3-D policies.” 


Taylor Extolls Value of Advertising 


Ramsey Taylor, U.S.F.&G.’s advertis- 
ing manager, gave convincing reasons 
why advertising is playing a vital part 
in today’s economy, touching nearly 
every phase of business operation. He 
shuddered to think of what would hap- 
pen if all advertising were to cease. He 
said ago! goes back to the pre- 
Christian era in Rome and cleverly 
connected it “with Shakespeare’s play, 

“Julius Caesar.” 

In business-like fashion and with the 
aid of slides Mr. Taylor gave reasons 
“why we advertise.” He noted first that 
it serves to create a demand, then to 
remind people where they should buv 
the product. Advertising informs and 
educates, helps to attract and hold good 
employes. Furthermore, it enables a com- 
pany, such as the U. S.F.&G., to gain its 
proper share of the market. 

Mr. Taylor quoted the Dartnell Corp. 
as saying: “Every sale is made in the 
mind of the buyer.” This prompted him 
to remark: “We must impress the public 
with the name of our company and thus 
get our share of his business.” 

He made clear that advertising is not 
as effective as a personal call but it does 
create a desire in the minds of thousands 
of people at one time. He then empha- 
sized that U.S.F.&G.’s advertising is 
based on one theory, “that we have 
15.000 customers—our agents. All of our 
advertising has as its base the impor- 
tance of the well trained. independent in- 
surance agent or broker. We urge: 
‘Don’t buy direct. Your best buy is your 
independent agent or broker who is here 
today and will be here tomorrow.’” 

Before closing Mr. Taylor called atten- 
tion to the many pieces of sales litera- 
ture which the U.S.F.&G. has available 
to back up its national advertising. “We 
would like you to make use of this ma- 
terial,” he said, “and if you need guid- 
ance our special agents will be glad to 
show you how our sales tools can be 
put to effective use.” He spoke parti- 
cularly of the special kit of literature 

n “Insurance to Value” which has been 
so popular among U.S.F.&G. agents that 
500.000 are now in use. The “Operator 
25” service was also referred to and Mr. 
Taylor explained: “Tf you need claim 
service in an emergency call Onerator 25 
and thus get in touch with a claim man 
immediately. We have on an av erage of 
500 calls per month for this service na- 
tionwide.” 

Tn summation he pointed to the U.S.F - 
&G. school of insurance which is avail- 
able to agents, brokers and the younger 
members of their organizations. It is an 
eight weeks’ course in fire, maritie, 
casualty and surety lines. 


Hugh Combs’ Banquet Address 


Executive Vice President Combs was 
in excellent form at the banquet. He 
had a serious talk but wisely prefaced it 
by telling some good stories. Then real- 
istically he stated the fact that the 1956 
losses and expenses on automobile and 
propertv damage insurance amounted to 
108% of premium volume, and produced 
an underwriting loss for casualty stock 
companies of $64 million. “The present 
indications,” he said, “are that 1957 re- 
sults will be far worse.” 

Mr. Combs explained that contrary to 
past experience when companies could 
count on some lines producing good 
results when others turned sour, “we 
have had to face recently poor loss ratios 
in a number of major lines. Contract 
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U.S. FP. & G. Meeting 


(Continued from Page 39) 

bond business was not good; compensa- 
tion benefits have been increased in 
many states with the usual lag in secur- 
ing compensatory rates. The fire busi- 
ness, good over the years has suffered 
from the vindictiveness of hurricanes 
and tornadoes 

The principal c: ause of all this trouble, 
in his opinion, “is the great demon 
Inflation.” He noted that unregulated 
industries, confronted by higher wages 
and costs, can immediately increase the 
prices of their products. However, regu- 
lated industries, such as insurance com- 
panies, have to justify their requests for 
commensurate rate incre ses before any 
increases are granted. “In effect,” said 
the speaker, “they must lose money for 
a considerable period of time before 
a rate increase is granted. Then it is 
generally less than was requested.” 

Mr. Combs considers that the greatest 
cause of to casualty companies is 
personal injury * automobiles. An in- 
jured person is entitled, by law, to re- 
payment for his damages where there 
has been negligence on the part of 
another person and no_ contributory 
negligence on his part. In other words, 
the defendant must compensate the in- 


loss 


jured person for “pain and suffering.” 
‘This was a comparatively harmless 
phrase a few years ago,” said the 


speaker, “but today we have lawyers 
who are adept at portraying the agonies 


of ‘pain and suffering’ which have been 
and must be endured for all time to 
come. These lawvers have learned to 
evaluate this ‘pain and suffering’ on an 
hourly and a daily basis, and on into 
the future for as long as a printed list, 


expectancy tables, 
injured person may 


known as the life 
speculates that the 
live.” 

In this connection Mr. Combs pointed 
out that in 1940 in New York City the 
average verdict in an automobile acci- 
dent case was $3.000 and by 1956 it had 
jumped to $11,500! Thus, it is under- 


standable why the cost of defense alone 
is a very substantial sum for the insur- 
ance carrier to pay. 

Mr. Combs deplored the fact that 
there are companies todav which “under- 
cut our quality product” and he said: 
They are deceiving themselves because 
of the rising volume of premiums. Per- 
haps their claims have not yet caught 
up with them f 


In closing he said: “We are in an 


era in the casualty business in which 
the fittest will survive. The fittest among 
agents and brokers will be those who 


their knowledge of 


are up to date in 
pains with their 


the business, who take 


underwriting, who are sure that the 
client knows what he wants to  pur- 
chase and what he has purchased. The 


fittest agent will be the one who retains 
the confidence of his companies and the 
fittest companies will be those who 
manage their affairs and the price they 
that a reasonable profit will 
in order to stay in business...” 


Scan 
Narge so 


be made 


U. S. F. & G. Sidelights 


Vice esident George Avery was 
given a pleasant surprise at Grossinger’s 
when ten agents of Suffolk and Nassau 


County, New York, and 34 agents of 
Queens County, N. Y. presented him 
with suit: ible gifts in commemoration of 
his recent 35th anniversary with the 
United States F. & G. 
* * «* 
Everyone in attendance at the meet- 


ing was warm in praise of the hospital- 
ity and thoughtfulness of the Grossinger 
Hotel management. Mrs. Jennie Gros- 
singer, head of the business, was va- 
cationing at White Sulphur Springs at 
the time but she phoned Mr. Avery to 
inquire if everything was all right 
Harry Grossinger and his key people 
were continuously on the job. He ex- 
tended gracious welcome to the U. S. F. 
& G. at an afternoon reception. One 


of his added touches was to have Doc 
Marcus, 


professional entertainer, on 


hand from New York. He was assistant 
to the late Houdini and is quite a sleight 
of hand artist in his own right. 


* * * 


Golfing honors went to John C. Weg- 
horn, New York agency executive who 
turned in a low gross score for 18 holes 
of 76, and to Arthur Lamanda, New 
York Deputy Superintendent of Insur- 
ance, who won the second low gross 
prize for his 77. They were both pre- 
sented with trophies at the Grossinger 
reception before the banquet. 

"se 


Horseshoe pitching honors were real- 
ly captured by Frank Dorsey, executive 
vice president, United States F. & G,, 
playing against Wally Clapp of this 
paper. Although the latter topped Mr. 
Dorsey in tournament play, he was 
licked five straight games thereafter. So 


Mr. Dorsey rightfully took home the 
trophy. 
a 
No happier person was on_ hand 
among U. F. & G. New York em- 
ployes than Mabel Williams, secretary 
to Mr. Avery, who recently celebrated 


her 35th milestone with the company. 
She has served five New York vice 
presidents! This year Miss Williams is 


NEW NATIONAL BUREAU RATES 


For Liability on Commercial Cars and 
Division 1 Garage Risks Affect 
12 States 


The National Bureau of Casualty Un- 
derwriters announced revised automobile 
liability insurance rates for commercial 
cars and “Division 1” garage risks with 
policies written on a payroll basis last 
week. The effective date was October 16. 

Commercial car rate changes, which 
by classification and territory, re- 
statewide increases in 
Arkansas, Georgia, Indiana, Maine, 
Minnesota, Nebraska, Vermont, Wyo- 
ming and the District of Columbia. 

The garage risks affected by rate 
changes are those buying the broad cov- 


vary 
sult in average 





president of the New York Insurance 
Women’s group. 


* * * 


Two of the busiest men at this edu- 
cational meeting were David Lamb and 
Fred Fiebenger, insurance brokers, who 
were well named “the official photog- 
raphers.” 


erage afforded under the “Division 1- 
Premises-Operations-Automobiles” 
nition of hazards in the policy. 

“The rate revisions for these garage 
risks are part of a countrywide pro- 
gram to adjust bodily injury and prop- 
erty damage rates according to the ex- 
perience of the carriers,” the Bureau 
stated. “The companies have experi- 
enced adverse underwriting results on 
this business in most states. Even the 
increase in wages for garage employes 
in recent years has not provided much 
material help in offsetting the increased 
cost of settling claims as all employes 
are rated on a fixed maximum payroll 
basis. Class (b) employes, that is, pro- 
prietors, partners, officers, salesmen, 
managers and chauffeurs, are each rated 
at a flat $2,000 of payroll, and class (a) 
clerical office employes, and class (c), 
all other employes, are subject to a 
weekly payroll maximum of $100.” 

The garage rate changes, which vary 
by territory, result in average statewide 
increases in Delaware, Georgia, Indiana, 
Maine, South Dakota, Vermont, Wyo- 
ming and the District of Columbia. They 
result in an average statewide reduction 
in Nebraska. 


defi- 















On Sunday evening, October 20, 
1957, The Prudential Insurance 
Company of America will launch 
a new television series, over 

the CBS Television Network, 
that will follow up their 
award-winning show of 1956-57: 
“Air Power” 
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J. Henry Smith Keynotes 
HIAA Meeting in N. Y. 


ISSUES THREE CHALLENGES 


Impresses Audience With Importance of 
Code of Ethical Standards; Extolls 
Freedom of Action in the Assn. 


J. Henry Smith, president of Health 
Insurance Association of America, who 
is vice president and executive assistant 
of the Equitable Life Assurance Society, 
was the keynoter at the opening session 
of this week’s Individual Insurance 
Forum, held in Hotel Biltmore, N. 
Under the intriguing heading of “Chal- 





Health Insurance Institute 


J. HENRY SMITH 

lenges! Challenges! Challenges! geet 
Smith gaa attention to major prob- 
lems of the A. & H. industry. He said: 

“In specific terms, I had three par- 
ticular challenges in mind when I fixed 
the title of this speech. The first was 
the duty which our program committee 
and staff undertook in working up this 
meeting and slate of performers. I can 
dismiss this one quickly, because they 
met it with brilliance. Again I say we 
are deeply indebted to them for putting 
us in position to face the next two chal- 
lenges. The second is the opportunities 
our speakers and panel members face 
in making these sessions as useful and 
effective as possible. I am sure they 
will do themselves proud in informing 
and inspiring an audience whose future 
is going to depend vitally on informa- 
tion and inspiration, 

“The final challenge 
hard one. It is offered to all of you. 
Make absolutely sure you milk this 
program dry; that you leave this meet- 
ing better equipped to handle health 
insurance. Then go home and do it! 
Re-design your portfolio, take a new 
look at your marketing methods, see to 
it that your administration is the best. 
And as you do, found it all on the rock 
of the greatest possible good for the 
public. Carry foremost in your minds 
the absolute necessity for the highest 
social and ethical standards.” 

Early in his address Mr. Smith paid 
tribute to Roy A. MacDonald who re- 
cently resigned from HIAA to join the 
Life Office Management Association. 
“Most of you know what a powerhouse 


is the long and 


he has been for us and what a void 
he leaves,” said Mr. Smith. “I know 
you all join me in wishing him God- 


(Continued on Page 45) 


H.R. 9467 A Ticket 
To Welfare State 


HIAA GENERAL MANAGER NEAL 
Alert to Dangers to Free Enterprise 
System Contained in Forand 
Bill in Congress 


2 Robert J. Neal, general manager, 

Statement by K. Ellis on Health Insurance Association of Amer- 
See ica, at the Association’s Individual In- 

U. S. Supreme Court Decision surance Forum in the Biltmore Hotel, 


Raymond L. Ellis, vice president in drew attention to a House of Represen- 
j ’ I I 
charge of casualty operations for the  tatives proposal which would broaden 
Fireman’s Fund Indemnity, made the 


following comment on last week’s deci- 
sion of the U. S. Supreme Court uphold- 
ing the authority of the Federal Trade 
Commission to subpoena the records of 
insurance companies: 

“Tn 1955, when our. company was cited 
along with 40-odd insurance companies 
for alleged misrepresentation in their 
accident and sickness advertising, we said 
that we would be prepared to contest 
the allegations important 
question of 


the 
the Commission’s 
Any 


would, in 


when 
jurisdic- 
other course at 

opinion, 
placed us in the position of aiding in 
the breakdown of 


tion was resolved. 


the time our have 


insurance regulation 
in the 48 states by tacitly admitting Fed- 
eral jurisdiction which clearly 
the intent of Congress when it passed 
Public Law 15. 


Was not 





“The opinion handed down yesterday 


(October 14) by the Supreme Court does NEAL 


not resolve this question. Rather, it ROBERT J. 

merely establishes the legality of the 

subpoena issued by FTC. Still to be se- Social Security benefits. The bill, H.R. 
cured is a judicial determination of our 9467, he pointed out, is of primary im- 


contention th: it Congress placed the portance because it would provide hos- 


regulation of insurance under state laws  pitalization, nursing home and _ surgical 

and that the Commission has jurisdic- care, including dental surgery, to all 

tion only ‘to the extent that such busi- OASI recipients. 

ness is not regulated by state law.’ Mr. Neal stated that the bill would 
“We are giving consideration to ap- further allow the Secretary of Health, 


plying for a rehearing by the Supreme Education and Welfare to contact with 


Court; however, should the Court’s lat- non-profit organizations to provide this 
est decision become final we will, of care and service. He said that the bill, 
course, cooperate to bring the Commis- introduced by Congressman Forand of 


undoubtedly receive 
support. It 


Rhode Island, will 


sion’s hearing to a prompt conclusion. 
concentrated and powerful 


There is no doubt in our minds that the 


hearing will show that the Commission’s was his understanding that it has the 
complaint of our obsolete and volun- endorsement of the A.F.L.-C.1.O 
tarily discontinued advertising material At first glance this might appear to 
is of a highly technical nature and that be a great boon to OASI recipients, and 
at no time did we jeopardize our 94- a beneficial measure for the hospitals 
year-old reputation for integrity and in that their costs would be guaranteed, 
fair dealing by intentionally engaging said the speaker. However, he pointed 
in the kind of activity alleged by FTC.” out that “a careful examination of the 
James F. Crafts, president of the bill indicates clearly that it would go 
Fireman’s Fund, is abroad on business. far beyond the fundamental purpose of 





RENEWABLE MARKET 


We're in the GUARANTEED 


Here’s good news for brokers anxious to meet the current 


demand for greater insurance protection. Our company, 
National Casualty, now offers Guaranteed Renewable Dis- 
ability and Hospital Expense coverage at competitive rates. 
The policy continues in force until age 65 without change 
in coverage even though the insured may suffer change in 
health. Right to adjust premium rate on a particular cate- 
gory or class is reserved by the company, but not on an 
individual basis. 

If sold intelligently these new plans will make new friends 
for you. For the INCOME DISABILITY POLICY your 
market is the employed male risk in good health between 
ages 16-59 inclusive. For the individual or family GUAR- 
ANTEED RENEWABLE HOSPITAL policy the age range 
is 18 to 59 years. Children from one month to 17 years may 
be covered under the family plan. 


Write or Phone for Sales Literature 


INC. 


JAMES R. GARRETT, 
Manager, Eastern A. & H. Department 
NATIONAL CASUALTY COMPANY 
The Friendly, Service-with-a-Smile Brokers’ Office 
45 JOHN STREET 


REctor 2-4567 NEW YORK 38, N. Y. 














Col. Cunningham Joins 
W. L. Perrin & Son, Inc. 


To assist in the progressive develop- 
ment among brokers of jumbo accident 
and special risks accident lines as well 
as trip travel and executive tes avia- 
tion accident coverages, Lt. Colonel 
Bertram Cunningham, U. S. Mari ie 
Corps retired, has joined W. L. Perrin 
& Son, Inc., 75 Maiden Lane, New York 
His appointment is announced by Pre 
dent Julius L. Ullman who points to Col. 
Cunningham’s specialized training in 
these fields and says that he will give 
preferred attention to the needs of 
brokers and agents in the metropolis 

Col. Cunningham was assigned to the 
O.S.S. as executive officer of its photo 
section and, subsequently, from 1947 to 
1951 was assistant director of the Third 
Marine Corps Reserve. In 1951 he was 
assigned to Camp Lejeune, N. C. where, 
based upon his vast experience in hand- 


ling of personnel and administrative 
work, he was given command of the 
Reserve Training Battalion. He has 


had extensive business experience with 
motion picture news production com- 
panies and brings a rich background of 
personal contacts to this new position. 





aiding the aged, ill and the hospitals.” 
It becomes clear, he said, “it is only 
a complicating step which can produce 
even greater problems tomorrow than 
those which we face today.” 

Mr. Neal stressed that such care 
cannot be provided unless there are con- 
trols established over the purveyors of 
the services — the hospitals and the 
doctors. In addition, he said freedom 
of choice would be denied the recipient 

“These freedoms of the medical pro- 
fession, the hospital, and the patient are 
the basis of sound medicine and are the 
product of generations of experience in 
trying to provide the best possible 


medical care for the most people,” the 
HIAA general manager continued. He 
added that legislation of this type opens 
avenues which lead in one direction 
only — away from the enterprise sys- 
tem and toward the welfare state. 
This new proposal by use of the 
Social Security mechanism, said Mr. 


Neal, would accomplish a national health 
program by indirection. He urged that 
this fact be brought to public attention 
At the same time, said the speaker, “we 
must continue to exert every effort in 
cooperation with the medical profession 
and the hospitals to provide a solution 
to the problem through non-government 
means.” 
Problem of Beyond 65 Benefits 

Another problem area cited by 
speaker was the extension of health in- 
surance benefits to those past 65. Mr 
Neal said this is not limited to a Group 
insurance problem. He_ divided the 
problem into retirees who have already 
reached 65, and are no longer a part 
of the regular working force, and those 
presently in the working force under 
65. He said a more immediate solution 
presents itself for the second Group 
Under more recent forms, protection 
mav be continued after age 65, after 
termination of active employment in 
both Group and individual insurance 

The speaker emphas sized that the 
problem of those who have reached age 
65 is a more difficult one and its final 
solution will be slower. However, he 
brought out that much experimentation 
has been undertaken which is still go- 
ing forward, and much has already been 
accomplished. 

“Our basic 
be that of 
do it. You,” 


the 


attitude should continue to 
not waiting for George to 
Mr. Neal told HIAA mem- 
bers, “are the ultimate source of the 
answers to these important problem 
confronting our industry.” 


Named HIAA Members 


The good news was announced at 
HIAA’s Individual Insurance Forum 
October 22 in New York that The 


and United Com- 
America have 
the 
companies 


Prudential of America 
mercial Travelers of 
joined HIAA. This brings 
tion’s membership to 262 


assoc ix A 
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Responsibility Towards 
Field Force, Consumer 


STRESSED BY HOWARD NEVONEN 


dae National G. A. Sees Need 
To Educate the Public 
About Coverage 


Insurance companies writing health in- 
surance were urged to do a more com- 
prehensive job in selling their field forces 
on the need for income protection in- 
surance and the real value of these 
policies. In a luncheon address October 
Individual Insur- 


2? before the annual 





HOWARD E. NEVONEN 

ance Forum of HIAA at the Biltmore 
Hotel, New York, Howard Nevonen, Los 
Angeles general agent, W ashington Na- 
tional, also emphasized that “it is our 
responsibility to society to design the 
kind of health protection to protect both 
the customer and the company. 

The speaker cited the insurance in- 
dustry’s responsibility toward consumer 
education, the development of better 
coverage, and more dollar value to the 
consumer. Under this responsibility, he 
also included consideration of the prob- 
lems of health insurance and the meas- 
urement of health insurance coverage 
against the a of an insurable haz- 
ard. He added that “this is not a project 
to be erg aken necessarily by one com- 
pany but by joint research.” 

Speaking of other areas which need 
investigation, Mr. Nevonen pointed out 
that “more work needs to be done on 
sub-standard problems for society and 
the agent; whether solved by additional 
commissions or flat-rating.” 

Less of Consumer’s Dollar Now 


In his review of the over-all health 
insurance picture, Mr. Nevonen said that 
the 1956 gain in disposable personal in- 
come was greater than all the health 
and life insurance premiums paid of 
$13,500,000,000. He stressed much work 
remains to be done. “We are only getting 
90% as much of the consumer’s dollar 
as we were ten years ago, 3.5% versus 
3.9% so we have a long way to go,” 
said Mr. Nevonen. 

The development of disability income 
selling, he continued, “will require strong, 
dedicated men with a quality product.” 
Long-range buyer education is badly 
needed, he said. 

Mr. Nevonen stressed insurance com- 
pany recognition of the agent’s need for 
expression. “Ego recognition should 
stimulate activities to balance the nega- 
tives in our business,” he declared. 

Insurance companies, said the speaker, 
“should encourage participation in 
agent’s apt poe discussion groups, 
in agency and company.’ 
an insurance salesman 


’ He added that 
generally likes to 


Company Views On Substandard Risks 
Given By Parker, McCann and Tilton 


“The Forward Look” was the title 
chosen for a substandard panel held Oc- 
tober 21 at the HIAA Individual Forum 
with Byron S. Davis, manager of A. & S. 
underwriting department of State Mutual 
Life. Panel members were Fred T. Mc- 
Cann, superintendent, substandard division, 
Continental Casualty; Gerald S. Parker, 
secretary A. & H., Guardian Life; Earle 
B. Tilton, director of underwriting, per- 
sonal lines, Nationwide Mutual and Charles 
N. Walker, assistant vice president, Lin- 
coln National Life. 


Earle B. 
whether or not the 


Tilton posed the question of 
health 
business was too lenient in not facing 
the challenge and following the life in- 
surance practice of using just rated pol- 
underwriting. He 
whether his company 
was justified in leaving an impaired ap- 
plicant with the choice of rating or 
waiver. “Should we, instead, offer only 
a rated policy, as in life, on the theory 
that less than full coverage is not the 
best way to serve and that a waiver 
is an out-moded tool?” he queried. 
Among some other questions Mr. Til- 
ton wanted answered was whether the 
many casualty companies operating 
without medical departments and exam- 
iners would be justified in experimenting 
with special class business by using re- 
insurance facilities on a facultative basis. 


insurance 


icies in substandard 


wanted to know 


Nationwide May Expand Facilities 


Since the first of the year, Nationwide 
Mutual has attempted to salvage physi- 
cal rejections in new business by quot- 
ing extra premium coverage, the speaker 
revealed. He stressed that his company 
does not quote ratings on “better” cases 
as alternatives to waivers. As experi- 
ence increases and if costs can be held 
down, Nationwide Mutual might expand 
the facilities. 

Mr. Tilton brought out that “this hon- 
est effort” on the part of his company 
has brought it “little premium income or 
acclaim from the field.” 

In 1955, Nationwide Mutual sought 
specific ways and means for substandard 
underwriting via reinsurance. Using the 
reinsurer’s plan, the company developed 
ratings, pricing and coverages to serve 
a segment of the market never covered 
—or in some cases, covered only by 
Ww aiver. 

“Our plan uses an existing policy with 
some new limitations and waiting pe- 

riods,” said Mr. Tilton. It has issue 
limits of $200 for monthly indemnities, 
$10,000 principal sum and $2,000 accident 
medical expense. The speaker declared 
that this coverage “is not a complete 
answer.” However, he offered the fol- 
lowing example to his audience so they 
could judge for themselves: 

“An applicant with a history of car- 
cinoma, operated, would be able to buy 
in the sixth year following the operation 
coverages heretofore not available, even 
with a waiver. By our plan we offer 
standard and rated principal sum and 
accident medical expense, and rated ac- 
cident and sickness monthly indemnity.” 
He said the latter has an elimination 





think of his business becoming profes- 


sional. However, he said, the salesman 
is still going to necessarily need and 
retain his “self-actualization,” the char- 


acteristics of being a salesman. 

It is important, concluded Mr. Nevon- 
en, that insurance company home offices 
have a thorough understanding of agents 
and their self-actualization needs for 
success. 


period of 14 months, followed by a 
waiting period of 14 days and paying 
indemnity for a lifetime limit of three 
months for sickness disability resulting 
from the impairment for which rated. 
If the claim arises from another cause 
the limitations do not apply. 

Mr. Tilton added that if the impair- 
ment is for a less serious history the 
elimination period is 30 days, followed by 
a 14 day waiting period but with no 
limitation for a claim based on _ the 
history. Although it is a token cover- 
age if the claim is a recurrence of the 
impairment, it is basically a good cover- 
age, concluded the speaker. 


Fred T. McCann on Marketing Attitude 


Fred T. McCann felt that the main 
problem in the substandard field is one 
of marketing. He said a company must 
first determine if it is going to be active 
or passive in merchandising. 

Passiveness, as far as Mr. McCann 
is concerned, is when a company only 
attempts to write substandard risks ob- 
tained from post-claim underwriting and 
normal rejections on standard business. 
The active, he added. is when a com- 
pany aggressively seeks all this type of 
business that is available from all mar- 
kets on a new business basis. 


Mr. McCann maintained that Conti- 
nental Casualty uses the “active” ap- 
proach. “We solicit business not only 


from our standard agency plant but like- 
wise from any agent, direct or on a 
brokerage basis,” he said. He pointed 
out this position is logical because sub- 
standard business is more or less pro- 
portional to the volume of regular acci- 
dent and health and_ hospitalization 
written by any one agency or individual. 

The speaker made known his com- 
pany’s current loss ratio has leveled off 
considerably and that it exnects even a 
greater reduction in months to come. 
He added that Continental Casualty is 
“now reaching a point where it is pos- 
sible to evaluate recurrent disabilities 
which is impossible when full w aivers 
are used on an existing impairment.” 

As another very important area from 
a merchandising standpoint. Mr. Mc- 
Cann cited the necessity of placing a 
positive “tool” in the hands of the agent 
which will enable him to write sub- 
standard risks on the spot. “With the 
announcement of our latest equipment,” 
he continued. “we supplied unit rates by 
condition and therebv further made our 
approach positive.” He said the agent is 
not able to quote rates and coverage “on 
the spot” in substandard cases. 

Of all applications received on sub- 
standard risks by Continental Casualty 
he said 97% are offered standard pro- 
tection for normal accidents and _ sick- 
nesses with a form of catastrophe cov- 
erage for the qualified condition. re- 
vealed the speaker. He declared the 
phraseology of these qualified conditions 
is comparable to that used by most 
carriers On waivers. 

Mr. McCann pointed out that any 
company entering the substandard field 
should expect more “standard” claims 
for conditions other than the impair- 
ment or qualified condition. He said this 
is axiomatic because the substandard 
market for the most part is mainly one 
where physical deterioration has already 
started. This factor must be considered 
in formulating the additional premium 
load for the substandard risk. By using 
elimination periods, reduction of maxi- 
mum periods of indemnity, the additional 
safeguard for claims on recurrences can 
be had. 

In closing, Mr. McCann revealed that 
Continental Casualty is so firmly con- 
vinced its approach is completely sound 
that it will soon announce “a really 
revolutionary program” to the substand- 


Ulfers Talks About 
HIAA Subcommittees 


NUCLEAR ENERGY INS. STUDY 
Points to New Seven-Unit Structure; 
Policy Benefits Committee Studying 
Two Important Projects 


D. D. Ulfers, vice president, Mutual 
Benefit Health & Accident, who is chair- 
man of the HIAA individual insurance 
committee, told 350 member-company 
representatives during the Individual In- 
surance Forum in New York this week 
that protection for nuclear energy work- 
ers is presently under study by members 
of the risk selection subcommittee of the 
Health Insurance Association. 

Mr. Ulfers reported that the Risk 
Selection Subcommittee. under the chair- 
ra i of Gerald S, Parker, secretary 

& H. Guardian Life, held a primarily 
piles Foie meeting in June at which 
were discussed the problem incident to 
disability coverage to nuclear energy 
worker. Two members from the Risk 
Special Selection Subcommittee and two 
members from outside the group were 
designated the task of exploring the 
problem. 

Mr. Ulfers traced the year’s work of 
the seven subcommittees of his com- 
mittee. 

This year, he explained, the functions 
of some 14 previous subcommittees of the 
Committee were combined into a seven- 
unit structure. As an example, the hos- 
pital and surgical subcommittee was 
merged with the loss of income subcom- 
mittee. This new group thus became the 
policy benefits subcommittee. 

The risk selection subcommittee 
meeting last June discussed the over- 
insurance problem, said the speaker. 
Towards a solution to the problem, it 
was felt that insurance company man- 
agements should establish their own 
controls. 


at its 


Major Medical Insurance Survey 


The policy benefits subcommittee has 
undertaken two projects covering: (1) a 
compilation of specimen policy forms and 
related material of al! HIAA member 
comps anies, and others, for the Associa- 
tion’s reference library; and (2) a survey 
of policies and practices involving major 
medical insurance. Regarding the latter, 
Mr. Ulfers said that it is hoped a most 
factual and up-to-date survey on the 
major medical situation within the indus- 
try can be secured. 

Among the activities of the various 
other subcommittees, Mr. Ulfers men- 
tioned that the conservation and renewal 
subcommittee assisted the National As- 
sociation of Insurance Commissioners in 
the development of a questionnaire cir- 
culated earlier this year. Furthermore. 
the weekly premium subcommittee did 

“bird’s eye view” report on that type 
of A. & S. business. 

Subcommittees, in themselves. empha- 
sized the speaker, “cannot actually solve 
any of the important problems that we 
face, but, certainly, they do serve in 
disseminating ideas. to the. proper author- 
ities. The rest is in the hz ands of the 
industry, itself,” he concluded, “and, of 
course, that reverts to vou, either as 
individuals or companies.” 





ard accident and health and hospitaliza- 
tion field. 

Gerald S. Parker, who is secretarv of 
the company, said that Guardian Life 
uses no special policv forms or special 
underwriting techniques hevond a more 
careful than usual appraisal of risks in 
issuing substandard A. & H. insurance. 
However, he did say that this appraisal 
does involve consideration by the com- 
pany’s more experienced underwriters 
and closer medical evaluation. He added 
that Guardian Life uses attending phy- 
sician’s statements freely and that medi- 
cal examinations are given if considered 
helpful. 

The company decided 
standard program which it might de- 
velop for accident and health should 

(Continued on Page 43) 


that any sub- 
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J. R. Williams Gives Factual Outline 
Of 18 Months Of Progress By HII 


James R. Williams in addressing the 
HIAA Individual Insurance Forum Oc- 
tober 21, revealed that the insurance 
business is paying benefits at the rate 
of nearly $7 million per day and this 
will total about two and a quarter bil- 
lion dollars by the end of 1957. Mr. 
Williams, vice president, Health Insur- 
ance Institute, the public relations 
branch of HIAA, spoke under the title 
“Our Job in Public Relations.” 

Mr. Williams told the audience that 
the objective is to see that the insur- 
ance business “deserves and maintains 
the confidence of the public. We must 
do our level best to see that an increas- 
ingly greater number of people will want 
to place their trust and confidence in our 
business.” 

The speaker continued: “With the 
rapid growth of health insurance, public 
interest in this kind of personal protec- 
tion has reached an all-time high. In 
fact, as more people continue to be in- 
sured, as the benefit pattern broadens, 
as even greater refinements are made 
in policies and as more money continues 
to flow back to the public in the form 
of benefits, the impact of health insur- 
ance in the years ahead will become 
increasingly greater. 

“The responsibility to meet this con- 
tinuing interest and public need for 
greater services and more information 
presents a challenge of some magnitude 
to the business. 3ut it is an exciting 
challenge and for several reasons. 


Growth Pattern 


“The growth pattern has been truly 
astounding,” he said. “A recent release 
of the Institute to more than 2,000 


newspapers throughout the country us- 
ing figures supplied by the information 
and research division of the Health 
Insurance Association of America pro- 
vides statistical information in a dra- 
matic form of what has happened in 
just the short span of six years. From 
1950 through 1956, there has been a 79% 
increase in the number of people hav- 
ing hospital insurance, 91% for surgical 
insurance and 281% for regular medical 
expense insurance. In the field of major 
medical expense insurance, the figures 
are almost so large that they stagger the 
imagination. At the end of 1952, when 
the first accurate figures were avail- 
able, there were some 689,000 persons 
insured through major medical policies. 


In the four year span, this form of 
health insurance rose to an _ unprece- 
dented rate of 1188%. Here is proof 


of how the insurance companies,” and he 
stressed these figures are only for the 
insurance business, “are meeting the 
challenge of public need and desire for 
adequate financial help at the time of 
sickness or when an accident strikes.” 

Mr. Williams referred to the chal- 
lenge of the cooperative nature of health 
insurance, which calls for the talents of 
many pople. “These include,” he said, 
“not only those within the business, but 
those people concerned with the admin- 
istration of hospital care — the doctors 
who prescribe the care, the employer 
who is conscious of the need of his em- 
ployes for a well-rounded welfare pro- 
gram, leaders of our unions who have a 
great interest on behalf of their mem- 
bers, regulatory officials who have the 
responsibility of seeing that the insur- 
ance mechanisms are soundly conceived 
and executed.” 


Achieve a Well-Informed Public 


He said that public relations respon- 
sibility in the insurance field is to be 
sure to present all the facts so that the 
public will be an informed group when 
it makes its decision. The Health In- 
surance Institute, he reported, is de- 
veloping as wide a line as_ possible 
between the business and “various pub- 
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lics who have an interest in all the 
ramifications of health insurance.” 

Continuing, Mr. Williams said: “A 
primary objective of HII has been to 
develop a continuing flow of news about 
health insurance policies and services of 
insurance companies for the news out- 
lets of the nation, including the daily 
and weekly press, the trade press of the 
insurance field, radio and TV, consumer 
and special magazines as well as free- 
lance writers, editors and publishers. 

“Through the close cooperation of the 
information and research division of the 
HIAA, the Health Insurance Institute is 
being furnished regular reports on such 
items as the number of people covered 
by insurance companies, amounts of 
benefits, through insurance company 
policies, broadening benefit levels, new 
policies, and trends and growth pat- 
terns.” 

The Health Insurance Institute was 
established 18 months ago in association 
with the Institute of Life Insurance in 
order that the HII public relations pro- 
gram could be accelerated by drawing 
upon the experience and facilities of 
the Institute of Life Insurance. Mr. Wil- 
liams gave an example of coordination 
between these life and health institutes 
A section on health insurance has aes 
added to the “Blueprint for Tomorrow” 
the Life Institute’s educational kit for 
teachers’ aids and students’ material. 

Educational Kits 

Mr. Williams detailed another project 
of HII: “For several years the Amer- 
ican Association of University Teachers 
of Insurance has worked closely with the 
Association of Casualty & Surety Com- 
panies, the National Board of Fire Un- 
derwriters and the Institute of Life 
Insurance in preparing special kits for 
college students in insurance courses to 
give them a more practical understanding 
of their subject. 

“This fall the Health Insurance In- 
stitute joined these organizations in this 
project and was responsible for the 
accident and health section of the kits. 
While the distribution of these kits is 
limited to students and faculty mem- 
bers upon request, we expect that more 
than 22,000 will be distributed during 
the coming year.” 

Continuing, the speaker pointed out, 
“A basic purpose of the Institute is the 
dissemination of information. And pam- 
phlets and booklets are important in- 
formational tools — but they must be 
designed to meet the needs of special 
(Continued on Page 46) 





Calls for Greater 
Research on A. & H. 


FOLLMANN SETS THE PATTERN 


Talks on Information Needed About 
Medical Care, Incidence of 
Over Insurance, etc. 


A more meaningful analysis of the 
American public’s personal medical bill 
and its relationship to health insurance 
was one of the research projects of the 
accident and health field called for this 
week by Joseph F. Follmann, Jr., direc- 
tor of information and research of the 
HIAA. Speaking before the HIAA’s 
individual insurance forum at the Bilt- 
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more Hotel, Mr. Follmann set down a 
pattern of needed research by insurance 
companies “to relieve the government 
of the necessity for entering this area 
of social insurance to any greater de- 
gree.” 

The speaker urged more research 
about the effect of health insurance on 
the incidence and cost of medical care. 
“We have to have information on the 
evolution proceeding in medical care, 
the development of broader out-patient 
care, self-service hospital facilities, con- 
valescent and nursing home care, wheth- 
er these forms of care are insurable and 
the effect they might have on the cost 
of insurance,” he declared. He asked for 


the gathering of more information to 
judge whether dental care, practical 
nursing, home nursing, and visual care 


are insurable. 

Mr. Follmann advocated more research 
into the incidence, extent, and cost of 
duplication of insurance coverage where 
it results in over-insurance, and the in- 
cidence and cost of over-utilization and 
abuse of insurance coverage. He also 
sought investigation of the creeping 
higher costs which often appear to re- 
sult from the existence of insurance. 


Information on Substandard Risks 


“We need to know more about such 
population groups as the aged, dependent 
persons, those employed in small groups, 
those living in rural areas, and those 
impaired or substandard risks,” contin- 
ued the speaker. 

Outlining several types of loss and 
morbidity experience needed, Mr. Foll- 
mann said particular emphasis should be 
placed on certain aspects of major medi- 
cal expense insurance and the effects of 
the principles of various types of - 
tible amounts and coinsurance. He also 
brought out the need “to know more 
about the incidence and nature of can- 
cellation and non-renewal and of the 
cost inherent in any voluntary restric- 


Substandard Risks 


(Continued from Page 42) 


follow the general pattern of a sub- 
standard life insurance operation, said 
Mr. Parker. This decision was brought 
about because the company offers its 
A. & H. product through regular life 
agency channels; it was showing higher 
rejection rates for A. & H. than for 
life; and was still ridering a substantial 
percentage of issued cases. 

“Consideration for standard or sub- 
standard issue should be available re- 
gardless of the kind of policy involved, 
and regardless of the source of the 
business, so long as that source was 
acceptable for standard business,” Mr. 
Parker declared. He said that as a re- 
sult the company decided to _ offer 
substandard “across the board” for com- 
mercial, noncancellable, and major medi- 
cal. Guardian Life offers its substandard 
lines to both its full time agents and 
brokers. 

Outlines Rating Structure 


Regarding the rating of such _ pol- 
icies, the speaker pointed out his com- 
pany uses three basic rating scales. The 
one most commonly used is a series of 
nine percentage rating classes, ranging 
from 10% to 200% extra, applied to 
standard gross premiums. 

The second ratings group, said Mr 
Parker, is a series of accident flat rat- 
ings. Included are three such classes, 
and these ratings are applied when the 


extra faced affects onlv the risk of 
accidental injuries. He cited as typical 
uses of these ratings, amputations and 
loss of hearing. 


A series of accident and health flat 
ratings constitutes the third set of 
ratings. The speaker declared these are 
ani ilogous to the percentage ri atings, and 


in fact are approximations of the per- 
centage ratings at age 35. He said they 
are applied to risks on which the addi- 


tional hazard is not affected by the 
age of the applicant. 

“Basically, we offer substandard un- 
derwriting to new risks,” continued Mr 
Parker. “We do not underwrite renewals 
on a physical impairment basis. We will 
consider reduction of ratings after suit- 
able recovery periods.” 

The speaker said that he did not yet 
have any reliable statistics indicating the 
effect of the substandard program on 
placement ratios and percentage of bus- 
iness issued standard. However, he 
concluded that the program’s reception 
from his company’s field force has been 
excellent; particularly appreciated by 
the older agents who have the higher 
percentages of impaired clients. 


tions of these contractual rights in the 
instance of deterioration of health.” 

Toward satisfying some of these re- 
search needs, the speaker suggested that 
the Health Insurance Association of 
America, its committee structure, the 
cooperation of its member companies, 
and its. staff, be brought into play. 
“Some can be satisfied by data from the 
many sources outside the insurance in- 
dustry,” he continued. “In some instances 
satisfaction might have to be sought by 
the employment of outside research 
agencies or the engagement of personnel 
for a specific purpose 

“In this manner,” Mr. Follmann added, 
“the creation of a too large staff on a 
permanent basis can be avoided. In this 
way, also, special funds can be brought 
into play aside from the budget of the 
Association.” He went on to emphasize 
that other associations, and organiza- 
tions such as the Society of Actuaries, 
can and will play their role 

Ft 15s refreshing and hopeful sign,’ 
said the speaker, “to note that voaeme 
top management has taken cognizance 
of the needs for greater research at the 
industry level.” He concluded that this 
will continually enable.the accident and 
health business to serve better the in- 
surance needs of the American public. 
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Individual A. & H. Forum Of Health Insurance Association Of America 











Topical Panel Was | 
On Policy Wording 


LEGAL, MEDICAL VARIATIONS 

In Defining Words; Rasmussen, Jack, 

Cairns, Day and Berry Present 
Interesting Ideas 





George F. Monks. manager of A. & S 
claims for New York Life was moder- 
ator, October 22, of the claims panel at 
the HIAA Individual Insurance Forum 
in the Biltmore Hotel. The panel gave an 
insight into the difficulty caused by the 
lack of standard definitions of health 
insurance terms. 

Panel participants included: 
Tack, claims vice president, Monarch 
Life: Elmer J. Rasmussen, manager, 
accident and health claims pearing 
and executive superintendent of A. & H. 
underwriting, Continental ( eae: swe 
A. Cairns, vice president, Federal Life 
& Casualty; Godfrey M. Day, second 
vice president, claims department, Con- 
necticut General Life; K. C. Berry, 
third vice president, A. & H. claims, 
Lumbermen Mutual Casualty and How- 
ard LeClair, vice president, Mutual 
Benefit Health & Accident Association 

Mr. Jack gave two reasons why over 
the years it has become increasingly 
difficult to determine total disability. 
These were: (1) various definitions of 
disability as it pertains to occupation 
and (2) interpretation of total disability 
by the public and the support given by 
the courts. 


Difficulty Defining Disability 


He said the definition which causes 
the principal difficulty is the one which 
states, “whenever used in this policy 
total disability means the complete in- 
ability of the insured to perform any and 
all of the duties of his regular occu- 
pation.” Mr. Jack pointed out that the 
definition of “inability of the insured 
‘ perform the duties of his occupation’ 

as been construed literally to mean the 
i bilite of the insured to perform the 
particular duties of his regular occu- 
pation. 


Roland S. 


“This has created problems,” said the 
speaker, “and has resulted in the pay- 
ment of benefits to insureds who may 
not have been able to perform their 


particular duties in one occupation, but 
who were able to perform the duties of 
another occupation in an equally lucra- 


tive field.’ 
We should all speak the same lan- 
guage pertaining to total disability, de- 


clared Mr. Jack. 
illustrating the 
by one 


He backed his plea by 

public confusion caused 
company which is obliged to 
continue payments under their policy 
when another company using another 
definition could justifiably be relieved 
of payment 


Rasmussen, Cairns, Day 


Elmer J. Rasmussen felt it is time to 
take a new look at the insuring clause 
He said that the insurance industry has 
learned through experience that policy- 
holders and the courts do not necessarily 
speak the ime language that is em- 


ployed in writing policies 

Mr. Rasmussen explained that it was 
this theory that prompted Continental 
Casualty to change its insuring clause 
wording to state that the policy insures 
against “bodily caused by 


injury acci- 
dent and resulting directly and inde- 
pendently of all other causes in loss 


covered by this policy. 
rhe definition of the word “accident” 
has caused most of the controversy and 


litigation involving the insuring clause, 
said the speaker. He stressed that the 
accident insurance business early recog- 
nized that death and disability could 


result in a number of different ways. 
Insurance companies were prone to 
be over-correct in their attempts to 
word the policy so that they would 
only be required to pay for the con- 
tingency concluded 
that and wide- 


insured against. He 
redundancy of 


wording 





creates con- 
policyholders, 
representa- 


uniformity 
minds of 
company 


spread lack of 
fusion in the 
courts, and even 
tives. 

J. A. Cairns 
insurance, can 


said the term, disability 
cause misunderstanding 
and complaint. He said that when un- 
employment follows disability, the little 
failings of human nature turn policies 
from disability insurance into income 
protection insurance. 

“When retirement follows _ illness, 
these same characteristics tend to blur 
that fine line between sickness or acci- 
dent and old age,” Mr. Cairns continued. 
The speaker cited modern long benefit 
term policies which serve to accentuate 
this. 

Perhaps, he continued, disability bene- 


fit and income protection are similar 
terms and even synonymous in some 
minds. However, Mr. Cairns said, “from 


the term income protection there may 
be a further transition.” Although it is 
only a short step from income protection 
to retirement since retirement is a form 
of income loss, he explained, retirement 
itself is wholly unrelated to A. & S. 
disability. Yet claims men can _ cite 
where the insured has mentally 
coverage as retirement in- 


cases 
defined his 
come. 

“Our language barricade will stand 
for years to come,” he concluded. “To 
those who draft our policies it will be 
disability insurance, to our agents and 
younger policyholders — income pro- 
tection, and to the oldsters — insured 
retirement.” 

The policy provision defining covered 
charges as “necessary and reasonable” 
or “regular and customary” immediately 
runs into insurance industry-medical 
profession relations, Godfrey Day de- 
clared. ‘ Unfortunately,” he said, “when 
this question was first raised on an 
industry-wide basis, it was sometimes 
referred to as ‘overuse and abuse’.” 

He said this problem has gained in- 
creasing importance with the rise of 
Group major medical and comprehensive 
insurance. However, he felt this is not 
only a Group problem because “major 
medical is also making rapid strides on 
the individual insurance basis.” 

The speaker paid tribute to the staff 
of the Health Insurance Council for 







C Outlines HIAA E ‘ 
urran Uutlines ducational ‘ 
tl 
e 
Program For Home Office Employes 
tl 
A proposed educational program for cation subcommittee agreed on several W 
insurance company hom> office employes basic principles, said the speaker. “Fi Irst, i v 
to be undertaken by the Health Insur- WS believe there is a vast and distinc- P 
sages ‘ tive difference between educating and a 
ance Association of America was out- training company employes. We believe Pp 
lined October 22 by Francis T. Curran that education is the process of learn- E re 
at the HIAA annual Individual Insur- ing to know, while training is learnine te 
ance Forum held at the Biltmore Hotel, to do. Consequently, we decided to di- co) 
New York. rect our efforts to develop the minds N 
Mr. Curran, who is supervisor, sta- of the employes, rather than a program t1 
tutory disability division, Commercial of to train them in the mechanics of our C 
New Jersey, said the program is an various processes.” a 
“attempt to familiarize many people Next, Mr. Curran continued, “we 
with the philosophy of disability insur- concurred concerning the need of the u 
ance and then to teach them the prin- employe to understand what insurance f 
ciples of it.” The curriculum is presently is, why it exists, how it works, and when Pp 
being drawn up by an education sub- it fulfills its promise.” c 
committee of HIAA’s Individual Insur- Specifically, Mr. Curran declared t 
ance Committee. The speaker solicited “what we are trying to do is relatively ‘( 
the Association’s member companies simple. We are writing a course of t 
help and support. study designed to enable initiates to our l 
Three subcommittee working groups business to understand it thoroughly; ( 
have been established, said Mr. Curran. designed to acquaint them with our n 
They will serve to screen applicants, hopes, our aims, and our contribution | 
prepare and grade examinations, and to the nation’s economy as well as to k 
establish a study plan. In an attempt to. the financial welfare of the individual 
round out the program, Mr. Curran citizen.” 
said that the conferring of a designa- As home office people, the speaker t 
tion similar to CPCU and CLU is under concluded, “it is our function to edu- ( 
consideration. Also, a certificate and a cate people that meet the public.” ¢ 
scholastic key may be awarded upon Possibly, he added, the courses being i 
completion of the course. designed by the HIAA Education Sub- V 
Bisic Pitnsiales committee “will help us do a better job | 
by having better informed company a 
Preliminarily the members of the edu- employes.” 
establishing sound relations with the allow dependence on a single word tor | 
medical profession. In Mr. Day’s fear of the many interpretations pos- 1 
opinion, the ‘ ‘reasonable and customary” sible, particularly in medical and legal V 
provision is going to become an increas- definitions. “Over-simplification,” he i 
ingly important phrase in health insur- said, “may lead to reckless use of 


and point the 


For example,” 


‘ 
ance policies if the insurance industry synonyms and anonyms t 
is to continue to write broad health way to oblivion. he said ( 
coverages at a premium acceptable to “a dictionary or reference work under { 
the public. He urged cooperation with the heading of sickness may direct us 1 
the medical profession. to the word disease. Turning to the | 
Kenneth C. Berry feels that policies word disease, it may refer to sickness. ( 
should spell out the coverage and not (Continued on Page 45) t 
< 
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J. Henry Smith Keynoter 


(Continued from Page 41) 


speed and every success in his important 
new work. At least he is not lost to 
the business.” 


HIAA’s Code of Ethics 


The speaker then called attention to 
the HIAA leaflet recently prepared 
which sets forth the association’s code 
of ethical standards, and he said: “As 
president of the association and also as 
an officer of a member company, I am 
proud of the words in the preamble 
reading, ‘Each member pledges himself 
to... .’ One cannot remind himself too 
often as to his standards of conduct. 
Nor can a company. Nor can an indus- 
try. Il urge you, therefore, to keep this 
code before you hecitegs Frame it, talk 
about it — sell i 

“The ie Pc Hecrll of pursuing such a 
unified ideal has tremendous potential 
for good. If we can make the ethical 
practice popular, the unethical will be- 
come unhealthy. What a_ heartening 

thrill I got out of the headline in the 
Olahoina Times’ — the news item 
that was circulated with the HIAA bul- 
letin of August 2 — ‘Insurers Probe 
Old Age Racket.’ Not ‘Insurance Com- 
missioner,’ nor ‘Legislature’ probes, but 


Insurers Probe!” 


Freedom of Action and Experimentation 

The speaker expressed his conviction 
that the good that comes out of work 
of the association in this matter of ethi- 
cal standards is a great good. “However, 
it is only a portion of the total good 
which HIAA produces.” This brought 
him to one of the main points of his 
address as follows: 

“As each of our member companies 
goes about its work, it uses its own ideas 
as to design of health policies, their 
proper pricing, marketing, devices. ad- 
ministrative methods, etc. We _ exhibit 
widely differing temperaments, manner- 
isms and even somewhat different philo- 
sophical approaches to what are essen- 
tially the same goals. This is the genius 
of our political and economic system; 
this is the freedom of action and the 
right of experimentation we so highly 
prize. This is America in its best tra- 
ditions. And this tradition even includes 
the right to ‘have at’ each other under 
somewhat civilized rules of in-fighting. 
At least we can argue and get mad at 
each other almost without. limit. 

“Extended discussions about adver- 
tising codes or Federal reinsurance 
pools, or how to deal with F. T. C,, 
or the definition of non-cancellable in- 
surance — all of these are healthy and 
valuable. It is priceless to have the 


right to disagree and to further our 
own legitimate ends with legitimate 
arguments. 


“Our Association forms a particularly 
valuable medium for such inter-changes. 
In our committee sessions, and even in 
the less formal contacts our corridors 
provide, we can take off the verbal 
gloves and swing from the floor. We 
have many chances to air our views, to 
convince the other fellow (cynics to the 
contrary), to learn where we stand, to 
find out where we are separately weak 
or strong, and finally, to modify and 
compromise and join arms to meet a 
common threat or pursue a common 
goal. 

“At times in protection of its own 
interest a company may feel that it has 
to take action in a legislative or regu- 
latory matter in opposition to the ma- 
jority position of the association. That 
is the privilege and I think even the 
duty of every company. In the long 
run however it will pay each of us after 
we have said our piece to stand in our 
place in the association and resolve to 
carry on its work and enhance its pres- 
tige with full force and vigor.” 

In closing, Mr. Smith urged: “Let 
us never forget that the future of our 
business demands a co-ordinated, unified 
front in many areas. To preserve our 
birthrights, to enlarge our opportunities 
to enhance free enterprise in our na- 
tion, we must maintain effective repre- 


American Casualty Now in 
New 123 William St. Bldg. 


On Monday, October 21, the New York 
branch office of the American Casualty 
Companies opened in new quarters on 
the 20th floor of the new 123 William 
Street building in New York. 

The branch, which is under the direc- 
tion of James C. Kreher, resident vice 
president, was formerly at 111 John 
Street. The companies’ telephone num- 
ber remains the same as before, WOrth 
4-1400. 


ALL AMERICAN L. & C. EXPANDS 
All American Life & Casualty of 
Chicago is now licensed to do Acci- 
dent and Sickness and Life business in 
West Virginia and Washington. 





sentation at all governmental levels; we 
must actively pursue an intensive pro- 
gram of research and information dis- 
semination; and we must tell our story 
to the public aggressively and convinc- 


ingly. These absolute needs require the 
united strength which our association 
provides.” 


Claims Panel 


(Continued from Page 44) 
Where does this leave us in our quest 
for truth? 

“Sickness may mean one 
layman and quite another to the medi- 


thing to a 


cal profession. Words and phrases ap- 
pearing in the policy may mean many 
things to many people, therefore, the 
only safe underwriting procedure is to 
state in the policy contract the exact 
underwriting intent. 

An identical word may have different 
connotations in legal opinions rendered 
in the various jurisdictions. A certain 
phrase may be interpreted differently, 
the presence or the absence of clarify- 
ing or qualifying words or phrases may 
have varying significance. Faulty 
phrasing or even punctuation is likely 
to be disastrous, and in some instances 
even perfect word selection may not 
escape torture at the hands of court or 
counsel determined to disregard the 
ordinary meaning of particular words as 
commonly accepted in all other contracts 
and ascribed a special meaning in a 
particular state, applicable alone to a 
contract of accident and health insur- 
ance. 


In closing, Mr. Berry said that the 


Life and A. & H. Company 


Formed in Louisville 
A new life and A. & H. 


company, 
United-Security Life & Accident, has 
been formed in Louisville. Temporary 


offices have 
tucky 3uilding. 
Charter has been approved, and th 


been set up at the Ken 
Home Life 


company is now ready to start business 
Capital stock is $120,000 of Class A 
Common, at $1 par value to sell at $3 
a share and 1,000 shares of Class F, to 
sell at $15 a share, giving a total of 
$375,000 in capital, which includes no 
promotional stock and no commissions 
on sales of stock. 

Officers include Edmund Smith, pres- 
ident, who was a special agent for the 
Independent Life & Accident, of Louis- 
ville; Mitchell Ellis, of Glasgow, Ky. 
vice president; Sam Manly, III, Louis- 
ville attorney, treasurer; William Mc- 
Pike, Louisville, treasurer 





perfect policy is the one that the insurer 
and the insured “will always read alike 
and as a final test it will always be read 
in like manner by the courts.” 








Circuit 
NU 


1997 





Bob Brown gets the new men into the field for their real selling test. He 
makes the rounds with these fledgling reps to get them in the swing of 






How Mutual’s Bob Brown helps 









first year salesmen ‘‘get a leg up on” 
more new premium income. 


good, profitable selling practices early in the game. 


Bob’s advice to new reps: 


Don’t sell your future short. 


Mutual office for details... 
Nebraska, Dept. EU-1057. 


sell yourself first. 
Secondly, get the right training. A thorough grounding in modern sell- 
ing and service methods is your best career insurance for the future. 

Find out about the Mutual of Omaha New 


Man and Unit Manager’s Schools in your locality. Call your nearest 
or write Mutual of Omaha, Omaha, 


Mutual of Omaha 


V. J. SKUTT, PRESIDENT 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 
HOME OFFICE: OMAHA ¢ CANADIAN HEAD OFFICE: TORONTO 





‘Before leaving Mutua! of 
Omaha's National Training 
School, | have to write these few 
words to you, to tell you how 
much | appreciate the week | 
spent here in Pittsburgh. | con- 
sider it the best experience of 
my life; it is absolutely priceless 
to me.'' —CLAUDE ROTHE, 
recent Mutual of Omaha Train- 
ing School graduate. 
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Prudential Men Show 
Reserve Requirements 


ON GUARANTEED RENEW. A. & H. 


Bartleson and Olsen Demonstrate Meth- 
od of Adjusting Basic Tables For 
Variations in Policy Benefits 


\ helpful pattern for the application 


of the recommendations of an industry 
committee with respect to reserve re- 
quirements on guaranteed renews able 


hospital- surgical insurance was cont 1ined 
in a paper presented October 4 at the 
annual meeting of aw Society of Ac- 
tuaries in New York bv Edwin L. Bartle- 
son, second vice president and associate 
actuary, and James I. Olsen, associate 
actuarial director, of The Prudential. 


Work of Task Force 4 


committee, known as 
Task Force 4 of the Joint Committee on 
Health Insurance, prepared a_ report 
which was adopted by the National Asso- 
ciation of Insurance Commissioners last 
December. This report recommended 
that reserves be required on guaranteed 
renewable hospital and surgical expense 
policies and included basic tables of 
claim costs to be used as a minimum 
basis for reserves on such insurance. Be- 
cause of the wide variations in_policv 
benefits, however, the applic ation of 
these tables to the policies of individual 
companies has presented some problems 
and the two Prudential actuaries showed 
how they had applied them to one of 
their company’s contracts. 

Their paper suggested a_ practical 
means for adjusting the basic tables for 
some of the more usual variations in pol- 
icy benefits, such as maximum pe sriods of 
hospitalization and maximum payments 
for special hospital services, and pre- 
sented a method for evaluating schedules 
of surgical fees in terms of a “standard” 
schedule. 

The paper was presented for the bene- 
fit of other actuaries who are undertak- 
ing similar work, especially in the smal- 
ler companies where there may not be 
all the facilities for the preparatory 
work. Included was an extensive series 
of tables which will be of material assist- 
ance to actuaries in computing reserves 
for their companies’ particular policies. 


IAC BILL 


The industry 


LEFFERT HOLZ TOPS 


New York Superintendent Featured 
Luncheon Speaker October 28 for 
Insurance Advertising Men 

Lefferet Holz, New York Superintend- 
ent of Insurance, will be the principal 
speaker at the Insurance Advertising 
Conference Workshop Meeting in New 
York City October 27-28. Mr. Holz 
will address the luncheon session of the 
Workshop on Monday, October 28. 

In announcing Mr. Holz’ acceptance, 
W. W. Clement, vice president of the 
IAC, reported that the meeting would 
be held at the Sheraton-McAlpin, in- 
stead of the Roosevelt Hotel as previ- 
ously announced. Mr. Clement reported 
that reservations already made at the 
Roosevelt would be exchanged by the 
Conference for similar accommodations 
at the McAlpin. Reservations may be 
made through the Executive Secretary, 
Mrs. M. C. Ellson, 14003 Barcalow 
Street, Philadelphia 16, Pa. 

“The Use of Color in Advertising” will 
be discussed in the opening talk of the 
meeting October 28, by Arthur H. 
Schlosser, president, Monogram Art 
Studios. Following will be “Words! 
Words! Words!” by Henry Slessar, copy 
chief, Fuller and Smith and Ross, Inc. 

In the afternoon session Eugene A. 
Smith, financial and business news de- 
partment, The New York Times, will 
evaluate “What’s News?” 

Additional features to be added to the 
Workshop program will include a ses- 
sion on “The Pricelessness of White 
Space,” to be conducted by an interna- 
tionally famous designer and authority 
on advertising layout, and a presenta- 
tion on the processes of reproduction, by 
a representative of the New York Em- 
ploying Printers Association. 


Sherman Willmott Succeeds 
S. B. Miller at Glens Falls 





C. SHERMAN 


WILLMOTT 


Sherman Willmott 
head Glens Falls’ 


Vice President C. 
has been named to 
fidelity, surety, and A. & H. department. 
Mr. Willmott succeeds Stanley B. Miller 
whose retirement was reported here last 
week. Secretary E. P. Hutchinson was 
designated as assistant to Mr. Willmott. 

Mr. Willmott foe the surety de- 
partment of the Glens Falls following 
his graduation from Williams College in 
1930 and was promoted to the position 
of manager of that department on Oc- 
tober 1, 1945. He was elected assistant 
secretary in 1948 and advanced to the 
office of secretary in 1951. On March 
15 last he was elected vice president. 

Mr. Hutchinson received his education 
at Syracuse University. His association 
with the Glens Falls began in 1928 as 
underwriter and then as manager of the 
fidelity bond division. He was elected 
assistant secretary in 1951 and secretary 
last March. 

D. P. Kedzie Made Supt. 
Training and Education 

Daniel P. Kedzie has been promoted 
to superintendent of education and train- 
ing by Continental Casualty. Mr. Kedzie, 
who is 27, was formerly director of edu- 
cational research. 

A native of Milwaukee, Wisconsin, Mr. 
Kedzie holds a Ph.D. from the University 
of Wisconsin and is a C.P.CU. His 
book, “Consumer Credit Insurance” has 
recently been published by Richard D. 
Irwin, Inc 

Before joining Continental in June, 
1957, Mr. Kedzie was assistant professor 
of Insurance and Finance at Marquette 
University. He also taught at the Uni- 
versity of Wisconsin and holds the posi- 
tion of Insurance Examiner for the 
State of Wisconsin. 


Spafford Orwig Handed 


Unusual Committee Job 

In an effort to eliminate “lost motion” 
in A. & S. activities in Indianapolis, 
Spafford Orwig, Orwig Agency, has been 
handed a difficult triple- association com- 
mittee assignment. He is serving as— 
1. Chairman of the committee on “Rela- 
tions With Other Associations” of the 
Indianapolis A. & H._ Association. 
2. Chairman of the A. & S. committee 
of the Indianapolis . Underwriters. 
3. Chairman of the A. & S. committee of 
the General Agents & Managers Asso- 
ciation of Indianapolis. 

Holding a joint, three-committee meet- 
ing last month, Mr. Orwig conducted a 
two-hour “brain-storming” session de- 
signed to initiate ideas to develop a 
comprehensive program for A. & S. 
agents in the city. Among ideas ac- 
cepted were those for joint ore 
of DITC and a joint life-A. & S. asso- 
ciation meeting to award DITC certifi- 
cates of completion, 


Innovations In West 
Coast Life’s M.M. Plan 


CALENDAR YEAR DEDUCTIBLE 


Available to Individuals and Families; 
Guaranteed Renewable to Age 65; 
$7,500 Maximum B2:n-fit 


West Coast Life of San Francisco in- 
troduced a guaranteed renewable com- 
prehensive major medical policy at its 
recent agency convention at the Empress 
Hotel in Victoria, B. C. 

The plan is avaliable to individuals or 
families for persons age three months 
to 60 years. It is guaranteed renewable 
to age 65 and optionally renewable there- 
after. The maximum benefit for each 
accident and cause of sickness is $7,500, 
with an aggregrate maximum benefit of 
this amount payable for medical expenses 
after age 65. Dependent children on a 
family policy may continue at the low 
child’s premium until age 21, or until 
age 25 while attending school. 

Distinctive feature of this plan is the 
use of a calendar year deductible. Only 
one deductible is charged against total 
covered expenses in any one calendar 
year; thereafter in that year the com- 
pany pays 80% of covered expenses. It 
is felt this feature, previously found only 
in group major medical plans, best 
meets the need of the individual by per- 
miutting him to anticipate and budget for 
the one deductible that will be charged 
for total medical bills in any one year. 

There is no time limit within the cal- 
endar year in which deductible expenses 
must be incurred. There is no separate 
benefit for each condition. Deductible 
amounts of either $250 or $500 are avail- 
able. Covered expenses are reimburse- 
able whether incurred in or out of a hos- 
pital and include doctor calls, prescrip- 
tion drugs, nurse care, physiotherapy, 
etc., in addition to hospital and surgical 
costs. The plan is participating. 


New Major Hospital Plan 


West Coast Life has also introduced a 
new major hospital plan through which 
80% of hospital and surgical expenses in 
excess of those paid under a basic hos- 
pital policy plus a $100 deductible are 
reimbursed up to a total payment on the 
excess of $5,000 for expenses from each 
accident and each cause of sickness. 
The basic policy benefits are issued up 
to $20 for hospital room and board, $400 
for miscellaneous hospital expenses and 
a $300 surgical schedule. The policy is 
renewable at the option of the company. 
A complete sales kit was developed to 
introduce the new plans. 


J. K. Burns Joins Atkinson- 
Dauksch at Columbus, O. 


The Atkinson-Dauksch 
Columbus, O. has appointed John K. 
Burns, formerly of Houston, as a cas- 
ualty and surety specialist on its staff. 
For the past year or so he has been 
connected with the Fireman’s Fund as 
Group mz inager in its Houston office. 

Mr. Burns is well versed in surety, 
casualty and marine insurance lines, hav- 
ing been associated with National Surety 
Corp. and later with the Fireman’s Fund 
Group for the past 20 years. A native 
of Louisville, he attended Notre Dame 
and Northwestern universities, entering 
the insurance business in Columbus in 
1937 as special agent. Mr. Burns became 
manager of the Akron office of National 
Surety in 1941, its Oklahoma Citv office 
in 1950, and group manager of Fire- 
man’s Fund’s Houston office in January, 
1956. He served as president of the 
Casualty & Surety Association of Okla- 
homa and director of the Houston Sur- 
ety Association. He was in the air force 
from 1943 to 1946 serving in the South 
Pacific area and in Japan. 

Atkinson-Dauksch Agencies is one of 
the larger insurance agencies in the 
mid-west producing a substantial volume 
of surety bond business. 


Agencies of 





Survey Shows 15% Gain 
In Benefit Payments 


DURING NINE MONTHS OF 1957 


HII Points to $1.3 Billion Paid Out 
Under Group Policies; $469 Million 
Paid Under Individual Policies 


Benefit payments to Americans cov- 
ered by voluntary health insurance 
through insurance company policies were 
15% higher during the first nine months 
of 1957 than for the same period the year 
before, the Health Insurance Institute 
announced last week. Reports from the 
nation’s insurance companies showed 
that from January 1 through September 
30, an estimated $1.8 billion had been 
paid to help pay hospital and doctor bills 
and to replace income lost because of 
accident or sickness. 

Benefits paid under Group health in- 
surance policies covering hospital, surgi- 
cal and medical care and loss of income 
totaled $1.3 billion by the end of the 
third quarter, an increase of 20% over 
the same period for 1956, HII said, while 
the rise in benefits under individual and 
family type policies was over $469 mil- 
lion, an increase of 4%. 

Persons covered under hospital ex- 
pense policies received a total of $748 
million, with $578 million received 
through Group policies, and $170 million 
under individual insurance policies. 

Surgical expense insurance accounted 
for $299 million in benefit payments, 
with $241 million going to those pro- 
tected under group policies, and $58 
million paid to individual policyholders. 


More on Group Policies 


Payments by insurance companies to 
persons covered by medical expense 
policies, amounted to $53 million by Sep- 
tember 30, the HII survey showed. Of 
this total, $45 million was paid out under 
Group plans, and $8 million through idi- 
vidual policies. 

Major medical expense insurance, 
which helps defray the cost of serious, 
or catastrophic illness, paid holders of 
such policies a total of Saat $85 million 
in benefits, with Group policyholders re- 
ceiving some $81 million, and holders of 
individual policies receiving over $3 mil- 
lion. These figures, the Institute added, 
include policies written alone or to sup- 
plement the basic hospital, surgical and 
medical coverages. 

The Institute also noted that persons 
insured against loss of income due to 
sickness or disability received an esti- 
mated $545 million as income replace- 
ment, with $355 million received through 
group policies, and $190 million under 
individual policies, 


James R. Williams Talk 


(Continued from Page 43) 


publics who then are helpful in making 
an efficient distribution. An important 
public in health insurance is the home- 
maker, the mother. In cooperation with 
the women’s divison of the Institute of 
Life Insurance, the Health Insurance 
Institute is presently making available 
to women’s groups and other consumer 
organizations throughout the country, 
a pamphlet called ‘A B C’s of Health 
Insurance.’ This has just been released, 
but the initial reaction has been most 
gratifying and we expect that it, too, will 
be very helpful in creating a better ‘pub- 
lic understanding about health insur- 
ance, especially | that written by insur- 
ance companies.” 

Mr. Williams reported that’ as the 
activities of the Health Insurance In- 
stitute have increased and various pro- 
jects developed, they noticed a propor- 
tionate increase in requests for infor- 


mation from many sources such as 
writers, researchers, students, ‘teachers 
in secondary schools, professors in 


colleges as well as from the general 
public. 
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You know where to turn 


Travel North, East, South or West... when 
youre insured with Maryland Casualty Com- 
pany, you always know where to turn for assist- 
ance in time of trouble. Wherever you go, local 
independent agents representing the Com- 
pany are ready to give you all possible help. 

No matter what your difficulty—auto crash, 
personal accident, hold-up—one of these rep- 
resentatives will give you the same conscien- 


tious service as would the Maryland agent or 
broker in your home community who provided 
you with your insurance protection. 

Supporting this service are Claim Offices in 
strategic locations, available around the clock 
to take care of your needs when a loss occurs. 

Remember: because the Maryland agent 
knows his business, it’s good business for you 
to know him.* 


MARYLAND CASUALTY COMPANY 


Baltimore 3, Maryland 


*The Maryland does business and has representatives throughout the United States and also in Canada, Alaska, Hawaii, 


Puerto Rico, Virgin Islands, Canal Zone, Panama and Cuba. 














Another striking advertisement to help build more business for the local agent or broker 


by dramatizing the importance of his knowledge and judgment. 



































NOW. 


The Travelers Premium Budget Plan 


hei, * you fight your real competition 


Statistics tell the story. Travelers agents and brokers can show 
their prospects how they can wrap up all 
their personal insurance in a single pro- 
gram and pay for it by the month with 
a single check. This new advance in mar- 
keting cuts red tape, builds premium 
volume, and helps meet competition on 
all fronts. And it will save you expense 
dollars in the operation of your office. 


Your real competition for the insurance 
dollar is not from rival agents but from 
rival products: new cars, new clothes, new 
luxuries. And now, The Travelers Com- 
panies are giving their producers the weap- 
on to fight this competition . . . a modern, 
businesslike method of merchandising and 
financing all the personal lines of insurance. 





The public is learning about the Travelers 
Premium Budget Plan through dramatic 
; : ‘ advertisements in the nation’s leading 
ing of personal lines by an independent : : 
F ? magazines. To find out what it offers you, 

local agent with premiums on a company- Pe a 
laiaeenined saass Kantian iis inquire at any Travelers Branch Office or 

ea airtel General Agency. Or write to Millard T. 
The Travelers new Premium Budget Plan Wilson, Vice President, The Travelers, 
was devised to satisfy this demand. Now, Hartford 15, Connecticut. 


cope) THE TRAVELERS 


INSURANCE COMPANIES, HARTFORD 15, CONNECTICUT 


Intensive market and product research 
revealed a public demand for account sell- 


SUG, THE ee 
All forms of business and personal insurance including 


Life « Accident « Group « Fire « Marine « Automobile + Casualty » Bonds 























